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YOUR CLIENT'S 
confidence is YOUR 


most valuable asset! 
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insuranee stocks 


Bid Price 


Furnished through the courtesy of The First Boston Corporation. 


1955 Range 


Fire and Casualty Companies High Low 
Aetna Casualty & Surety Company 178 
Aetna Insurance Company 

Agricultural Insurance Company 
American Automobile Insurance Company (a) 
American Equitable Assurance Company 
American Home Insurance Company 
American Insurance Company 

American Re-Insurance Company 
American Surety Company 

Automobile Insurance Company 

Bankers & Shippers Insurance Company (e) 
Boston Insurance Company 

Camden Fire Insurance Association 
Continental Casualty Company 
Continental Insurance Company 
Employers Group Associates 

Employers Reinsurance Company (b) 
Federal Insurance Company 

Fidelity & Deposit Co. of Md. 
Fidelity-Phenix Fire Insurance Company 
Fire Association of Philadelphia 
Fireman's Fund Insurance Company 
Firemen's Insurance Company of Newark 
General Reinsurance Corporation 

Giens Falls Insurance Company 

Globe & Republic Insurance Company 
Great American Insurance Company 
Hanover Fire Insurance Company 
Hartford Fire Insurance Company (b) 
Hartford Steam Boiler Insp. & Ins 

Home Insurance Company 

Insurance Company of North America 
Jersey Insurance Co. of New York (e) 
Kansas City Fire & Marine Ins. Co 
Maryland Casualty Company 
Massachusetts Bonding & Insurance Co 
Merchants Fire Assurance Company 
Merchants & Mfrs. Fire Insurance Co. 
National Casualty Company (c) 
National Fire Insurance Company 
National Union Fire Insurance Company 
New Amsterdam Casualty Company 
New Hampshire Fire Insurance Company 
New York Fire Insurance Company 
Northern Insurance Company 

North River Insurance Company 
Northeastern Insurance Co. of Hartford 
Northwestern National Ins. Company 
Ohio Casualty Company 

Pacific Fire Insurance Company (f) 
Pacific Indemnity Company (c) 

Peerless Casualty Company 

Phoenix Insurance Company 

Providence Washington Insurance Co. 
Providence Washington Ins. Co., Pfd 
Reinsurance Corporation of New York 
Republic Insurance Company 

St. Paul Fire & Marine Ins. Company 
Seaboard Surety Company 

Security Insurance Company of N. H. 
Springfield Fire & Marine Ins. Co. 
Standard Accident Insurance Company 
U. S. Fidelity & Guaranty Company (d) 
U. S. Fire Insurance Company (f) 
Westchester Fire Insurance Company 


Life Companies 


Aetna Life Insurance Company 

Colonial Life Insurance Company 
Columbian National Life Ins. Co. 
Connecticut General Life Insurance Co 
Continental Assurance Company 

Franklin Life Insurance Company 

Gulf Life Insurance Company 

Jefferson Standard Life Ins. Company 
Kansas City Life Insurance Company 
Life and Casualty Insurance Company 
Life Insurance Company of Virginia 
Lincoln National Life Insurance Co. 
Monumental Life Insurance Company (d) 
National Life & Accident Insurance Co 
Philadelphia Life Insurance Company (g) 
Travelers Insurance Company (h) 

U. S. Life Insurance Company 

West Coast Life Insurance Company 


FOOTNOTES: 


(a) Adjusted for 2 for | split 

(b) Adiusted for 25% stock dividend 

(c) Adiusted for 33'/,% stock dividend 

(d) Adiusted for 20% stock dividend 

(e) Adiusted for 50% stock dividend 

(f) Adiusted for 100% stock dividend 

(q) Adiusted for 15%, stock dividend. , 

(h) Adjusted for 20 for | split and 25% stock dividend. 
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SCHROEDER HOTELS 


HOTEL SCHROEDER 
Milwaukee, Wis. 


HOTEL NORTHLAND 
Green Bay, Wis. 


HOTEL WAUSAU 
Wausau, Wis 


HOTEL DULUTH 
Duluth, Minn. 


HOTEL ASTOR 
Milwaukee, Wis. 


HOTEL RETLAW 
Fond du Lac, Wis 


HOTEL LORAINE 
Madison, Wis. 


HOTEL CALUMET 
Fond du Lac, Wis. 


HOTEL VINCENT 
Benton Harber, Mich. 


WALTER SCHROEDER, PRES. 


We aim to serve our many Insurance Company 
friends, executives and agents. 


















Building your business on 


added service to policyholders? 





THEN YOUR NAME BELONGS HERE 
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PROTECTO-PAK 
CONTAINS... 













Here’s everything you need to make a Planned Personal Survey Program 
Simplified, personal 
insurance Protection 
Analysis on a single 
letter-size sheet. 


pay off for you — in one handy, practical package! 


Primarily designed as a convenient holder for policies, the PRoTECTO-PAK 








protects your customers’ insurance ... and provides you with an excellent 
: R ‘ . Four pockets for policies 
opportunity to insure your customers complete protection. with spaces for renewal 
| records and other data. 
For further information about Protecto-Pak and how it can help you . 





boost volume, write to American-Associated’s Head Office Sales Promotion Streamlined Household 
Inventory Guide for 
Division, Unit B estimating the value 


of personal property. 









Extra pocket for paid 
policy invoices and other 
valuable papers. 
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company developments 


SUMMARY of the insurance company developments through- 
out the United States and Canada in recent months appears 
reafter. This summary ir Jes notices of examinations conducted 
t Jepartment and a new, licensed and retired companies. 


ALABAMA Licensed 


Federated Guaranty Mutual Ins. Co. ... 


Madison Fidelity & Surety Co. 
Mutual Savings Fire & Auto Ins. 
\dmitted 
American General Ins. Co 
\merican Premier Ins. Co 
Commercial Standard F. & M. Co 


CALIFORNIA \dmitted 
American Mercury Ins 


Reliable Fire Ins. C 


COLORADO \dmitted 
Central Standard Indemnity Co 


CONNECTICUT \dmitted 
Boston Indemnity Ins. Co Ps 
Indemnity Marine Assurance Co. 
St. Lovis Fire & Marine Ins. Co. 


DELAW ARI Admitted 
Central National Ins ( 
Reserve Ins. Co 
Transcontinental Ins. Co 


ILI IN¢ IS | icensed 
Farmers Equitable Ins. Co 
Midland Casualty Ins. Co 


INDIANA \dmitted 
Balboa Ins. Co epee 
Citizens Mutual Automobile Ins. Co 


KANSAS \dmitted 
American General Ins. Co eer 
Perkiomen Mutual Ins 
Underwriters Ins. Co 
Union Reinsurance Ci 
Vanguard Ins. Co 


KENTUCKY \dmitted 
National Farmers Union Prop. & 
National Insurance Undrs 
Preferred Fire Insurance 
Utilities Insurance Co 
Wabash Fire & Cas. Ins. Co 


MAINI Examined 
North Yarmouth Mutual Fire Ins 


MARYLAND \dmitted 
\merican Security Ins oO 
United Fire Ins. Co . 
United States Liability Ins. Co 


MASSACHUSETTS \dmitted 
Casualty Indemnity Exchange 
Druggists Indemnity Exchange 


Examined 
Arkwright Mutual Fire Ins. Co 


Boston Manufacturers Mutual Ins. Co. 


Groveland Mutual Fire Ins. Co 


Mutual Boiler and Machinery Ins. Co. 


MISSISSIPPI \dmitted 
\ssurance Company of America 
Hlinois Automobile Ins. Co 
Safeco Ins. Co. of America 
lranscontinental Ins. Co 


MONTANA [Incorporated 


Treasure State Fire Ins. Co 


Admitted 
[ranscontinental Ins. Cx 


NEBRASKA \dmitted 
\ssurance Compat t America 


eer Andalusia, Ala. 


Huntsville, Ala. 


. Montgomery, Ala. 


.Minneapolis, Minn. 


Rochester, Minn. 
Fort Worth, Texas 


Washington, D. C. 


Dayton, Ohio. 
Chicago, Ill. 


Boston, Mass 
London, Eng. 
: ° Louis, Mo. 


Omaha, Neb. 
Chicago, Ill. 
New York, N. % 


Elmhurst, IIl. 
Chicago, Ill. 


Los Angeles, Cal. 
Howell, Mich. 


Houston, Texas 
Collegeville, Pa. 
Chicago, III. 
Zurich, Switzerland 
Dallas, Texas 


Denver, Colo. 

. St. Louis, Mo. 
Topeka, Kansas 

...9t. Louis Mo. 
Indianapolis, Ind. 


North Yarmouth 


Atlanta, Ga 
.Chicago, II. 
. Philadelphia, Pa. 


Louis, Mo. 
Louis, Mo. 


.. Boston 
.. Boston 
Groveland 
.... Boston 


New York, N. Y. 
Champaign, III. 
.. Seattle, Wash. 
New York, N. Y. 


.Great Falls 
New York, N ¥. 


New York, N, Y. 


NEVADA Admitted 
American Re-Insurance Co, ............. New York, N. Y. 
National Union Indemnity Co. Pittsburgh, Pa. 


NEW HAMPSHIRE Dissolved 
Sanbornton Mutual Fire Ins. Co. 


NEW JERSEY Admitted 
Pennsylvania Threshermen & Farmers’ Mutual Fire Ins. Co. 
Harrisburg, Pa. 


NEW YORK Examined 
Agricultural Ins. Co. Watertown 
Cosmopolitan Mutual Fire Ins. Co. .......New York, N. Y. 
Empire State Ins. Co. Watertown 


NORTH CAROLINA \dmitted 
\uto-Owners Ins. Co. .. Lansing, Mich. 
Motor Vehicle Casualty Co. Elmhurst, Ill. 
Sea Ins. Co., Ltd. Liverpool, Eng. 
United Services Automobile Assn. ...... San Antonio, Texas 


NORTH DAKOTA Examined 
Home Mutual Ins. Co. of Richland Co. .........Wahpeton 
James River Valley Mutual Fire and Lightning Ins. Co. 
Jamestown 


OHIO Examined 
Globe Assurance Co. ..... ae Columbus 


PENNSYLVANIA \dmitted 
Central Standard Indemnity Co. Chicago, Il. 
Minnehoma Ins. Co. Tulsa, Okla. 
National Farmers Union Property and Casualty Co. 
Salt Lake City, Utah 


Examined 

Coolspring Valley Mutual Fire Ins. Co. ............ Mercer 
Farmers Alliance and Industrial Union 

RCI TINO TS. GEO, 6 dik cic ccs ckwekcneanbons Coudersport 
Farmers Mutual Ins. Co. 
Jamestown Mutual Windstorm Ins. Co. .. Marble 
Limestone Mutual Fire Ins. Co. ........... New Bethlehem 
Mutual Fire Ins. Co. of Greene Jamestown 
Patrons Mutual Fire Assn. ..+..+-Meadville 
Pomona No. 3 Mutual Fire Ins. Co. West Chester 
Pymatuning Mutual Fire Ins. Co. ................. Mercer 
State Workmen’s Ins. Fund Harrisburg 
Wilton Mutual Fire Ins. Co. .... Farrell 


SOUTH CAROLINA Admitted 
Meridian Mutual Ins. Co. ... Indianapolis, Ind. 


Examined 
Superior Automobile Ins. Co. ne llorence 


TENNESSEE Admitted 
American Mercury Ins. Co. Washington, D. C. 
Horace Mann Mutual Casualty Co. Springfield, Tl. 
Pan American Fire & Casualty Co. ......... Houston, Texas 


TEXAS Licensed 
Consolidated Ins. Assn. shi 
Marian Mutual Ins. Co. an Antonio 
Santa Fe Ins. Corp. of America . Austin 
Sentinel Indemnity Co. Dallas 


Admitted 
Argonaut Underwriters Ins. Co. .......San Francisco, Cal. 
Arkansas Fire and Marine Ins. Co. ....... Little Rock, Ark. 
Industrial Indemnity Co. ............... San Francisco, Cal. 


Withdrew A : 
Central Standard Ins. Co. .. Sioux Falls, S. D 
Central Trust of China Taipeh, Taiwan, China 


VERMONT Examined 
American Fidelity Co. ......+Montpelier 
Burlington Mutual Fire Ins. Co. ... .. Burlington 
Granite Manufacturers Mut. Ind. Co., Sstweeele ne eee 
Granite Mutual Ins. Co. .Barre 
State Mutual Ins. Co. Rutland 
Vermont Accident Ins. Co. Rutland 


VIRGINIA Admitted 


Northwestern National Casualty Co. ...... Milwaukee, Wis. 
Reserve Ins. Co. Chicago, II. 


Best’s Fire and Casualty News 





INLAND MARINE 


... giant money-maker 


Although a comparative infant in the industry and a virtual “step child” with 
most producers, INLAND MARINE premium volume balloons skyward year 
after year...it’s the giant money-maker of all insurance lines. 

Our newest PRODUCTION FOR PROFIT kit shows you all the technical 
points and sales ideas necessary to make INLAND MARINE coverages your 
favorite money-maker and one of your most reliable means of bettering your 
service to clients. 

More and more producers in offices just like yours are discovering that INLAND 
MARINE is not only easy to understand and to se!l but opens a whole new 
prospect field. 

Send the coupon for a free copy of this new INLAND MARINE kit. Then 
read it and start to earn your share of this giant money-maker. 


FIREMAN’S FUND NATIONAL SURETY 
INSURANCE COMPANY CORPORATION 








FIREMAN’S FUND z ) CERI S/ WOME FIRE & MARINE 
INDEMNITY COMPANY MPA INSURANCE COMPANY 





§ FIREMAN’S FUND INSURANCE GROUP 
8 401 California Street, San Francisco 


Please send me a copy of your new PRODUCTION FOR 
PROFIT kit on INLAND MARINE. 


FIREMAN’S FUND INSURANCE GROUP 
401 California Street + San Francisco 


NAME 





ADDRESS 
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eee New merchandising methods 
develop continually on the American 
scene. The small independent food 
retailers have had to compete with 
supermarkets and department stores 
with discount houses. Thus it is only 
to be expected that local insurance 
agents have their competitive prob 
lems. The basic problem and a sug 
gested solution are described in the 
article on page 20. It is stressed that 
something must be The 
Sooner, The Better. 


done and 


eee There is no need for an agent 


to apologize for asking an 
for the premium which is due him 
and which he must remit to his com 
pany. 


insured 


A courteous but firm collec 
tions program is one of the earmarks 
of a well managed and _ successful 
business. Such a program, however, 
requires planning and consistency. 
If Agency Collections are a problem 
to you, you may find some helpful 
ideas in the article on page 25. 

eee Every business exists primarily 
for the earnings which the capital 
invested yields. Thus every owner 
of a business has the right to an 
explanation of how insurance can 
protect those earnings. For some 
reason or other business interruption 
insurance has been relatively neg 
lected by many agents. Yet Selling 
Business Interruption does not re 
quire supersalesmanship. As ex 
plained in the article on page 29 it 
depends to a large extent on seeing 
things from the prospective pur 
chaser’s point of view. 


eco atomic 


The growing use of 
reactors for the production of power 
and for research purposes has cre 
The 
insurance industry, in cooperation 
with the 


ated a new exposure to loss. 


\tomic Energy Commis 
sion, is studying the problem and is 
determined to find ways to provide 
the required protection. \t present 
it is felt that this protection will 
probably be furnished through a 
pool of companies, perhaps with ex 
cess insurance written by a Federal 
corporation. However there are 
some fundamental questions the an- 
swers to which must be found before 
insurance takes its rightful place 
In The Atomic Age. See page 33. 
eee There are giant fears which lie 
in wait for salesmen, especially the 
young and inexperienced. They are 
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the oditerz’ commer 


erm 


such fears as the tear of personal 
inadequacy, of the buyer, of compe 
tition and of making the calls which 
are necessary for success. Suggested 
remedies which will reduce the size 
of these fears are contained in the 
article Giants and Grasshoppers on 
page 54. 

eee Casualty insurance, concerned 
third 


is constantly faced with new prob 


as it is with party liability, 


lems of coverage and capacity as 


These 


problems are magnified and compli 


industry changes and grows 


cated by present day social trends 
\n examination of the questions 
which casualty insurers have had to 
meet and answer, with particular 
attention to the fields of aircraft 
products liability and hability arising 
from the use of nuclear 
will be 


materials, 
found in the article on 
Casualty C overage and Capacit 
page YY. 

eee After each flood 


is an awakened demand for 


severe there 
msut 
such 


ance against 


property. 


destruction of 
The insurance companies 
would naturally like to provide such 
protection for business as well as 
public relations reasons Llowe ver 
there are certain fundamental facts 
which have convinced most industry 
leaders that this is a peril which is 
uninsurable. Some of these facts and 
the conclusions to which they 

are given in the study on Floods 
and Flood Damage on page 102. 


] 
lead 


Liability claims may be 


erally divided into the two categories 


gen 


of those arising from the operation 
of an automobile and those 
from other liability. 
two there is a great difference in the 
nature of the facts, the character of 
the property insured, the nature of 


arising 


Between the 


the tort 
] 


clence 


itself and the kind of evi 
avatlable 
page 


and 


The author of the 
irticle on 111 explains these 


differences strorgly cautions 
both statf and independent adjusters 
to Remember The Differenc 

eee When jewelry is appraised for 
detailed de 
scription is written and sometimes a 
Tree hand 


nsurance purposes a 


sketch is made of each 


piece. Or in other cases the jewelry 
is photographed and the print at 
tached to the description. However 
sketching each piece of jewelry is 
and time 


laborious 


tl 


and 
ie resultant drawing is of limited 
value. With conventional photo 
graphic methods, there is a delay 
hetore the prints are available and 


there 


consuming 


is always the possibility that 
the photograph may be matched with 
the wrong description 
133 the 


lewelry Photography using a Polar 


In the article 


advantages of 


on page 


id Land Camera are considered 





eee It is with the deepest re- 


that we record the death 
on September 14 of our life- 


oret 


ong friend and close business 
Walter H. Brock 
haven, a vice president and 
our 
of Fliteraft, Inc 
sociated with us for over thirty 


associate, 


director of company and 


He was as 


vears and in his capacity as 
vice president in charge of 
sales was in contact with a 
large cross-section of the in 
surance fraternity by whom he 
held in highest 
We will all miss his construc 


tive counsel 


was esteen 


and 
friendly personality 


warm, 














6 months—per share earnings 


Estimated Per Share 
Mid Year 1955 Estimated Per Share Earning Liquidating Value 
Stat. +Prem. Net Federal 7Net 7 5 
Under- Reserve Invest. Income Farn- June 30 Dec. 31 
writing Equity Income es ings 1955 1954 
\etna (Fire) ... $0.49 $1.47 $2.72 $0.55 $3.15 $*121.10 $*114.23 
\gricultural 0.44 0.08 1.26 —{). a * 68.27 * 64.38 
\merican Automobile a-0.23 1.17 0.71 33.50 c 32.69 
\merican General 3.28 0.08 0.81 : 56.70 d 51.80 
\merican Home 1.86 0.49 b1.41 —0).02 Q2 73.88 68.23 


American Insurance 1.28 0.84 1.19 pon ae 50.86 
American States .. 2.38 1.07 b0.51 —1.55 : 29.09 
Bankers & Shippers 1.58 0.65 1.68 ; 89.06 
Camden —0.66 0.62 0.99 eat 9 48.45 
Central Surety & Ins 5.69 1,19 1.82 89.08 


Continental Casualty a 2.96 1.42 1.48 ; d *de59.75 
Continental Ins —0.72 0.69 2.64 iZ 35 138.56 
Employers Reinsur a 5.17 0.16 2.40 -3.. AL 80.15 
POOEISIO ssc ss. 0.03 0.04 0.25 — 2 13.86 
Federal a 0.97 0.36 ().66 g oa 38.09 


Fidelity & Deposit 4.55 0.77 2.09 ae ei. *116.45 *109.95 
Fidelity-Phenix 0.8 0.77 2.85 158.44 144.98 
Fire Association . 0.05 0.50 90.54 85.36 
Fireman’s Fund 0.15 1.37 73.29 71.15 
Firemen’s of Newark 0.45 0.31 68.79 64.11 


Glens Falls 0.02 0.84 
Government Employees a 4.86 0.26 
Sete ks Ae 0.65 0.85 
Hanover .. —0.12 0.21 
Hartford Steam Boiler 6.24 —1.40 


on 


104.85 101.06 
21.37 c18.54 
*105.24 *c94.88 
76.57 c73.69 
*122.65 *110.37 


Insurance ,Co. of N. A —().20 1.40 AS E 3.07 111.42 
Jersey 1.00 0.42 3 

Merchants Fire 0.56 0.45 79.93 * 73.45 
National Casualty 2.01 —0.02 : 62.82 c 58.50 
National Union 1.61 0.31 i +0.03 i 72.37 


72.54 69.37 


wee Co hy 


— pho 


c102.11 


57.93 © Soa! 


New Amsterdam 1.22 AS | 
New Hampshire 0.62 0.44 
Northern of N. Y a—0.14 2.77 
Northwestern F. & \ 0.77 0.01 
Ohio Casualty a 7.58 0.73 


88.06 86.50 
* 83.65 * 79.35 
135.25 122.71 
52.10 > 48.18 
68.25 61.96 


Pacific Fire 1.34 0.55 90.29 : 85.65 
Pacitic Indemnity 2.66 0.41 2.40 3: 94.83 > 90.62 
Peerless 5 1.07 —0.13 b0.60 —0.55 A t 24.85 24.30 
Providence Wash 0.71 0.29 b1.17 $5.54 $3.73 
Reinsurance Corp. 0.39 0.13 0.44 25.66 22.96 


St. Paul ; 1.15 0.15 1.09 67 72 41.57 
Seaboard F. & M 0.09 0.10 g 

Seaboard Surety a 2.34 0.43 

Standard Acc £ 0.74 2.32 

U.S. F. & G. . g 0.98 1.89 2: 

Western Cas. & Sur 0.41 1.21 : +0.10 


39:15 
38.77 37.67 
77.48 73.17 
90.41 87.87 
80.56 > 77.14 
43.24 40.04 
NOTES 

Unless otherwise stated earnings include figures of all owned fire and casualty affiliates. 
contingent Federal income tax liability on unrealized equities. *On basis of amortized value for bonds. (a) Net after 
dividends to policyholders (b) Net after dividends on preferred stock. (c) Pro forma on basis of present outstanding 
shares (d) Life insurance stock investments carried at book (capital and surplus) values. (e) Excluded equity in in- 
dustrial A & H_ business (f) Stock of life company affiliate carried at cost. (g) Figures include only American affiliates. 
(h) Net after profit-sharing trust contributions. 


+ No adjustment made for 





A Progressive Company for Aggressive Agents 


Write and let's get acquainted! 7; F 








* CELINA MUTUAL * 
@ COMPLETE AUTOMOBILE @ BURGLARY AND ROBBERY FOR -~ - (papillae aed 
@ GENERAL LIABILITY @ HOSPITALIZATION Celina, Ohio 
@ GARAGE LIABILITY @ GLASS 
THAT BRINGS , \ A7/SFACTION 
@ FIDELITY, FORGERY AND SURETY CTION 
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London Lioyds’ 1954 Report 


Premiums in £ 
1953 


\ccount 


1952 


\ccount 


1954 
Account 


Claims in £ 
1953 


\ccount 


1952 


Account 


Lite Assurance 


5,388 
216 


10,083 
89 125 20,629 


5,093 10,808 20,629 


1,000 


1,500 3,700 


3,100 3,700 


Motor Vehicle * 


5,883,575 ane 
6,219,072 


600,060 32 


576,050 


60,057 6,674,053 


6,399,568 6,885,704 6,674,053 


1,014,072 
2,079,361 
1,438,720 


1,149,554 


2,643,677 


5,132 3,793,231 


153 


Aviation 


4,207,619 
$428,200 
194,626 


4.870.985 


3,913,877 5,955,893 


8,441,199 8,784,862 5,965,893 


Marine and 


67,977,625 eer 
26,225,558 64,593,374 
29,285,786 61,091,357 


95,175,736 93,879,160 61,091,357 


Other Business Except Longs 


68,764,884 
38,743,938 
185,307 
107,694,129 116,008,439 74,326,734 
Composite of 
146,839,091 
69,974,568 
902,666 


147,317,249 


78,251,724 148,078,665 


£217,716,325 £225.568,973 £148 078,666 


iH 


ithin Great Britam 


1,814,576 4 aaa 
2,836,650 2,077,752 
2,805,855 


5 
5 


) 267 837 


6.919.063 4,883,607 
lransit 

17,925,244 

23,954,024 

43,779,234 


85,658,502 
Term 

17,138,241 

32,012,347 


45,909,546 


95,060,134 
Figures 

37,893,733 

61,483 882 


93,395 337 


53,441,014 
\bove 


40.2 418 ( wx ) 


60,792 431 49 280.639 


£192,772,952 £101,040,431 


£19 280.639 


and Northern Ireland, other than reinsurance 


aviation experience 


Company Service Corporation, acting as statistical 
agent for the New York Insurance Department, has 
compiled statistics on aviation underwriting experience 
for the policy years 1950 to 1954, inclusive. The com- 
pilations represent the experience of stock companies 


only and are on a direct basis excluding reinsurance 
Written premiums for the policy years 1950 to 1953 
inclusive, are treated as fully earned, while those for 
policy year 1954 have been adjusted to an estimated 
earned premiums basis. 


(Figures in thousands.) 


HULL GROUND 
Net 
Prem. 
5,893 
4,570 
5,687 
5,699 


3,111 


HULL CRASH 
J Loss 
Ratio 

44.3 

59.3 

67.8 

60.0 

45.0 


Loss 


Polic \ 

Year 
1950 
195] 
1952 
1953 


1954 


Ratio 
16 s 
29.4 
27.0 
43.5 
42.8 
TOTALS 24,960 30.8 49,341 


56.5 


For October, 1955 


PASS 
Net 

Prem 
8,058 
6,420 
6,530 
7,131 
344 


LIAB 
Loss 
Ratio 
45.5 
86.9 
74.7 


50.8 


PUB PROP. DAMA 
Net | 
Prem 
839 
821 
870 
953 


605 


Gl 
Ratio 
12.1 
113.9 
49.4 
55.9 
53.5 


30.8 


31,583 62.0 4,088 


59 ] 


13 





Unusual Agency Contracts 


= IS YOUR OPPORTUNITY to secure an unusual 


agency contract if you can meet our qualifica- 
tions. Contact the Home Office of the Group for 


further information. 


AUTOMOBILE Retrospective Contract Agents 


The St. Louis Insurance Group offers facilities for attractive Retrospective Automobile Com- 
mission Contracts. 


of 
mb ; 


if 








. (ite } 
8 
te” Bs bs 2a MOBILE HOME Agents 














4} le —f- aa : ° ’ 
A: The St. Louis Insurance Group offers attrac- 
a 


» tive Agency Commission Agreements for Fire, 
Theft, Combined Additional Coverage, Vendors 


Single Interest and Collision on Mobile Homes. 
Na! 
rn 


On ine 


CREDIT LIFE Agents 


The St. Louis Insurance Group can arrange agreements at attractive Agency Commissions for 
Credit Life, Health & Accident Insurance Applying to Automobiles and Mobile Homes financing. 


Sv. LOUIS INSURANCE GROUP 


4144 LINDELL BLVD OLIVE 2-2000 ST. LOUIS 8, MO. 
14 
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semi-annual experience 


(All Figures in Thousands) 6/30/54 12/31/54 6/30/55 


Total Admitted Assets .. $671,306 $714,328 $747,490 
Policyholders' Surplus __. 191,598 205,469 216,264 
Conditional Surplus Funds 13,163 15,758 16,038 
Case Loss Reserves .... 192,750 213,860 225,516 
Unearned Premiums .... 238,494 231,748 251,179 
Net Premiums Written .. 257,184 494,683 267,885 
Net Premiums Earned ... 237,483 480,18! 248,389 
Loss Ratio* .... . 55.8 58.4 60.2 
Expense Ratiot . 26.5 27.0 27.1 
Combined Loss & Expens 

Ratio Rid i 82.3 85.4 87.3 
Underwriting Profit ; 35,333 62,961 24,747 
Net Investment Income . 7,410 14,380 8,103 
Other Investment Gains 14,103 4,440 
Federal Taxes Incurred .. J 5,443 2,990 
Dividends Declared ; 43,157 21,803 


* Losses and loss adjustment expenses incurred to premiums 


earned. 
t Expenses incurred to premiums written. 


For October, 1955 


mutual 


companies 


iGREGATE FIGURES in the mutual field are subject to 

;. om misinterpretation because of the wide differ 
ences in size of carriers, Classes of business underwrit 
ten and plans of operation followed. Moreover, as 
number of mutual carriers do not file complete semi 
annual figures it 1s difhcult to obtain a representative 
group Neverthe less it 1S possible to as¢ 
general trends in operating experience 

Operating figures of the thirty-two mutual fire and 
casualty companies included in this. study disclose 
about the same general trends that were apparent 
in the stock company field (outlined last month rising 
volume, higher loss ratios and increased resources. [or 
the thirty-two companies, net premiums advanced about 
+(% while unearned premiums were up 5%. The aver 
ave loss ratio advanced 4 2 pommts trom June 3 La veal 
ago, and stands nearly two points above the loss ratio 
for the same companies for the full year 1954. The ex 
pense ratio is up half a point from the first half of 1954 
but only one-tenth of a point above the vear 1954 
Despite a rise of 17% in loss reserves from June to June, 
assets are up 11% and surplus 13%. Net investment in 
come continued to rise and the companies also enjoyed 
other substantial investment gains—mostly unrealized 
appreciation in stocks owned 

Individual figures for the thirty-two mutual fire ; 
casualty companies as of June 30, 1954, December 
1954 and June 30, 1955 appeared in the August 2 
ot Best's ll eekl View's jest \ limited 
these digests are av » to those interested 


individual figures 








HOW TO GET 
THE MOST FROM YOUR 
FIRE INSURANCE 


Available, merely for the 
asking are 7 beautifully 
descriptive booklets — ex- 
plaining how a Public In- 
surance Adjuster can help 
vou in the event of a fire 
loss or other catastrophe. 


No obligation. 
Ask for them TODAY! 


CHECK THOSE YOU WANT: 


Member of Your 


C 


So You Think You're Covered 
How To Insure Your Fire 
Insurance 

How To Avoid I 
{frer the Fire 

The Profession of Public In- 
furance Adju fers 


Dollars 


Ouestions and Answers — 
Facts You Should Knou 

00 8 Reasons You Should Know 
the Public Insurance Adjuster 


SEND LIST TO 


NATIONAL ASSOCIATION 
PUBLIC INSURANCE ADJUSTERS 
1613 Munsey Building 
Baltimore, Md. 


B-1-N—10-55 





AWARD WINNER 


PERCY CHUBB, 2ND, president of the 
Federal Insurance Company, has 
been selected as the 1955 winner of 
the Gold Medal Award for render- 
ing the ‘most meritorious service” 
to the insurance industry sponsored 
by the General Insurance Brokers 
Association of New York, Inc. The 
presentation of the award will take 
place at the annual dinner of the as- 
sociation to be held at the Sheraton 
Astor Hotel, Tuesday, Oct. 25th. 
Mr. Chubb, member of the firm 
of Chubb & Son and a director of 
the Federal Ins. Co., is also presi- 
dent and a director of the Vigilant 
Ins. Co.; a director of the First Na 
tional City Bank of New York; first 
vice president and a director of the 
American Institute of Marine Un- 
derwriters ; a member of the general 
committee of the American Insur- 
ance Association and the executive 
committee of the National Board of 
Fire Underwriters; and a director 
of the National 
Council, Inc. 


Foreign Trade 

He is vice-chairman of the board 
of the American Marine Hull Insur- 
ance Syndicate and chairman of that 
organization’s underwriting commit 
‘tee. In these positions, he has been 
active in an effort to expand the 
American marine market into a 
world market covering foreign as 
well as American flag vessels. 

Mr. Chubb is chairman of the 
atomic committee of the 
Insurance 


energy 
American Association ; 
and as a member of the insurance 
study group appointed by the Atomic 
Energy Commission, he participated 
in the report on the availability of 
commercial insurance for private 
atomic installations, recently pub- 
lished by the commission. 

During World War II, Mr. 
Chubb joined the United States 
Maritime Commission in Washing- 
ton to establish a war risk insurance 
organization, and following the crea 
tion of the War Shipping Adminis- 
tration, he was appointed Director 
of Wartime Insurance. At the time 
of Mr. from 
government service in Oct. 1945, he 
Was assistant deputy administrator 
for Fiscal and Shipping Relations. 
In 1947, Mr. Chubb was awarded 
the Presidential Certificate of Merit 
for his work during the war. 


Chubb’s_ resignation 


INSURANCE CAREERS 


Two SURVEYS HAVE REVEALED that 
college students regard careers in 
the fire and casualty insurance in 
dustry generally as unattractive, and 
that there is a large amount of mis 
information, half-truths and_ real 
prejudice about the industry circu 
lating at the college level. One sur 
vey was made among college seniors 
by Professor Rossall Johnson of 
Northwestern University sponsored 
by the Insurance Company Educa- 
tion Directors Society, and the other 
survey was made among college 
placement directors by John M. 
Breen, head of the Mutual Insur 
ance Institute. An analysis of both 
surveys shows: 


(1) There is little differentiation 
between life and fire and casualty. 
(2) Students are unaware of the 
great number of diversified jobs 
available. 

(3) They think selling consists of 
going from door to door, operating 
as fast-talking hucksters who must 
prey on their friends. 

(+) Some of them regard insurance 
work as “much too uncreative and 
requiring very _ little 
thought.” 


individual 


(5) Others believe insurance “not 
interesting to a person of mathe 
matical or 
ability.” 

(6) Students feel that 
salaries are not competitive. 


technical training or 


starting 


SERVICE ASSOCIATION 


THE INSURANCE SERVICE Associa- 
tion of America, 175 West Jackson 
Boulevard, Chicago has been organ- 
ized by forty-one insurance agency 
and brokerage firms in forty-one 
cities of the United States and Can- 
ada for the purpose of exchanging 
facilities and services to place each 
member in a_ better competitive 
position in the servicing of multiple 
location commercial accounts. _ Frank 
S. Coffin (vice president of Moore, 
Case, Lyman and Hubbard, Chi 
cago) is president of the associa 
tion; E. C. Rhodes (Miller, Kuhrts 
and Cox, Los Angeles), vice presi- 
dent and treasurer; and H. W. 
Reisner (Ostheimer-Walsh, 
Philadelphia, secretary. 


Inc.), 
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Harry Hazard says... 


These 

Tested Sales Aids 
open the door 

to more sales 


for American 
Agents 


THE AMERICAN 
FAMILY 


Newark 1, New Jersey 


THE AMERICAN INSURANCE CO. - BANKERS INDEMNITY INSURANCE CO. 


American Agents use field-proven sales aids 
not only to line up new prospects but to 
develop additional premium income 


from clients they have already sold! 


The famous “Illustrated Letter” series, 

for example, effectively helps pre-sell a 
prospect before you call. These letters 
dramatize the danger of inadequate insurance 
coverage——and give a prospect logical and 
urgent reasons why he should have 

complete protection now. When you call, the 
prospect is prepared to listen . . . and to buy 


The American Family Protection Plan. 


Mail the coupon below 
for free details on 
the volume-building American 


Family Protection Plan. 





AMERICAN INSURANCE GROLP Public Relations Dept. B-10 


15 Washington Street, Newark 1, N. J. 


Send me free information on stepping-up my sales volume 
with the profitable American Family Protection Plan. 


Name 


Company 


Address 


City 








Used car market conditions vary 
greatly from one part of the country 
to another. See the picture in your 
area with the N.A.D.A. Official 
Used Car Guide... published in six 
regional editions. 


Accurate . Concise . Thorough 


¢ Based upon actual 
sales transactions 
by auto dealers 
throughout six 
regions. 

¢ Facts in compact, 
easy-to-use form. 

e Includes average 
loan, “as is”, and 
retail values for all 
models. 


Subscribe for all your 
key employees, only 


per 
year 


(quantity prices 
on request) 


NATIONAL AUTOMOBILE DEALERS 
Usep Car Guipe Co. 


1800 H Street, N.W. Washington 6, D. C. 





| 
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Fi 
14-16 
16-17 
16-18 


16-18 


20-22 


27-29 


conventions ahead 


OCTOBER 


Maryland Ass'n of Ins. Agents, annual, Fort Cumberland 
Hotel, Cumberland. 

Rhode Island Ass'n of Ins. Agents, annual, Sheraton-Baltimore 
Hotel, Rhode Island. 

National Ass'n of Mutual Ins. Agents, annual, Netherlands 
Plaza Hotel, Cincinnati. 

Western Underwriters Ass'n, annual, Greenbrier Hotel, White 
Sulphur Springs, West Virginia. 

Wisconsin Ass'n of Ins. Agents, annual, Hotel Schroeder, 
Milwaukee. 

National Safety Congress and Exposition, 43rd annual, 
Conrad Hilton, Morrison, Congress and La Salle Hotels, 
Chicago, Illinois. 

Ins. Accountants Ass'n of San Francisco, annual, Sheraton- 
Palace Hotel. 

Western Loss Ass'n, annual, 

Illinois. 

New Mexico Ass'n of Ins. Agents, annual, La Fonda Hotel, 
Santa Fe. 

Kansas Ass'n of Ins. Agents, annual, Town House Hotel, 
Kansas City, Kansas. 
Arizona Ass'n of Ins. Agents, annual, Westward Ho Hotel, 

Kansas City, Kansas. 

Tennessee Ass'n of Ins. Agents, annual, Andrew Johnson 

Hotel, Knoxville. 

Ass'n of Superintendents of Ins. of the Provinces of Canada, 
Chateau Frontenac Hotel, Quebec City, Quebec. 

Massachusetts Ass'n of Ins. Agents, annual, Sheraton-Plaza 
Hotel, Boston. 

Connecticut Ass'n of Ins. Agents, annual, Hotel Statler, 
Hartford. 
American Management Ass'n Ins. Conference, annual, Palmer 

House, Chicago, Illinois. 

Ins. Accountants Ass'n, annual, Shoreham Hotel, Washington, 
D.C. 

Nebraska Ass'n of Ins. Agents, annual, Fontenelle Hotel, 
Omaha. 

Pacific Fire Rating Bureau, annual, Camelback Inn, Phoenix, 
Arizona. 

Colorado Insurors Ass'n, annual, Broadmoor Hotel, Colorado 
Springs. 

| Missouri Ass'n of Ins. Agents, annual, Muehlbach Hotel, 
Kansas City. 

National Ass'n of Automotive Mutual Ins. Companies, an- 
nual, Edgewater Beach Hotel, Chicago, Illinois. 

National Ass'n of Mutual Casualty Companies, annual, Edge- 
water Beach Hotel, Chicago, Illinois. 

2 American Management Ass'n Ins. Seminar, 302a, Mod- 
ern corporate ins. management (first of three meetings), 
AMA Headquarters, New York City. 

2 American Management Ass'n, Ins. Seminar, 30la, Plan- 
ning and administering the group insurance and pension 
program (first of two meetings), AMA Headquarters, New 
York City. 

2 American Mutual Alliance, annual, Edgewater Beach 
Hotel, Chicago, Illinois. 

2 National Ass'n of Independent Insurers, annual, Sher- 
man Hotel, Chicago, Illinois. 


Engineers Club, Chicago, 


NOVEMBER 


National Ass'n of Ins. Commissioners, executive committee, 
Sherman Hotel, Chicago, Illinois. 

Surety Underwriters’ Ass'n of New Jersey, annual, Down 
Town Club, Newark. 

Fire Underwriters Ass'n of the Mountain States, annual, 
Denver, Colorado. 

Indiana Ass'n of Ins. Agents, annual, Claypool Hotel, In- 
dianapolis. 

lowa Ass'n of Mutual Ins. Agents, annual, Des Moines. 
American Management Ass'n Ins. Conference, 303, Methods 
of insuring against fire and other property damage, The 
Palmer House. Chicago, Illinois. 

American Management Ass'n. Ins. Conference, 304, Provid- 
ing proper liability protection, The Palmer House, Chicago, 
Illinois. 

Kentucky Ass'n of Ins. 
Louisville. 

Illinois Ass'n of Ins. Agents, annual, Edgewater Beach Hotel, 
Chicago, Illinois. 


Agents, annual, Kentucky Hotel, 


28-December 2 National Ass'n of Ins. Commissioners, midyear, 


Commodore Hotel, New York City. 
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He’s an agent of the Hartford Fire Insurance Company. His army? Hundreds of 
youngsters in local schools who, under his direction, are carrying on a war against 
fire . . . beginning during Fire Prevention Week and lasting throughout the school 
year. They’re his Junior Fire Marshals! 


In 1955, as in the past seven years, the Hartford’s Junior Fire Marshal Campaign is 
being sponsored in thousands of communities by public spirited Hartford agents. 
Through their cooperation and that of local educational and fire fighting officials, 
over 3,000,000 boys and girls are, with the help of parents, taking effective fire pre- 
vention action where it really counts — in the home. 


For their reward, these children will receive Junior Fire Marshal badges and helmets 
and they’ll have the pleasure of earning beautiful Achievement Award Banners for 
their schools. 


The Hartford agent earns even richer rewards. A great many young friends. . . pro- 
fessional satisfaction in a job well done . . . and the cheers of neighbors who can’t 
help but be impressed by his conscientious efforts in the interest of the community! 


Year in and year out you'll do well with the 


Hartford | 


Hartford Fire Insurance Company 
Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company 
Citizens Insurance Company of New Jersey. . . . . . « + Hartford 15, Connecticut 
Northwestern Fire and Marine Insurance Company 

Twin City Fire Insurance Company ...... . . « «Minneapolis 2, Minnesota 





do | think 
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To! FOR ONI N 
it that the Amer 


tem 1S On 1tS Way oul lal 


Irom it 
but it does seem to me that it is im 


that the American 


system and 


perative Agency 
the insut 


should 


ance companies 


supporting it lose no more 
] 


time in closing their ranks and in 


adopting a sensible and mutually 
equitable 1 


jut 
compe tition 


ethod of meeting that 
which directs its 


thos 


yverages which 


energies towards forms of 1n- 


Surance c¢ one ire 
quently hears referred to as “Bread 


Bu 


Here to Stay 


1 that this 


1S he re 


It is my personal opinio1 


form of competition 
\fter all, new 


methods are 


to stay. 
merchandising 
constantly being intro 


Why 


SO shx yck- 


duced in other industries. 


should we consider it to be 
ing and unethical to find the same 
thing happening in our own business. 


In the 


supel 


retail food supply business, 

the 
retail 
fields one finds the ain store com- 
petng 


markets are becoming 


order of the day In other 


with the individual proprie- 


tor, and even the department stores 
are facing a very serious challenge 
from the discount houses which are 


getting big as the department 
here and 


there is 


themselves, and 
around the 
talk of building huge 


stores 
there country 
ut-rate shop- 
ping centers 


\\ hat are 


doing to meet this competition? To 


the small business men 


20 


the sooner 


_ Had 


be sure, some of them either through 
apathy, inertia or just plain lack of 
guts are doing little or nothing and 
they will soon find themselves out of 
business with nobody but themselves 
to blame. The majority, however, 
are taking steps within their own 
ranks to meet this competition. For 
example, in one fairly large area of 
Long Island a group of independent 
grocers, threatened with extinction 
by the advent of several large super 
markets, have formed an associa- 
tion, which, firstly, gives them the 
big quantity buying power of the 
super-market operators thereby en- 
abling them to compete price-wise 
with their larger competitors. They 
do not match the super-market price 
penny for penny but the differential 
is not large enough to offset the 
value of the little courtesies and per- 
sonal service which they are able to 
render to Mr. and Mrs. America 
who, being only human, prefer to 
deal at the corner grocery when the 
selection and price compare favor- 
ably with those of the super-market. 
\nd this group of independent 
grocers have pooled their funds to 
finance an aggressive advertising 
campaign over local radio stations 
and through local newspapers, con- 
stantly driving home the message of 
their ability to compete favorably 
with their bigger competitors. 

To go to the other end of the 
scale the department stores, realizing 
that the discount houses can cut very 
deeply into their sales volume of 
many items, are cooperating among 


Hril Moves On 


themselves in meeting this challenge 
The retail trade papers are full ot 
the discount houses; 
with them—How to 
A real battle is in the 
offing. Both the individual proprie- 
tor as well as the department stores 
are fighting the battle without price 
relief from manufacturers or whole 
salers. They are putting their own 
houses in order, and are making the 
most of the personal service they can 
offer as an offset to such differential 
as exists between their price and 
those of their larger competitors 


news about 
to deal 


fight back. 


How 


Not the Same? 


But, one may say, what has all 
that got to do with the insurance 
The conditions are not 
analogous at all. Aren’t they? Let’s 
analyze the situation: In the first 
place, why have the direct writers 
been able to make such strides in a 
comparatively short time? The man 
in the street will tell you that it is 
but he is mistaken 
while the policy he receives from the 
direct writer may contain exactly the 
same coverage as that offered by the 
agency company, the agency service 
factor is missing from the direct 
writer’s policy and the man in the 
street, therefore, is not buying the 
same thing at all. It seems to me, 
therefore, that the reason should 
more properly be described as “price 
differential” reflecting the absence 
of agency service which for all prac- 
tical purposes makes up the differ- 


business ? 


cost, because 
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ence between the premium charged 
by the direct writer and that charged 
by the agency company. 

Had a good public relations job 
been done in the past at the local 
agency level, the direct writers wou'd 
not have found such a fertile field 
for their activities. In their adver 
tising they lay much stress on the 
ready availability and convenience 
with which their insurance may be 
bought and, by innuendo, they con- 
vey the idea to John Q. Citizen that 
when he buys from them he is not 
paying for a service which, actually, 
he does not get. The fact that these 
companies can employ such tactics so 
successfully is, in my humble 
opinion, largely due to the failure of 
orthodox company agents to con 
vince the insuring public that their 
services are really worth the differ 
ence in cost between the two tvpes 
of policy. 

It is a proven fact that the public 
will pay the advertised price of any 
product if they are satisfied that 
they getting value for their 
money. But once let them get the 
idea that somewhere along the line 


are 


somebody is getting something for 
nothing out of their pockets, and 
you have a serious problem on your 
hands. 

In recent years the public has 
become increasingly conscious of the 
part which distribution costs play 
in the consumer price ot many com 
and the middle 
being subjected to more and more 
criticism for his failure to render 


modities, man is 
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he. better. ~- 


services for value received. In the 
insurance business, the agent is the 
middle man and if he is to retain 

the 
must 
justify his position in the eyes of the 


insurance-buying public 


his long-recognized place in 


economics of our business, he 


The Economic Twins 


One cannot refer to the economics 
of the insurance without 
recognizing that there are also eco 
nomics involved in the operation of 


business 


an insurance agency. It seems to me 
then, that any sensible approach to 
this problem calls for an honest 
appraisal of the situation by agents 
themselves. In nine out of ten cases, 
it is probably true that, except when 
a loss occurs, the average class-rated 
policy calls for little or no service 
although IT wonder how many agents 
result of their 
dwelling policy on 


can say that, as a 


efforts, every 
reflects an 
sufficient to indemnify 
the assured in full should his dwell 
ing burn. Let me give an example : 
\ friend of mine insures his dwell 


their books amount. of 


insurance 


ing through a local agent who passes 
it daily, going to and from his office 
Several months ago my friend put 
on an addition to the house which 
represents an additional insurable 
value of some $7,500, and this addi 
tion is so that the agent 
could not possibly have failed to 
notice it. But did he go to my friend 
and suggest that he ought to increase 


obv ious 


“ay 
@ 


Schnell! 


the amount of his insurance 


} 


my friend had to take car¢ 


himselt 


That’s the sort of thing 
lf | 
| 


would 


could feel his was the 
not be CONCE rned 


know very well it ts 


only on 
What basis do I have 
making such a statement \ su 
conducted by the 


thousands 


American 
Magazin 


] not too long age 


results of this survey were read by an 
important section of American home 
owners and constituted, in my opin 
ion, one of the most damaging in 


dictments ever published against the 


KENNETH J. BIDWELL 
U. S. Manager 
The London Assurance 





The Sooner, the Better—C 


n tinued 


The 


results of that survey suggest one of 


American Agency System. 


two things: Either agents have been 
lulled into a false sense of security 
by the 
which 


comparatively easy 


been 


money 
has flowing in during 
the past several years, Or economic 
conditions fact 
rendered it impractical 
for the local 

policy holders 
the 


general] have in 
financially 
agent to service those 

have 


target of the 


who thereby 


become direct 
writers. 

Compared with the independent 
grocer or haberdasher, each of whom 
confines his sales to one particular 
line, the local agent enjoys a distinct 
advantage in that he is in a position 
to offer his clients every item on the 
shelf. Perhaps then, the 


answer from a pure ly economic p int 


insurance 


of view to the problem of justifying 
price differ- 
ential on those policies for which the 


the agency companies 


competition today is so keen, 
the local 


is for 
and vigor- 


agent to adopt 
ously pursue—the package policy 
theory by regarding his assureds and 
prospects as being insurance package 
potentials in themselves and by con- 
ducting his 
“All or N 

If that 


fear we are 11 1 at the 


sales approach on an 

nswer, then | 
crossroads 
because the alternative is to match 
of the direct 
and t vould be the 


beginning of the countless 


the operating methods 
insurers 
end 
local agencies 

But | 
and there are others 


same way about t 


do not believe | am wrong, 
feel the 
le situation For 
instance, the National Board of Fire 
Underwriters is 


who 


1 
} 
I 


an ad- 
vertising campaign designed to stress 


the importance of the part played by 


lucting 


cone 


the local agent in handling insurance 
for 
Mav I offer a suggestion as to what 
might constitute the n 


the citizens of his community. 


ain theme of 
a public relations program which 
will best convey the message agents 
must get across to the imsurance 
buying public. 


The only thing tan; 


s 


, ible about the 
product a local agent has for sale is 
itself. Its intrinsic 
value is the worth of its promise to 

that 
strict 


the piece of pape 


pay and the adequacy of pay 


ment 


In this dav o 


state 


supervision of insurance companies, 


99 
oe 


there is an ample choice of companies 
whose worth is unquestionable. The 
matter of adequacy largely rests with 
the agent. And that factor should 
not have to await the occurrence of 
a loss to be put to the test. 

The agent is selling insurance, to 
be sure, but there is a charge in the 
price of that insurance which reflects 
his service as an advisor, a coun- 
sellor—an intermediary if you will 
between the insurance buyer and the 
If he does not 
render that service, has he any right 
to expect to be paid for it? 


insurance company. 


A Two-part Problem 


\s I see it, the public relations 
problem facing us today at the local 
agency level is divided into two parts. 
First, we must take a leaf from the 
book of other industries which have 
demonstrated that in order to be 
successful, a public relations pro 
eram must be built around a theme 
which is repeated over and over 
again. 

The don’t 
ring just once a year on special 
They 


bells on the churches 


occasions, ring hundreds of 
times a year to keep reminding 

what the late Fulton 
Oursler called “The greatest story 
ever told.” 


ing 


people of 


\nd they have been ring 
through the 
because even that great message of 
faith requires constant telling and 
retelling—in 


down centuries 


sermons, in literature 


and in great dramatic spectacles. 
If a simple story like that, with all 
its inspirational human interest, has 
to be told and_ retold, 


the challenge which the 


think of 
\merican 
\gency System faces in convincing 
Mr. and Mrs. America of its indis 
be- 
insurance 
them 


pensable role as intermediary 
them and_ the 
companies—and of keeping 


tween 


convinced. 

We in this country are living in 
the most competitive selling atmos 
phere the world has ever known. 
The intensity and frequency of ap 
peals to men’s minds and to their 
pocketbooks is without parallel in 
the history of civilization. In our 
business, and particularly at the local 
agency level, it must be realized that 
public relations means selling—-sell 
ing a service as well as a product 
and keeping both of them sold. 

We can turn up our noses and say 


it’s vulgar . or lowbrow . or 


call it something equally uncompli- 
mentary. We can pull the ostrich act 
and say that our business is different 
and that we simply do not operate 
that way. Or we can turn out our 
pants pockets and make a_ great 
display of poverty and say that we 
simply can’t afford to spend the 
money. We can do all these things 
and more—but we can’t dismiss two 
distinctive factors about the promo 
tional propaganda and public rela- 
tions we see all around us. 

The first factor is that it works. 
In spite of all its imperfections, in 
spite of the unquestioned waste of a 
great deal of money and effort, sound 
promotion in this country today 1s 
selling cars—and soap—and chloro 
phyll tooth paste—to say nothing of 
political and social ideologies. 

The second factor we can’t dis 
miss is the repetition of it all. The 
“64 dollar question” didn’t come into 
our language 
accident. 


overnight, or by 
Eversharp put it there by 
shrewd repetition over a period of 
years and at a cost of many millions 
of dollars. 

The American Tobacco Company 
has consistently spent less on promo 
tion than the other major cigarette 
Yet “Lucky Strike 
Means Fine Tobacco” is one of the 
best-known advertising 


companies, 


slogans in 
\merica, and the product itself is 
consistently one of the top-selling 
brands. Repetition is selling both 
the idea and the product. 

Coca-Cola 
quantity for the money than many 
competitive cola drinks. But “‘the 
pause that refreshes” has become a 
national pastime. 


gives lesser 


you a 


\nd if you don’t 
spell “Coke” with a capital “"C"’ 
these days, the company lawyers will 
set you right in short order. There 
again—repetition sells the idea and 
the product. 

Consistent, repetitive promotion 
through advertising, publicity and 
public relations programs—has in 
troduced and sold scores of strange 
ideas we now accept as commonplace. 

I could cite industry after industry 
that has successfully employed this 
theory. Take canned fruit and vege- 
table juices for example. As recently 
as World War I they were both rare 
and expensive. Today they are com- 
monplace because a skillfully con- 
ceived, unrelenting public relations 
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A Million Small-Business Prospects 
Need This Insurance... 








; pew a good look at the smaller stores and offices in your 
community. Consider the huge potential in those with 
less than eight employees. 


Comparatively few of these people need complex surveys. 
The great majority aren't getting competent insurance 
advice. Agents and brokers don’t knock on their doors 
twice a week. Yet if you offer them a multiple-coverage, 
single-premium package that fits their needs, they'll buy 
it and be grateful to you. 


Storekeepers Burglary and Robbery 

This policy was just recently broadened and improved. 
It’s easy for the prospect to understand — and easy for you 
to rate and write. It covers against inside robbery, outside 
robbery, kidnapping, safe burglary, theft from residence or 
night depository, burglary outside business hours, robbery 
of watchman, and damage caused by such crimes or attempts 
at them. The basic contract provides $250 coverage for each 
of the seven perils involved. $500 on each peril costs 50% 
more, and $1,000 costs only 214 times the basic charge. 


Send for Free Sales Bulletin 





HOW TO SELL STOREKEEPERS AND OFFICE 
BURGLARY AND ROBBERY POLICIES 


Name 








Please mail me, without cost or obligation, a copy of your new Agency 
Sales Bulletin on the Storekeepers Burglary & Robbery Policy. 


Sales and Promotion Plan 

A new issue of Security-Connecticut’s Agency Sales Bul- 
letin contains a complete selling plan with many valuable 
tips on this newly revised policy for which there are hundreds 
of good prospects in the average community. The Bulletin 
has special selling tips that help make this contract easy to 
sell. There’s a new, attractive, three-color folder that can be 
used not only for pre-call mailings, but also in the interview 
to help you make the contract crystal-clear to your prospects 
There’s a suggested letter to prospects that will help you 
get more, and more favorable, interviews. There’s a table 
that will help you judge how many prospects there are in 
your community, both for the storekeepers policy, and the 
corresponding office policy, largely for professional men. If 
you follow the plan suggested in this new Bulletin, you'll not 
only sell these policies, but you'll discover good prospects 
for many other lines, personal and commercial. 


Your Security-Connecticut Fieldman 
This is just one of many services your Security-Connecticut 
fieldman is equipped and eager to give you. He’s had years 
of experience in being a useful man-about-the-agency for 
some of America’s finest, both big and little. Our Agency 
Sales Bulletins are typical of the available tools which imple- 
ment the value of these fieldmen’s services. 


Ss EC U R | ; COMPANY OF NEW HAVEN 
one CONNECTICUT. .ccunsey concane 


FIRE e MARINE e CASUALTY . BONOsS 


WOME OFFICES: New Haven, Conn. PACIFIC DEPTS: 248 Battery S 


an Francisco, Ca 


SECURITY-CONNECTICUT COMPANIES 
Department 


17 E, New Haven, Connecticut 





ae ; ; Agency 
A copy of this new Bulletin will be mailed to 





you, free and without the least obligation, if Street 





you will simply complete the coupon. It may 
well help your agency toward important new 


City or Town 


State 





premiums and valuable clients. 
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Your cigarette may taste very pleasant and cool. But the temperature at 
the lighted end is from 800° to 1200°F. Is it any wonder that careless 
smoking or handling of matches causes 1 out of 4 fires? Be careful 
about how you hold a cigarette—where you put it down. Have plenty 


of ash trays in your home and office. Use them. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY *© THE WORLD FIRE AND MARINE INSURANCE CO, 
THE CENTURY INDEMNITY COMPANY STANDARD INSURANCE CO. OF N. Y. 


HARTFORD, CONNECTICUT 





This advertisement also appears —in color —in TIME, NEWSWEEK, TOWN 
JOURNAL, NATION’S BUSINESS Clinton L. Allen, President 
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Man Who Saves You 
Money and Headaches 


Modern insurance can protect you 
against many hazards—fire, wind- 
storm damage, automobile accidents, 
personal injuries, liability suits, theft, 
and other risks. But the secret of 
getting adequate protection at |ow 
cost is to have your insurance tailored 
to your personal needs. And the man 
best qualified to give you this kind 
of service is your local agent. He can 
save you money and headaches 


Follow these time-tested rules: 


CONSULT YOUR AGENT OR BROKER 
THINK FIRST OF THE AETNA 
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COURTEOUS AND FIRM Collections 
cca is one of the earmarks 
of a well managed and successful 
business. Every insurance agency, 
the man office to the 

firm, must have a definite 
billing and record system if it ex- 


from one 


largest 


pects to do a pre yper job on collec- 
tions 


A Planned Approach 


Despite the fact that many cus 
pay bills within 
thirty days and others can be de- 


tomers always 
pended upon to pay ultimately, a 


successful must have a 
planned approach to the problem ot 


premium payments. 


agent 


Che first group 


causes no concern. It is the second 
group which keeps the agent in a 
perpetual state of collection con 
sciousness. 


Many 


method of payment. Since you are 


people have no regular 
a nice fellow and usually don’t say 
anything about premiums until the 
bill is sixty or ninety days old, your 
the that 
your financial resources are of such 
quantity that don't 
need his money to pay your insur 


customer soon gets idea 


you probably 
ance companies on time, 
Unfortunately, some agents carry 
customers on their books for a con- 
siderable period. This results in a 


For October, 1955 


shortage of capital funds tor th 
operation of their offices and often a 
Visit 


to the bank to borrow money 


Sometimes demands for “settle 
ment in full” produce unprofitable 
results. In some cases the individual 
have the total amount of 
money available and delays payment 
with the hope that he will be able to 
get together the full amount in time. 
If past experience with a client 
indicates a premium finance plan is 


does not 


necessary, some type of finance con 
tract should be presented to the in 
sured when the policy is delivered 
Premiums for many policies can be 
financed through banks or AFCO, 
Inc., which has a very broad plan 
available. 


Keep Payments Ahead 


If an agent finds it necessary to 
make an installment agreement be- 
tween himself and the customer, he 
should make it with a_ sufficient 
down payment and over as short a 
period as possible, with payments 
large enough to keep well ahead of 
the earned premium in the event 
that it is necessary to cancel the pol 
icy for any reason. 

Remember that you still have to 
pay your account when it is due to 
your insurance 


company even 


though the customer has not paid 


ections 


vou Lhie average agent Is 


to extend | 


credit DeVore 


position 
contractual agreement with his cé 


panies, and eventually discovers that 


“being banker” 1s only for those w 


charge interest and take collater 


Deliver Renewals Early 


It is advisable to deliver renewal 
two or three weeks before they 
due. 
son, there is always the possibilit 
of picking up additional busin 
and ing ¢ 
that should be made in the pol 
Include an invoice with each poli 

agents 
addressed envelope. In 


If these are delivered in pe 


also discovering any chang 


Some also enclose a 
Maly 
the premium is paid before the 
tive date of the policy by such 
delivery. One agent who make 

practice of delivering renewals tw: 
to three weeks prior to expiratior 
says that one-half of his insureds pay 
premiums before the inception date 
He feels 


that by speeding up his program eve1 


because of this procedure 


greater results will be achieved 
Naturally, it is best to give prior 

notice when a bill is falling due sit 

it is more reasonable to expect 

prompt payment after giving an ace 

quate notice. Planning to send 

renewals in advance results in | 


(Continued on the next page 





... Darked my client 


ldog” Billings growled at the 
Pacific National feldman, 


always does at me 


just as he 
Want to bet?” 


The Company man took him up 1n- 
stantly. "Yes, I'll bet you a dinner that 
your investment in personal property 
1 estimate! 


Will you agree to an appraisal? 
He did his PPI 


doubled — and we found him a genial 
dinner host after all. It's a good 


is at least twice what yo 


verage 1S NOW 


policy to have an ally as alert as 
that Pacific National special agent, 
fighting alongside 
AND IT'S A GOOD POLICY FOR 
AGENT, BROKER AND ASSURED 
THAT BEARS THIS SEAL 


PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE » SAN FRANCISCO 
FOREIGN DEPARTMENT + NEW YORK, SAN FRANCISCO 
EASTERN DEPARTMENT + PRILADELPHIA 
WESTERN DEPARTMENT + CHICAGO 
SOUTHERN DEPARTMENT * ATLANTA 
INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 














Agency Collections—Continued 


office management for the agency 
through less billing work and pro- 
duces the most important results of 
all—prompt payment of premiums. 

A multiple copy billing and record 
system will save time and unneces 
sary expense for any agent. The 
original copy, which is the invoice, 
is sent to the customer with the pol 
icv or subsequent correspondence. 
The accounts payable copy is used 
to post to the account current form, 
or can be sent to the company in a 
group, summarized in total for the 
month. 

The accounts receivable copy 1s 
either filed in a special binder or is 
posted to a ledger card for each in 
sured. The expiration copy goes 
directly to the expiration file where 
it is filed according to the date of 
expiration, 

This procedure prevents renewals 
from being overlooked and is a con- 
venient reminder to solicit the policy 
renewal. Duplicate invoice copies 
can be added for collection follow-up 
with a forty-five day notice, sixty 
day notice, and final notice. 

Most agents do all of their in 
voicing on the first of the month. 
However, these extra invoice copies 
can be filed in a numerical one to 
thirty-one file, according to the 
effective date of the policy. This 
spreads the work of typing state 
ments over the entire month. 

For example, when a_ policy is 
written on December 12th, the extra 
statement copies would be filed in 
back of the No. 12 guide. On Janu 
ary 12th, all copies filed in back of 
No. 12 would be pulled and checked 
against the receivable 
ledger. If the account is not paid, 
the thirty day notice is mailed and 
the remaining copies either re-filed 


accounts 


under 12 or if the agent wants it 
brought to his attention, fifteen days 
hence, in back of No. 27. 

If the account is paid either on the 
first or second checking, the state 
ment copies are destroyed. Paper is 
cheap and one bad debt saved will 
buy statement forms for some time. 
If the account is not paid by the 
time the second copy is pulled, the 
time has come for personal atten 
tion. 

Keep a collections list on your 
desk. Some agents file their ac- 


Git ajc Sai eric mailed 


Pomannnimnentetarer eee parte 


counts receivable alphabetically by 
insured’s name. As a result, at the 
end of the month when you are 
checking payments, it is necessary to 
thumb through numbers of items to 
determine which have not been paid. 
As a consequence, some major over 
due item could be overlooked. 

Prepare a list of policies at the 
end of each month on which the pre 
mium has not been paid. This can 
be worked up from the accounts 
receivable copy and will give a collec 
tion work sheet for each month's 
business. 

Of course, these are kept by due 
date with the oldest one on top. 
Each list should be headed with the 
month in which the business was 
written and should also show the 
“deadline date” for flat cancellation. 
This will be a constant reminder of 
the agent’s status with his insurance 
companies as well as the current 
condition of his accounts receivable. 


Methods of Collecting 


The method of collecting past due 
premiums from insureds naturally 
depends on the agent’s own judg 
ment as to what approach is best in 
each individual case. At best, it 1s 
not a pleasant task to remind clients 
that they have not met their obliga 
tions. Situations of this type are em 
barrassing to delinquent clients and 
to the agent. 

One agent says he never ap 
proaches a client who owes a bill 
with an apology such as; “I’m sorry 
to remind you, but This agent 
states that such an apology 1s not 
necessary since the individual obvi- 
ously is in the wrong by not 
promptly and fairly meeting financial 
obligations he has incurred. A much 
better approach is something like 
this: “No doubt you have over 
looked . . .” 

Letters to delinquent insureds are 
one means of meeting the problem 
of collections. Telephone calls are 
another good means to remind in 
sureds who are late with payments 
that you want their bills paid. 
Sometimes a few minutes spent tele- 
phoning these accounts result in 
prompt payment where other ap- 
proaches might not bring the de- 
sired results. 

Personal visits to delinquent in- 
sureds are a third way to collect 
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premiums. This method is time con 
suming and prevents the agent from 
utilizing his day to the best advan- 
tage in cultivating new business for 
his agency. However, with some 
people a personal call at their office 
or residence is the only effective way 
to receive payments, 

In addition to the collections list 
which he maintains at his agency. 
the agent may want to keep a small 
card in his pocket containing names 
of past due accounts. He will find 
the card a convenient item since he 
can check it whenever he is in a 
particular neighborhood on other 
business and will be able to use this 
time to good advantage and make 
a collections call as well. 

Modern, efficient equipment in the 
office will assist in developing a 
sound agency collections program. 
The lower overhead costs are, the 
better job an agent will be able to do 
toward the goal of an effective collec 
tions procedure which will produce 
good results. 

If the size of the agency warrants 
the use of billing machines or othet 
machine accounting devices, it 1s 
sometimes wise to consider adopting 
these time and labor saving aids. 

More detailed information on suit 
able accounting machines for an 
agency can be obtained from the 
National Office Management As 
sociation, 132 Chelton Avenue, 
Philadelphia 44, Pennsylvania. Rep 
resentatives of business machine 
companies in each community will 
also be in a good position to offer 
valuable advice. 


Sound Procedure Necessary 


\ business-like, self-respecting 
procedure for collections indicates 
clearly to customers that the agent 
expects to be paid promptly. Prompt 
and regular billing on the agent’s 
part usually brings desired results 
and is a further indication to clients 
that premiums must be paid on due 
dates. 

If a collections program is 
properly handled, drastic action on 
the agent’s part will seldom be neces 
sary. The customer who will not 
resp md to decent, business-like 
treatment is a poor credit risk and 
an individual whom an agent should 
not want to have associated with his 
agency, 
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BUSINESS PROTECTION OVERSEAS 


calls for Expert Planning 


Your clients can scarcely be expected to know how to fit 
insurance protection to comply with the varying laws, regu- 
lations and customs that may vitally affect the security of their 
businesses overseas. That is a job for an insurance expert. 


The American Foreign Insurance Association is the expert 
they need. For AFIA has specialized in the field of foreign 
insurance for decades and is the largest and strongest organ- 
ization of its kind in the U.S. A. 


From its more than 500 branches and agencies throughout 
the world, AFIA keeps well-informed on local laws and 
conditions abroad—and carefully applies this knowledge for 
your clients’ business safety. 


No risk is too large—none too small for expert foreign 
insurance planning through AFIA. 


Contact our nearest office for full help on any specific risk 


AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e New York 38, New York 


CHICAGO OFFICE . Insurance Exchange Building, 175 West Jackson Blvd 
DALLAS OFFICE Mercantile Bank Building, 106 So. Ervay Street, Dalla 
LOS ANGELES OFFICE . Pacific Mutual Building, 523 W. 6th Street, Los Angele 
SAN FRANCISCO OFFICE ...... ‘ 98 P 
WASHINGTON OFFICE 


Chicago 4 


s 14, Calitor 
st Street, San Francisco 4, Califor 


. Woodward Building, 733 15th Street, N.W., Washington 


An association of 24 American capital stock fire, marine and casualty insurance compahies 


providing insurance protection in foreign lands 
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Another of America Fore’s attention- 
* The Continentai Insurance ¢ getting national advertisements. It 
%* Niagara Fire inne a * Fidelity-Phenix Fire | is one of a public relations series 
* The Fidelity “oth * American Eagle Fire Simamee Company designed to inform the public how 
ually Company of New York %¢ Company to make sure that they are properly 
insured — and how important are 
the services of the insurance agent 
and broker. 
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C. E. JOHNSON 


Exec., Special Agent, N. Y. 
Underwriters Ins. Co. 


ELLING IS A GAME, and it is the 
most interesting and fascinating 
game in the world, but it is a game 


both 
game in 


where sides win. It is not a 
there must be a 
winner and a loser. We in the in 
surance business have the greatest 
thing in the world to sell 


which 


peace ot 
mind and security. 


A Rich Field 


form of 
insurance with which to prospect in 
a rich but sparsely cultivated field 
where there is a real and compelling 


If one is looking for a 


need for protection against loss, a 
field in which the rewards are sub 
stantial, not only from a commission 
standpoint but also from the satisfac 
tion of performing a valuable service 
to the community as well as insur 


ance buyers; if one is trving to 
prevent a serious financial loss to his 
friend and client who has explicit 
confidence in his insurance ability ; 
if an agent is looking for good agency 
publicity free, the kind money cannot 
buy, then he will find it in business 
interruption insurance. It is not 
necessary to be a super-salesman to 
sell business interruption insurance, 
in fact an agent does not have to be 
salesman at all. If he 


will make proper preparation before 


much of a 


he makes a solicitation, most of the 
job is finished. 

| have salesmen at 
times do a better job than the old 
The older and 
ance man knew all the reasons why 


seen green 


timer. wiser insur 
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selling 
business 
interruption 


something could not be sold, whereas 
the so-called “green” insurance 
salesman did not know those reasons 
and sailed blithely in and made the 
sale. 
Every business exists primarily 
for the earnings which the capital 
invested yields. Buildings, stock and 
equipment insured 


are invariably 


against loss by fire and extended 


coverage yet, as Insurance men, Wwe 
might say too few businessmen have 
the foresight to purchase insurance 
against loss of income and net profit 


How 


ever, in my opinion, the last state 


for which the business exists 


ment is not exactly true. | believe 
that too few businessmen have been 
given the privilege of 

purchase business interruption 
surance. It is not our place to decid 
should o1 
should not purchase business intet 
should be 


given that opportunity and a chance 


whether a businessman 


ruption insurance. He 
to make that decision because when 


a fire occurs it is his dollars that 


will be lost not ours 


Retail Stores Alone ... 
When we take into consideration 
the fact that retail 
this nation produce in 


alone in 


stores 
excess of 
$130,000,000 in annual sales, then it 
is obvious business interruption writ 
ings have not even started. Business 
interruption sales are in their in 


can do 


fancy, and we 
about it. In General 


\djustment Bureau gave disaster or 


something 
one vear the 
catastrophe numbers to ten tornadoes 
where losses were in excess of $1, 
OOO ,Q00 Worcester, Mass. had es 


timated property damage of twenty 


million yet the General Adju 
Bureau had no time element I 
adjust, Vicksburg, Miss. had 
milliomsdollars in tornado loss 

no business interruption losses re 
Tornado Waco, 
Texas were reporte d at $20,000,000 
property damage and there w 
business interruption loss to < 
Frankly I don’t think the aget 
giving the Gemeral Adjustmet 
eau much experience on bu 
interruption adjustments 


1 
LOSSES in 


porte d. 


nt 
Loli t 


Need for Experts? 


have told 
business interruptiom ds a 


but they cannot be 


Some agents 
expected 
type oO! 
iutome@bile, 11 
bonds, . et l 
are dou Y as well as the average 
Remember, not doing more 


experts in every 
They 


rine, isualty, 


msurat 


have fire, 


than the average is what keeps this 
average down 

Manufacturing plants of ‘eonsé 
quence often have someone employed 
who is quite well versed on insurance 

id business interruption insuranee 
is purchased just like fire propetty 
damage insurance. The merchants 
on Main Street do not hay 
insurance knowledge that the n 
facturing plants have, therefore, tl 
depend on their agents for 
insurance protection It 
through the agent’s knowled 
that \lain 


merchants can be property protected 


experience these 
The agent must let them know that 
business interruption imsurar 
available, and necessary, for 
msurance program 


or 





























Our 
Agency Relations 
to Way Back — 


Over 100 years ago, 
when the Hanover 
business, the 
thought prevailed that 
the Insurance 
could be 
without agent: 


started 


business 


conducted 


did not 
share this view for we 


We, however 
were one of the first 
major Companies to ap- 
point agents. 


We are proud of our 
loyal support of the 
American Agency Sys- 
tem and shall continue 
to encourage the per- 
petuity of that system, 
which has enabled us to 
achieve a leading posi- 
tion in the In 


field. 
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Business Interruption—Continued 


Everyone has his own method of 
selling insurance and there can be 
no “canned talk” on salesmanship. 
What may please one insurance 
salesman may not be very impres- 
sive to another—likewise insurance 
buyers are different. Before calling 
on a prospect it is most important to 
learn as much about him as possible. 
I refer to his aim in life, his family ; 
has he children to educate; is he 
insurance minded; what is his atti- 
tude toward general conditions? 
Why go to all that trouble to learn 
so much about a prospect? There 
is a reason for it. We must always 
talk our prospect’s interest. 


Some agents will say those with 
the greatest number of friends will 
be the most successful. Friendship, 
of course, is a powerful factor in 
selling, but it is not as important as 
it used to be and it is becoming less 
important as new competition 
spreads itself over our business. 
Fifty years ago during the building 
up of this country selling was mainly 
exposing one’s self to orders. There 
were comparatively few local agents 
in a city or town, but today that is 
all changed. There are a great num- 
ber of insurance agents in that same 
city or town and the insurance man 
today who knows most about his 
business and the prospect’s business 
and about why the prospect should 
buy what is being offered, will get 
the business. 

Before we start out on business 
interruption calls we should first 
equip ourselves. If an agent was 
going out to make automobile solic- 
itations, he would naturally have 
your Automobile Manual; if it were 
inland marine solicitations, the In- 
land Marine Manual would be a 
part of his equipment. Then isn’t 
it just as reasonable for him to have 
a time element kit and carry it with 
him when he makes time element 
solicitations? He must be prepared. 
Of course, one doesn’t just drop 
in and make business interruption 
solicitations. They must be planned 
in advance. 

A business interruption kit should 
be made up with the thought in 
mind, “Will my book impress my 
prospect?” Don’t put a lot of in- 
surance terms in the book because 
then you are back talking insurance 
and not your prospect’s business. 


On business interruption calls we 
must talk the prospect’s business, not 
the insurance business. 

The companies furnish a great 
deal of very valuable information on 
time element coverages. Read the 
information and if it is impressive 
and you believe it will impress your 
prospect, then it’s good material for 


your book. The companies spend 


thousands of dollars each year try 


ing to be ot assistance to their 
agents because as the agents prosper 
so do their insurance carriers. 


Not Mysterious 


This insurance business of ours 
was built up by local agents—not 
insurance companies. It is the local 
agents who have educated the pub 
lic on various forms of insurance 
and so far have done an excellent 
job—but why has business interrup 
tion insurance been neglected as 
much as it has? Because many years 
ago someone said it was a mysterious 
coverage and many insurance men 
have been agreeing ever since. 

Business interruption insurance 
need not be sold. It need only be 
explained. It takes such a very little 
amount of salesmanship to sell busi 
ness interruption insurance. It takes 
only proper preparation and proper 
explanation. I have had insurance 
men tell me that they hesitate to 
ask a man personal questions about 
his business. They refer to asking 
what his income is from sales and 
what is the cost of merchandise sold 
to produce his sales total. They say 
a man’s business fluctuates and they 
dislike to attach a co-insurance clause 
to a fluctuating business because the 
amount of insurance may be wrong. 
I cannot agree with such statements 
because the same agent will look at 
a mercantile building and tell the 
prospect how much insurance he 
needs to comply with the 80% co 
insurance clause and everything 1s 
fine. To my thinking, building ma 
terials fluctuate and it is extremely) 
difficult to arrive at a proper replace- 
ment cost for a building, but it is a 
simple matter to arrive at a proper 
amount of gross earnings under a 
business interruption policy in order 
to comply with the co-insurance re- 
quirements. 

When the agent calls upon Mr. 
Prospect, whom we will presume is 
a Main Street merchant, there are a 





few difficulties he may encounter. 
First, the prospect may look upon 
business interruption insurance as 
a luxury or a frill. The second 
obstacle may possibly be that he 
does not quite understand the agent’s 
explanation; therefore, an explana 
tion must be simple and to the point. 
Third, some insurance men say the 
prospect is sometimes hesitant and 
unwilling to reveal the circumstances 
pertaining to the financial condition 
of his business, which I don’t be 
lieve. These three possible diffi 
culties will be ironed out very 
smoothly as | continue. 

What material do I recommend 

in this business interruption kit that 
will enable the agent to sell business 
interruption insurance easily, and 
how should it be used? 
l. “Fires in Fireproof Buildings” 
by N.F.P.A., and “Damage to Fire 
proof Buildings” by N.B.F.U. Why ? 
Sometimes a prospective assured will 
say, “I have such a well constructed 
building it won’t burn.” Show him 
“so-called” fireproof construction 
can and does burn. Newspaper clip 
pings and pictures of fires are ex 
cellent sales aids, provided you get 
them close to home. 


2. Copies of forms should be in the 


kit because frequently a prospect will 
say, “You can't do all you say for 
such a small premium.” Read the 
“Measure of Recovery” to him. It 
is only eight lines. 


Ever Talked to Banker? 


3. I wonder how many agents have 
ever talked to their banker about 
business interruption insurance. | 
don’t mean on the bank itself, be- 
cause that would be extra expense 
insurance. Bankers lend business- 
men money each year to purchase 
stock and usually the loan is on an 
open note, payable probably January 
15th, after Christmas sales are over. 
Suppose a merchant who owes the 
bank a note payable January 15th 
should suffer a fire loss early in 
November. He will not earn the 
money to repay this note because he 
will lose the finest business time o‘ 
the year. He will use what reserves 
he has to pay his continuing ex- 
penses, or spend the dollars he has 
collected on the physical property 
damage loss, and then the good loan 
which the bank made could turn out 


(Continued on page 44) 











As APPEARING IN 
Business WEEK, Dun’s Review, Fortune, Nation’s Bustness, WALL STREET JoURNAI 


Ameriean Credit Insurance 
AND 


THE CASE OF THE 
Burk SALE 


HIS is an illustration of how the fast working of American Credit’s 
yon can save clients much time and money, and prevent entangle- 
ments in red tape. While the case may not be of a type that has ever occur- 
red in your own operations, it is of a sort that does happen fairly often—and 


so concerns all companies, large and small. 


The policyholder, a chemical concern doing a gross of approximately one 
million dollars. was adequately covered under a general coverage poli V. 
To all appearances, everything was proceeding normally on all of its cus- 
tomer accounts. In the case of one of these, however, what might have 
proved serious trouble was about to develop. This particular customer, a 
chemical wholesaler, was covered under the policy to a limit of ten thousand 
dollars. Actual outstanding at the time was only slightly over eight thou- 


sand—thirty-six hundred of which was in the form of a Trade Acceptance. 


When the Trade Acceptance was presented for payment in the normal 
manner, it was dishonored. Consternation! What could have happened? 
The customer was a long established firm of excellent reputation. Yet... 
The account was immediately filed with American Credit as a past due 
item, and our Service Department went to work. Almost simultaneously, 
notice was received that an outside concern had purchased the customer's 
assets. Our attorneys conferred with attorneys for both the original owner 
and the purchaser. [t developed that due to an oversight in the confusion 


of transfer, notice to the policyholder had not been given in compliance 
with the Bulk Sales Law 


Despite the existence of an affidavit from the seller of no indebtedness, 
the purchaser acknowledged his liability, and agreed to pay the entire 
claim at once. Collection in full was made on the seventh day after filing of 
the claim, and the cost to our client was—nil. 


Whatever the nature or size of your own business, you will find new 
assurance in all dealings when you know that your accounts receivable are 
protected at least as well as your plant, your product inventory, and your 
goods in transit. For your copy of a new booklet: “Credit Insurance, Its 
History and Functions,’ write Department 31, First National Bank Building, 
Baltimore 2, Maryland. 


American Credit 
Indemnity Company 


of New York 





















































An imposing record 


The Agents of these Companies share with us pride in the fact that five of the 
Companies under Crum & Forster management are now in their second century. 


THE NORTH RIVER INSURANCE CO. ....... Onganized 1822... . . 133 Years 
UNITED STATES FIRE INSURANCE CO... ..... Organized 1824... . . 131 Years 
THE BRITISH AMERICA ASSURANCE CO. . .5.9.4. . Incorporated 1833... . . 122 Years 
WESTCHESTER FIRE INSURANCE CO... . 49... Organized 1837... . . , 118 Years 
THE WESTERN ASSURANCE COMPANY. ...... ‘Incorporated 1851 . . . . . 104 Years 


608 Years 

OLD COMPANIES LIKE OLD FRIENDS WEAR WELL .. . Over a collective period of 
six centuries, these Companies have survived the trials of peace and war, prosperity 
and depression, inflation and deflation—and have profited by the experience. They 
have kept faith with Agents and Policyholders, mindful of the trust and confidence 
reposed in them. They are old in years but young in spirit and they have kept abreast 
of changing times and conditions, always adhering to sound underwriting principles. 
With each passing year, we have an increasing appreciation of the contribution which 
our Agents have made to the good name and reputation of the Companies. 
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Atomic Industry Insurance 


In the Atomic Age 


R‘ ENT PRESS REPORTS have indi- 
cated that one of the major 

the program to »ut the 
gigantic energies released through 
our new understanding of nuclear 
physics to work 


snags in 


for humanity in 
general and the people of the United 
States in particular results from the 
reluctance of insurance companies to 
provide the required insurance pro- 
tection. The com- 
panies are neither asleep nor afraid. 
Like everyone else faced with the 
problems of fitting atomic energy 


fire insurance 


into our civilian economy, they are 
studying fast and moving slow; con- 
vinced that real progress will come 
with better understanding. 


Insurance Study Group 


The Atomic Energy Commission, 
at the suggestion of the insurance 
industry, appointed an Insurance 
Study Group, consisting of repre- 
sentatives of the fire and casualty 
companies, for the following stated 
purposes: 

(a) To review insurance problems 
created by expanded industrial par- 
ticipation in atomic energy, and 

(b) To develop information and 
criteria with respect to the insurabil- 
ity of industrial atomic energy in- 
stallations and undertakings 

(c) To make appropriate recom- 
mendations to the Commission, in- 
cluding any specific legislation that 
may be considered necessary. 

The report of the Study Group, 
released on July 13, 1955, makes the 
following comment on insurance 
against physical damage hazards: 
“1. The catastrophe potential, al- 
though remote, is more serious than 
anything now known in industry. 
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2. The possibility of a serious catas- 
tronhe seems very remote hecause 
of: 

(a) substantial progress made in the 
development of controls to prevent a 
dangerous incident, and 

(b) the development of features for 
containment of the results of a re- 
actor failure should the multiplicity 
of controls fail. 

3. The 
physical hazards as now 


insurance the 
applicable 
to more hazardous types of chemical 
operations appears to be adequate to 
cover atomic reactor plants. If, how 

ever, the reactor should be located 
in proximity to large existing indus 


capacity tor 


trial plants, the increased exposure 
of the latter the 
capacity of the insurance industry 


may be beyond 
This question will require further 
study.” 

(The remaining interim conclusions 
are principally applicable to casualty 
companies ). 

It is not my purpose to discuss 
the underwriting problems which 
face property insurance companies 
in the Atomic Age. We can leave 
these to the executives who direct 
the companies, confident that they 
will meet this new challenge as suc 
cessfully as they have faced those of 
the past. Rather. we wish to ex- 
amine the legal complexities which 
will face the fire insurance companies 
in providing insurance in the not 
too distant future when the atomic 
reactor will provide a source of 
power for many of our communities 
and the use of radioactive materials 
will be common in industry; when 
every university of any consequence 
will have a research reactor, and 
every hospital will use radioactive 


isotopes as part of established 
diagaostic and curative procedures 
In the past ten years thirty reactors 
have been built and operated im the 
United States, all under the control 
and supervision of the A.E..C. Now 
that the doors have been opened to 
private the Atomik 
Energy Act of 1954 we read regular 


industry by 


announcements of reactors of all 


sizes and types to be built for power 


or research. Many of them will be in 
or close to major population centers 
No matter what philosophical doubts 
or uncertainties we the 
jinni cannot be put back in the bottle 


The Atomic 


whether we like it or not. 


may have “ 


\ge 1s upon us 

From the standpoint of the fire in 
surance industry, one major ques 
tion must be considered : 


AMBROSE B. KELLY 
General Counsel 
Associated Factory Mutual Fire 
Insurance Companies 
Providence, Rhode Island 





In the Atomic Age—Continued 


Is the process of nuclear fission or 


fusion, with its generation of sub- 


stantial quantities of heat, a “fire”? 


as the term is used in the Standard 
lire Policy. lf 


as to whether or 


Insurance there is 
some uncertainty 
not the process of nuclear reaction 


involves “fire,” is it desirable or 
necessary for the fire insurance com- 
panies to introduce clarifying lan- 


guage into their policies to make it 


TRADE MARK 
of 
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PROTECTION 
and SERVICE 
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FACILITIES 
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SUPERIOR 


INSURANCE 


COMPANY 
DALLAS, TEXAS 


E. T. EARNEST, 
President 


clear that they do or do not cover 
direct physical damage to the prop- 
erty they insure which results from 
such nuclear reaction? To state the 
problem in its simplest terms—as- 
sume that insured property over a 
wide area is contaminated by radio 
active material as the result of a re- 
actor running out of control (the 
Chalk River situation enlarged to 
the Nth power). In that case, will 
the material be con- 
sidered the equivalent of smoke that 
is the result of a burning building 


radioactive 


and the resulting damage covered by 
the Standard Fire 
tract ? 


Insurance Con 


Definition of "Fire" 


This problem, quite obviously, in- 

volves a discussion of the nature of 
fire from both a scientific and a legal 
standpoint. Let’s start with the 
scientists first: The N.F.P.A. Hand 
book of Fire Protection, under its 
caption ‘Principles of Combustion,” 
says: 
“Fire may be defined as rapid oxida 
tion with the evolution of light and 
heat. Combustion, in its broader 
sense, includes not only the process 
of chemical combustion with oxida- 
tion, but 
chlorine 


with 
sub- 


combustion 
other 
Combustion may occur in 


also 
and various 
stances. 
an atmosphere of chlorine as well as 
in oxidation, but, for more practical 
purposes, the protection engineer is 
concerned only with combustion and 
oxidation.” } 

Another definition is as follows: 
“In simple parlance, fire is a visible 
light emitted by the reaction caused 
by the application of heat to a sub- 
stance or element whereby its molec- 
ular structure is caused to disinte- 
grate into atoms giving off heat and 
energy.” ? 

These definitions would seem to 
indicate a distinction between “fire” 
and an atomic reaction, since thev 
both require a chemical reaction and 
molecular disintegration. 

Support for the theory that ordi- 
nary combustion and atomic fission 
are closely related comes from the 
Smyth Report. In the very open- 
ing of this report, when discussing 
the basic Einstein equation for the 

1 Pg. 57. Chap. 5, 
Fdition, 1953 

2 Comburology, Fire Prevention & Protection 
Fundamentals by G. E. Strecher, Publisher— 
“The Spectator,” Pg. 24, Chap. 4, 1953. 


N.F.P.A. Handbook—10th 


transfer of mass into energy, Dr. 
Smyth says: 

“The extreme size of this conversion 
figure was interesting in several 
In the first place, it ex- 
plained why the equivalence of mass 


aspects. 


and energy: was never observed in 
ordinary chemical combustion. We 
now believe that the heat given off in 
such a combustion has mass associ 
ated with it, but this mass is so small 
that it cannot be detected by the most 
sensitive balances available. (It is 
of the order of a billionth of a gram 
per mole ),”’* 

The same point was made in the 
official British Information Service 
Statement of August 12, 1945 in 
which the following statement will 
be found: 

“It is convenient at this point to con- 
sider the this 7 
energy in atomic nuclei. 


form of reserve of 
\s long ago 
as 1905, Einstein showed that, ac- 
cording to the theory of relativity, 
there is no essential difference be- 
tween and but that 
mass repre- 
or many vears the 


mass energy, 


energy has and mass 
sents energy. 
proof that energy and mass were 
equivalent indirect, 
although conclusive, evidence. The 
for this lack of immediate 
evidence is the extreme size of the 


ratio between mass and energy. For 


dey vended on 


reason 


example: a mass of one ounce trans 
formed entirely into heat energy 
would be sufficient to convert nearly 
a million tons of water into steam 
The fantastic size of the figure for 
conversion of mass to energy ex 
plains why a loss of mass has never 
been observed in ordinary chemical 
processes ; the heat given off in com- 
bustion believe, 
sociated with it, but its amount is so 
small that it cannot be detected by 
the most sensitive balance.” 
There is 


has, we mass as- 


some hope in_ the 
Canadian statement of August 13, 
1945 which contains the following 
paragraph : 

“The bursting of a molecule of high 
explosive is a chemical process—one 
of the many chemical processes that 
are familiar to us, like the rusting of 
iron and the burning of coal. These 
processes are brought about by the 
forces between atoms which are 
called chemical forces. The bursting 
of the uranium atom, on the other 


3 Atomic Energy for Military 


Purposes by 
Henry D. Smyth, Pg. 2, Para. 1.5 


Best’s Fire and Casualty News 





hand, is caused by forces inside the 
atomic nucleus, forces enormously 
stronger than the chemical forces 
between atoms.” 

That this 


sinilarity between a nuclear chain 


concept of a_ basic 
reaction and fire is being widely 
accepted is indicated by the use of 
the term “nuclear fire in an atomic 
furnace” in articles on this subject. 
‘or example: In a series of articles 
which recently appeared in the U. S. 
Journal of Commerce we have the 
following paragraph : 


“Atomic power, in short, is not 


something like electricity, but some 
thing like coal power or oil power. 


The atom is thus a fuel which can 


be made to produce electricity. This 
is Why a controlled nuclear chain re- 


action has been described as a “nu-| 


ar fire’ in an 
reactor, in which atomic “fuels” 
fissionable 
“burned” —fissioned—to 
heat for useful purposes.” 
It is quite common in the litera 
ture to refer to the 
products—and to the 


‘““ashes’’—waste 
burning of 
atomic fuel in the reactor. Through 
out the literature the point is made 
that the atomic reactor is the equiva 
lent of the furnace in the ordinary 
power plant in which fuel is burned 
in an atomic fire to produce heat. 


The Legal Meaning 


lhe term “fire” has no recognized 
legal meaning. In Black's Law 
Dictionary the statement is made: 
“The juridicial meaning of the word 
does not differ from the vernacular.” 

In support of this contention, 
Black gives the following legal cita 
tions: 
“The word ‘fire,’ as used in insur 
have the 
technical meaning developed from 


ance policies, does not 
analysis of its 


nearly the 


nature, but more 


popular me:ning, being 
an effect rather than an elementary 
principle, and is the effect of com 
bustion, being equivalent to ignition 
or burning, but heat is not fire, 
though fire proximately may cause 
loss from heat.” 4 

“The ordinary meaning of the word, 
as used in an insurance policy, in 


4 Ref.: Lavitt vs. Hartford County Mutual Fire 


Ins. Co., 105 Conn. 729, 136A 


ed n the next paae 
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“atomic furnace” 


materials are | 
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produce 
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In the Atomic Age—Continued 


cludes the idea of visible heat or 
light.” ® 

In the event that the public ac- 
cepts the idea of an atomic fire, us- 
ing fissionable fuel 
reactor, we 
might very well face the possibility 


material as 


producing heat in a 


of a claim brought by a policyholder 


based on the contention that the 


process of nuclear fission in a reactor 


il 
was a “fire,” and that loss which re- 
’ 


sulted to insured property when the 


reactor ran out of control was loss 
from 

The Insurance 
Policy required by statute in over 


twenty 


“hostile fire 


Standard = Fire 


five states and used in all 
states, requires the insurance com- 
pany “all direct 
There is no definition 
of the term “fire” in the policy, and, 
since this is a standard statutory 
it is impossible for the in- 
liability 
where 


to insure against 
loss by fire.” 


polic VY, 


surance company to deny 


for loss due to fire, except 


5 Ref.: Security s. Co 
Choctaw Coal 


882-884 


of New Haven vs 
149 Okla. 140 299P 
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such loss falls within the exclusions 
already contained in the policy. 

In lines 11-14 there is a state- 
ment of certain exclusions, but none 
of these exclusions would be appli- 
cable to a nuclear reaction or radio- 
active contamination which 
from a nuclear 


results 
runaway reaction. 
There is, of course, an exclusion of 
loss caused by “enemy attack by 
armed forces, including action taken 
by military, naval or air force, in 
resisting an actual or immediatel) 
impending attack.’ This exclusion 
would permit the fire insurer to 
deny liability in the event of an 
enemy attack by atomic or hydrogen 
bombs. It would not apply to an 
accident at a nuclear reactor which 
did not in any way involve enemy 
attack. 


Expert Opinions 


In a case involving this point ex 
pert testimony would be presented. 
A number of experts were, there 
fore, asked for their opinions. They 
were unanimous in believing that 
there is a valid distinction between 
“fire,” as the term is under 
stood, and an atomic reaction. Let 
them speak for themselves. 

Three members of the faculty of 
Massachusetts Institute of Tech 
nology have stated: 


now 


is the 
oxygen, even 
though chemists may refer to other 


“To my way of thinking, fire 
combination with 
reactions as examples of generalized 


combustion. There is no chemical 


combination in nuclear reactions, |] 
classify them as fire.” 
Robley D. Kvens, De 
partment of Physics) 

“| do not think that the process of 
nucleat 


would not 


f Professor 


fission itself might be con 
sidered as fire. | that the 
term fire in a legal sense would have 
to involve the 


believe 


reaction of a material 
with oxygen to produce combustion, 
emission of 
Within this definition 
while 


accompanied by the 
visible light. 
of the 
might produce fire, it in itself could 
not be ‘ 


term, nuclear fission 
considered as 
(Dean George R. 
Science ) 


being fire.’ 


Harris MN, 


“Characterizing nuclear fission as a 
Web 


ster defines fire as ‘the principle of 


‘hre’ is completely erroneous. 


combustion as manifested in light, 


and heat, especially flame.’ Com 


bustion (reaction with oxygen) is 
not involved in nuclear fission and 
except in unusual circumstances 
there is no flame.” (Professor Man 
son Benedict, Department of Chemi 
cal Engineering ) 

\s a clincher, let me quote the 
opinion of a man close to the sub 
ject . 

“Here in the AEC, a series of bor 
derline cases arose in which it be 
came desirable to establish a defini 
tion of just what a fire is, though 
this doesn’t necessarily make it legal 
‘A fire 
is defined as a self-sustaining com 
bustion accompanied by heat, light, 
Now, a 


reaction 


We use the one which says: 


and in most cases smoke.’ 
self-sustaining nuclear 
obviously meets the same require 
ments with the exception that it 
does not necessarily, and frequently 
does not, emit light or smoke. Com 
bustion as normally thought of is 
basically a chemical reaction, while 


nuclear fission involves a nuclear 
reaction 
“ar all 
dividual atoms are rearranged but 
not destroyed. When uranium burns 


in air, 


chemical reactions, the in 


uranium atoms in the metal 


are converted to uranium atoms 


jomed with produce 
uranium oxide and, in nuclear fission, 
will be literally de 
stroyed but not rearranged. It is 
therefore that nuclear 
ission could properly be classed as 


combustion 


oxygen to 
the uranium 


doubtful 


“If two suitably-sized pieces of 
fissionable material such as pluto 
nium were slowly brought together 
in an atmosphere of helium, a point 
would be reached self- 


sustaining nuclear reaction could be 


where a 


made to occur involving emission of 
heat but no light. If the reaction 
were conducted at a still higher rate, 
more heat would be emitted together 
with some light (the light being due 
to effects of nuclear radiation on the 
helium). At. still higher 
reaction, the metallic pieces of plu 


rates of 


tonium would be heated to incandes- 
The 


mere melting of the plutonium would 


cence and could actually melt 


not necessarily cause any change in 
the rate of the nuclear reaction. If 
the proper physical conditions ex 
isted, that the 
would continue 
when the rate of heat evolution was 


it is even conceivable 
nuclear reaction 
sufficient to volatilize the plutonium. 
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above example, oxy 


. 


bstituted for the helium 


e.) * 
conditions aaa Now... it’s quick and easy 
] would be reached 


14 


where the iatal Woke Se aa to untie the knotty problems of 


burn in 


rt 


? — 14 
a normal manner, and would 


eee hee ee writing large risks with... 


whether the ar reaction were 





stopped 1 


r allowed to continue 
‘nt reactions are ob 
volved. If the plutonium 
n the combustion 
vy arranged, it would 


1] a 
igaln eC 1 ible to esta lish a selt 


sustaining nuclear reaction! It 
vould appear therefore that the com 
bustion and nuclear reactions are 1 
two different ball | 
‘In the above would ay that 
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These opinions, by qualified ex- 2 IY LLATLZ LLL 
perts, give the strongest 


possible 
support to the position that a nu CASUALTY COMPANY 
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In the Atomic Age 
“fire” and nuclear reaction are sub- 


stantially different \ nust search 
determine 
reted the 


cases where it 


the decisions in ordet 


how the courts have intery 


term “fire” in thos¢ 


was before them he cases are 
overwhelming in “fire” 
must be One of 


the recognized insurance legal 


strictly construc 
text 


arts otf by stating 


he ¢ ks S| 


“Loss by fire means th 


result of 


the ignition of the property insured 


or of some substance ne 


with seven cases cited in s 
(Ref. | ichards 


Edition, Vol. 3, S 3¢ 


upport. 
on Insuray Sth 
The same work also states 
“Nor is 
heat 


a 
coveres Will rel 


damage by 

alone without 

cases Supra ) 
The ¢ 

was W 

Oueen 1) 

N.W 

“This position 


struction of 


L038 ) words: 
con 
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‘direct loss or damage by fire,’ and 


what 
fires are within the contemplation 
of the policy. No limitation is 
placed upon the word ‘fire, by the 
language of the policy itself, but it 
is said that insurance 
are to be construed according to the 
sense and meaning of the 
which the parties have used; and, if 


leads to a consideration of 


‘contracts of 
terms 
they are clear and unambiguous, the 


are to be and under- 
stood in their plain, ordinary, and 


terms taken 
proper sense.’ ” 

This is in line with the general 
distinction the courts have made be- 
tween “friendly” and “hostile”’ fires, 
which is based on the court’s under- 
standing of the intent of the parties 
when the policy was written. It is 
worth noting that this is one of the 
few instances where the courts have 
construed a possible ambiguity in 
favor of the insurers, since they felt 
in doing so they were carrying out 
the intent of the parties. 


Spontaneous Combustion 


Perhaps most in point is Il estern 
Woolen i Vorthern 
Assurance Co.*® where recovery 
was denied under a fire policy for 


ill Company 


damage to wool, caused by sponta 


with smoke and 
heat while the wool was submerged 


during a flood. The court said: 


neous combustion 


“That the wool, submerged for the 
time 
hot, spon- 
taneous combustion, caused by the 
wool being submerged in water, ex 
isted, may 


mentioned, became smoking 


may be conceded : that 


) and 
still the plaintiff has not shown any 


also he conceded : 
direct loss by ‘fire’ as that word is 
used and known to the public gen- 
erally. Fire is always caused by 
combustion, but combustion does not 
always cause fire. The word ‘spon- 
taneous’ refers to the origin of the 
means the internal 
heat without the 
action of an external agent. Com- 


combustion. It 
development of 


bustion, or spontaneous combustion, 
may become so rapid as to produce 
fire ; but, until it does so, combustion 
cannot be said to be fire. ‘Fire’ is 
defined in the Century Dictionary as 
‘the visible heat or light evolved by 
the action of a high temperature on 


6 Pg. 969, 20 A.L.R. and 72 CC A.1, 139 Fed 
637, certiorari denied in 199 US 608 


ae 
sem oe 


certain bodies, which are in conse 
quence styled ‘inflammable or com- 
bustible.” In Webster's Dictionary 
‘tire’ is defined as ‘the evolution of 
light and heat in the combustion of 
bodies.” No definition of fire can be 
found that does not include the idea 
of visible heat or light, and this is 
also the popular meaning given to 
the word. The slow decomposition 
of animal and vegetable matter in 
the air is combustion. 
Combustion keeps up the animal heat 


caused by 


of the body. It causes the wheat to 
heat in the bin and in the stack. It 
causes hay in the stack and in the 
mow of the barn to heat and decom 
pose. It 
the 


causes the sound 


forest, 


tree 
when thrown 
ground, in the course of years to 
deeay atid molder away, until it be 
comes again a part of mother earth. 
Still we never speak of these proc 
esses as ‘fire. And why? Because 
the process of oxidation is so slow 
that it does not, in the language of 
the witness at the trial, produce a 
‘flame or glow.’ It appears, without 
contradiction, the 


any time any 


from evidence, 
that there was not at 
visible heat or light in or about this 
wool.” 

If the past guide, there 
fore, the fire insurance business may 


is any 


feel reasonably sure that recovery 
for loss due solely to nuclear reac- 
tion is not covered under the statu 
tory fire policy. 

A somewhat similar problem is 
presented under the explosion cover 
age now provided by endorsement 
under most fire insurance policies. 
This is not a statutory coverage, and 
it would be possible for the insur 
ance carriers to make any change 
they felt was necessary in the word 
ing of their forms without legisla- 
tion. 
any 


Coverage is now atforded for 
direct the property 
caused by explosion, and the ex- 


loss to 


clusions applicable to the explosion 
coverage would not permit a denial 
of liability if the explosion was due 
to a runaway atomic reaction. We, 
therefore, have a second question: 
Would a runaway atomic reaction, 
in itself, be held to constitute an 
explosion? 

The answer would undoubtedly 
depend upon the circumstances sur 
rounding the incident. There would 
have to be some kind of a bursting 
or breaking of the reactor or its 
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container before the question could 
be raised. The melting away of a 
tube would not be 
enough in itself, but if it was fol 
lowed by a 


fuel element 


chemical reaction of 
great violence the question might 
well be raised. The following in- 
struction by a trial judge, which was 
upheld on appeal, is probably close 
to the present rule: 

“Hence an explosion is an idea of 
degree, and the meaning of the word 
in each case must be settled not by 
any fixed standard of accurate mea 
but by 
periences of men in matters of that 


sort 


surement the common ex 
The term is to be construed in 
its popular sense as understood by 
ordinary men 

“Texplosion means a sudden violent 
bursting or breaking caused by an 
internal force and accompanied by a 
sudden or rapid expansion of air and 
a sharp noise or report. [ am giv 
ing you several different definitions 
Webster 
‘An explosion is defined to be 


of explosion, gentlemen. 
SaVS > 
the act of exploding, detonation, a 
violent bursting or expansion with 
noise following the sudden produc 
tion of great pressure, as in the case 
of explosives, or a sudden release of 
pressure as in the disruption of a 
steam boiler 

“While an explosion may be caused 
by combustion such may not be the 
only cause of the occurrence Ix 
plosions may occur by reason of the 
creation, and 


pressure of steam as well as by igni 


expansion resulting 


tion or combustion.” 4 


Recent decisions have shown a 
tendency to stretch the definition of 
explosion. 

\n excellent discussion, citing the 
recent will be 
\.L.R. 2d 997. 


to pre yperty 


cases, found in 28 
\Whether or not loss 
caused by a runaway 
nuclear reaction will be covered un- 
der the explosion insurance now 
afforded cannot be determined in ad 
vance but will depend upon the cir 


cumstances of the incident. 
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other. 
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as a result, the reactor should run 
out of control, would the property 
insurance companies be 


American 
International 
Underwriters 


liable for 

resultant damage at the atomic plant 
7 Ref.: Lever Bros. Co. vs 
31 F (2d) 770 


{Continue don the 


Atlas Assurance Co 


next paae) 





In the Atomic Age tine 


under their 
standard fire policies and the 


and at outside properties 
usual 
extended coverage endorsement ? 
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the balance. It is e 
the doct 
cause the companies 


for loss even though 


ngs much more in 
that 
under 


rine 


fire in the insure 


re 
after court has held “‘tl 
‘direct cause’ ordinarily 
mous in legal = intet 
‘proximate cause,’ 
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Perhaps the best known decision 
is that of Supreme Judicial Court 
ol Massachusetts in Lynn Gas « 
Elec. Co. v. Meridan Fire Ins. Co.® 
where fire caused a shut circuit 
which, in turn, badly damaged a 
generator and other machinery. The 
court said, in holding that the entire 
loss was due to fire, ““when it is said 
that the cause to be sought is the 
direct and proximate cause, it is not 
meant that the cause or agency which 
is nearest in time or place to the 
result is necessarily to be chosen 

The primary cause may be the 
proximate 


cause ot a disaster, 


though it may operate through suc 
‘essive instruments, as an article at 
the end of moved by 
a force applied to the other end 


In the 


a chain may be 


present case the electricity 
was one of the forces of nature—a 
passive agent working under natural 
laws—whose existence was known 
when the insurance policies were 
The 


through agencies in the building, 


baicaee! worked 


the 
atmosphere, the metallic machinery, 


fire 


electricity, and other things; and, 
working precisely as the defendants 
would have expected it to work if 
they had thoroughly understood the 
situation and the laws applicable to 
the existing conditions, it put a 
great strain on the machinery and 
did great damage. No new cause 

ting from an independent source 
intervened.” 

Reasonable Probability 
The position of insurers in de- 
fending against any such claims will 
undoubtedly be based on the rule of 

probability 
Judge Cardozo in Bird v. St. 
Fire & Marine Ins. 


lowing quotation 


reasonable set out by 
Paul 
Co.!° The fol- 
from Cardozo’s 
opinion is directly in point on this 
problem: 

“The case comes, therefore, to this: 
‘ire must reach the thing insured, or 
come within such proximity to it 
that damage, 
within § the 
probability 


direct or indirect, is 
compass of reasonable 
Then the 


proximate cause, because then only 


only iS it 


may we suppose that it was within 
the contemplation of the contract. 
In last analysis, therefore, it is 
something in the minds of men, in 
the will of the contracting parties, 
and not merely in the physical bond 
9 158 Mass. 570, 33 N. E. 690 

10 224 N. Y. 47, 120 N. E. 86 


which 
at least for the jurist, this 
problem of causation. In all this, 
Everv- 
thing in nature is cause and effect 
by turns. 


of union between’ events, 


solves. 


there is nothing anomalous. 
) or the physicist, one 
thing is the cause; for the jurist, an- 
other. Even for the jurist, the same 
ause is alternately proximate and 
remote, as the parties choose to view 

a 
In other cases the courts have 
pushed the proximate cause rule to 
including the i 


was made under a 


extremes, 
which 


fire policy for flood damage because 


case in 
recover\ 
ordered to 


emplovees were 


building because of a 

the circumstances, we must 
consider the that 
might be collected for radioactive 


contamination if 


possibility losses 


a fire or explosion 


was the proximate cause. Perhaps 


how serious 


contamination can be. 


we should consider 
There 
(1951) in- 
volving a capsule less than an inch 
long 3.74 
radium salt and barium sulfate. 
capsule either fractured, 
exploded with resultant 
contents 


such 


has been a recent loss 


containing grams of 
The 
broke or 
loss of the 
the 
adjacent premises. 


and contamination of 
laboratory and 
“tis 


The plant was shut down for an ex 


tended period while the premises 
were decontaminated. 
} 


peen ade 


has 
for many thousands of 
and occupancy and 
property loss on the ground that the 
loss was due to an explosion covered 
under the extended 


Claim 


dollars in use 


il 


coverage en- 
dorsement. In another case in which 
a glass capsule containing 40.3 mg. 
of radium sulfate was stepped on 
and broken it took three months of 
difficult work to clean up the build- 
ing to the satisfaction of the agency 
responsible for the safety of per- 
sonnel. 
Specific Exclusion 

Faced with losses of this magni- 
le, multiplied many times by 
possible exposure to contamination 
over a wide area, the insurance com 
panies might well consider an ex 
clusion to be added to their standard 
forms which would clearly set out 
their intent. Such an 
would deny liability for 
indirect 


tur 


exclusion 
direct or 
loss, or damage resulting 


11 Princess Garment Co. vs 
Ins. Co. 115 Fed. 380 


Fund 


Firemen’s 
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from a nuclear reaction or from the | 
discharge or release of radioactive 
material from a nuclear reactor. 
They might also follow the present 
practice with respect to electrical 
arcing and include in their forms a 
statement that a nuclear reaction it 
self is not a fire or an explosion 
within the intent and meaning of the 
policy. 

Such an exclusion would still 
leave the companies with liability 
for individual losses from radio 
active contamination in a_ plant, 
laboratory or hospital which resulted 
from the release of radioactive ma 
terial as the direct consequence of 
an insured peril. Such losses are 
definitely insurable and can be ab 
sorbed in the rate structure. It 
would remove, however, the possibil 
ity of a massive catastrophe loss from 
a runaway reactor, even though the 
original cause of the incident was an 
insured peril 

The use of such an exclusion is, 
ot course, predi ated on the tact that 
claims for such contamination can 
be collected from the operator of the 
reactor, who can, in turn, secure in 
surance against both damage to his 
own property and the property of 
others which may be damaged as a 
result of a runaway reaction. As 
was pointed out earlier, an Insur 
ance Study Group has been working 
on this problem and there is hope 

I cannot presume to speak for the 
entire fire insurance industry, but 
the Factory Mutuals, whom | rep 
resent, have stated their willingness 
to participate in any industry pool, 
or pools, organized to provide insur 
ance protection for the operators of 
a nuclear power plant or any re 
lated installation against any loss of 
any type that was caused by a run- 
away release of atomic energy or 
fission products \ny amount of 
insurance needed in excess of the 
capacity of such an industry pool 
could be assumed by the Kederal 
government as excess insurance 

The future in the Atomic Age 
may be bright or stormy—perhaps 
it is just as well that we cannot look 
too far ahead. The fire insurance 
companies must and will face it with 
courage and with a technical under 
standing of the perils which it will 
bring. Their great service will be in 
preventing loss, rather than provid 
ing indemnity. That, too, they will 
do within their resources’ limits. 
For October, 1955 
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BUSINESS 


M. H. Blackburn, C.P.C.U. "Protection" (The Travelers Insurance Companies) 


\N ENTERPRISING riPLE-LINER 


is Jean Lincourt of Coaticook, Que 


MUI not “the last 


comprehensive coverage, but 


tract, 1s word” in 
only 
bec. “the latest word,” for there can be 
little doubt that it 
include even more 

To his 


and to gain new ones, today’s entet 


His is a small community, but 


he has built a expand to 


substantial business will 


there. Recently, when a company 
Mr. 
and de 
the 
hoilers of eight local business firms. 


coverages 


visited Coaticook, retain 


had 


information 


engineer existing account 


Lincourt him inspect 


velop for rating prising agent will go into 


Pare k is 
production at once 
()f the eight prospects, SIX accepted 





boiler coverage. True, the premiums 
weren't large, but, added to those he 
is already getting, they are contribut 
ing toward making this year Mr. 
lLincourt’s biggest. 


F YOU'RI SELLING the Home 


owners’ Policy, you may be losing 


NOT 


accounts without even knowing it 
Indeed, you could be losing an ac 
count right now, and not know it for 
another two and a half years. 

lhe reason is that credit for pre 





nuns for an existing specific policy 
can be given by any agent writing a 
Homeowners’ Policy. If vou happen 
to be the one who wrote that original 





specific policy, you're losing it to an 
the 
You might 


who is VERY 


family. 


agent selling Home FAMILY MAN _ LOVES 


owners’ Policy never He has an instinctive u 
solicit 


\Vhat’s 


more, you'd be losing the opportunity 


learn of your loss until you protect his family and 


He 
have a doll, his boy, a 
Santa 


preserve 


your client for renewal. home wants his little girl to 


wagon whet 


0 apply any further coverage to that Claus comes, and to have a 


client’s account, because the compet- fair chance in life. He dreads eco 


ing agent would already have secured nomic dependence on others and the 


virtually all your client’s personal degradation of poverty in the eyes 


business in one neat, handy, compre- of his neighbors. 

When 
pay the rent, everything is reduced 
to absolute simplicity. If she 
$100, the rent is paid; if she doesn't, 
she must move out 


hensive package 
The situation is this: 
owners’ Policy 


his widow needs S100 to 
The Home- 
is a double edged a 
sword. It is at once an opportunity 
threat 


remove it as a 


and a The only 


threat 


way to 
to existing As long as the vast majority ot 
vour prospects have capitalized only 


tunity for securing more business a 


business is to seize it as an oppor 
two ot their 


(mostly term, at that 


year or mcomes 
The insurance industry is drift 
The Home 
owners’ Policy, a multiple-peril con 


. life insurance 


ing to multiple-perils. is what it always has been and prob 


ably always will be—protection 
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Pike ATOMIC AGE was officially recog 
nized by the insurance industry when 
distributed 


operated 


commercially 
ical 


elect plant through 


nuclear power was insured by The 
Travelers in July 
West 


Milton, New 


milt by 


The plant Is al 
York, 
electric It 


and was 


(seneral pro 
uces enough energy to provide all 


power for a city of 30,000 


“ALONG WITH rH UPSTAIRS 
kitchen appliance coverage, the alert 
will see 


agent that suburban clients 


are protected from downstairs 
losses. The suburbanite is exposing 
himself to serious personal hability 
ind will find himself in dire straits 
eventually unless the insurance 
iwents convince him of the need of 
ilequate coverage 

“Suburbia’s population consists 
predominantly of the industrial ‘blue 

lar’ class. It ditterent 
than the 


In spite of 


often has 


and ideas older 


concepts 


middle class their new 


ittluence, suburbanites are exceed 


ly price-conscious, 
oldet 
agent 
market 


try 


more so than 


Phe 


afford to 1s 


y 


element insurance 
this 


He will have to do an effec 


cannot nore 


l selling job on the service aspects 
of stock company automobile, fire, 
and personal liabilitv lines on which 
direct-writers are specializing 

the 
group conformity and group 
than 


- of insurance should be con 


“In Suburbia, tendency to 
ward 

Is stronger elsewhere 
ducted on a group and family-cen 


tered more than on an individual 


Thus, 


basis the old conception ot 
centers of influence is gaining in im 
the Ameri 
suburbs gains in 
Wiliam E Hen 
dron, Hartford. 


portance as the flight of 
can people to the 


momentum.” 
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Business Interruption 


to be a poor 1 
interruption the 
more secure and s 
sured. The banker 
the solvency of a | 
to whom he lends 
latest Dun and 

a new question 
“Ts Business Intert 
Thus I feel 
Bradstreet 

who protects 

ness interrupti 
credit risk 


his prospect 


| don’t 
demand | 
ance when 
many times a 
banker’s recor 
ence to a local 
is a mistake 
4. The prosp 
ested in hin 
He does not cat 
much or to whon 
last group of 
Have you eve 
into a garage an 
walk up and 
Bud? Won't 
ever been 1ll 
come and sit 
at you s 
feeling vert 
he did n 
order to 
social call 
idle talk 


known 


ON INDEPENDENCE SQUARE 


really a beautiful policy.” This means 
nothing to the prospect. What he 
is interested in knowing is why he 
should have it and what it will do 
or his business in case he has a fire 

Let us see how it works. Suppose 
someone comes into an insurance 
agent’s office and says, “Yes, I know 
all about the 80% _ co-insurance 
clause. If I have a loss, you pay 
me eighty cents on the dollar.”” The 
went is not going to give this gentle 
man a lot of credit for his insurance 
knowledge to say the least. If an 
other gentleman walks into the office 
ind savs, “Yes, | know what the 
co-insurance clause is,” and explains 
t properly, then the agent will most 


likely talk insurance to him in an 
entirely different manner. Here is 
ent can talk the other 


y 
— 


how the a 


There is excellent material put out 


bv the National Cash Register Co 
\ short review before Visiting the 
prospect will give an agent a great 
deal of knowledge of his prospect's 
business. With the < f the book 


he need ask only one ¢ 


juestion 
“\Vhat is your income from sales?” 
He can then tell the prospect what 
his merchandise sold cost him; what 
his gross profit is; how many times 
a vear he will turn over his stock; 
and what net profit he will probably 
earn. Why does the agent want to 
lo this? This gives him an opportu 
nity to talk intelligently about the 
other fellow’s business. 

\n agent can even go further than 
that if he wishes with the use of the 
book. Suppose he delivers a policy 
on druggist’s stock. If the policy 
contains a co-insurance clause | 
don’t think he would hesitate to ask 
\Ir. Drugegist what the value of the 


Public Ledger Building 


Philadelphia 6, Pa. 


REINSURANCE 


stock is and how much insurance he 
is carrying, because he would want 
to be sure the policy complied with 
the co-insurance requirements. If 
the assured will tell the value of 
his stock, from there on the agent 
needs no further information to tell 
him all about his operations. It 1s 
that simple. 


He Was Not Interested 


Some time ago I was in Enid, 
Oklahoma and with our 


called upon a very sizable drug 


agent | 
establishment to deliver a reporting 
form policy and I thought to talk 
business interruption insurance. | 
knew the value of the assured’s stock 
because of his reporting form insur 
ance but | soon learned the assured 
wanted to talk, ‘no more insurance.” 

He told us his insurance program 
was already too heavy and that re 
gardless of what we had to sell or 
how good it might be he was not 
interested us he did not 
mean to be abrupt and would like to 
offer us a soda. 

While sitting at the soda fountain 
having a soda with the gentleman | 
explained that our purpose was not 

‘Il him some additional insur- 

in fact we did not come over 
insurance to him. We really 

came to talk the drug business. | 
told him I would estimate he had an 
ncome of so many dollars, and that 
his cost of merchandise sold must be 
lollars, and that he had a 
rofit of blank number of 


I 


( 

| said that was what we 
to talk about. 

we drank the soda _ the 

n said, “Come up to my 

office, I want to check something.” 

Hle got his | 


s 


\00ks out and asked me 
to repeat my figures, which I did. 
His next question was, ‘Who told 

explained that it 
vy a guess, but of course 


you about this ?” 
was purel 
that didn’t satisfy him at all. | knew 
he thought we were working with 
his C.P.A., and from him had re- 
ceived the information. 

Rather than cause any trouble I 
got out my National Cash Register 
book and showed him how I figured 
his earnings. He told me that we 
were less than two per cent off. He 
became interested and purchased 
business interruption insurance be- 
fore we left. The agent and I started 
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out the door and he called us back | 
and said, “Johnson, tell me what the 
rest of these fellows around town 
are making.” 

\re druggists good prospects for 
business interruption? They are 
second best from national figures 
second only to men’s furnishing 
stores. Dentists’ publications recom 
mend business interruption. So does 
the “American Druggist” magazine. 

Use the newspapers. What is 
more impressive to the insurance 
buying public than a screaming head 
line such as, “City Rocked by Ex 
plosion.” “Ten Bodies are Iden 
tified.” “Blazing Inferno which 
Claimed the Lives of Ten Persons 
in Aiken’s Worst Disaster.”” From 
the Atlanta Journal, Fire—Water 
Rubble. “Pryor Street Fire Area 
Closed Off as Peril.” To those who 
do not know Atlanta, Pryor St. is 
located in the very heart of down 
town Atlanta’s business section, and 
the fire occurred late in the evening 
of March 25, 1954. 


later, the building was still in cours: 


Seven months 


of construction. 

Were the Atlanta agents asleep at 
the switch? No! A former president 
of the National Association of In 
surance Agents who owns one of the 
finest agencies in the State of 
Georgia went to work and wrote a 
great number of business interrup 
tion policies following the loss 


Available Pictures 


Pictures taken by newspapers to 
insert in their daily editions ar 
usually available to insurance agents 
at a cost of one dollar. If an agent 
purchases these pictures as | have 
and inserts them in his kit, they will 
be a great aid in visual sales. They 
will refresh the memory of business 
men for a long time to come. News 
papers help us sell insurance. Let’s 
take advantage of it. 

5. One more excellent sales aid that 
I would like to call attention to is 
two one dollar bills. Let’s explain it 
this way to the merchant. Think of 
the first dollar as the dollars invested 
in stock, furniture and fixtures. It 
Was spent to produce the ss cond 
dollar, which we will think of as 
gross earnings. The two dollars are 
equal, but if a fire occurs doing 50% 
damage to the first dollar, the second 
is automatically lost. If it is wise to 


TT ge ntir 4 r + - + , + | 
( i e next page) 
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MR. LOCAL AGENT 


\re you getting your share of the potential profits in 
writing personal property under Inland Marine? The 
insuring public is showing an ever-growing interest in 
this single-policy, all-risk protection. PLM has just 
produced a business-getting folder on Inland Marine. 
Better send for a sample copy. You may want to put 


it to work for you. Its yours free. 


Pennsylvania Lumbermens \ 
Mu 


A 


tual Insurance Company \ 


trke 


Writing FIRE and ALLIED LINES ‘‘In the Birthplace of American Mutual Insurance"’ 





Business Interruption- 


insure the first dol it not 


equally as wise to insu second 
dollar ? 

An owner of a two house 
does not insure the first story only. 
The second story is vulnerable to the 
same hazards as the first story so 
buys insuran on the 
the 
I] 


naturally he 
entire structure Su 


case, business interruption as we 


as fire insurance should carried 

on your business 
Suppose someone family 

becomes ill: the first thir e you do 

is phone your physician. He makes 

his usual examinatio1 

a prescription which 

your local pharmacist 

have explicit confidence 

pose through error the 

is improperly filled, 

the pharmacists’ 

complications aris 

type of person to adverti 

cident, however, it is 

nature to tell a few ot 

friends of your misfortune 


long, these friends tell ; 
friends 


then naturall 

people in the communit 
occurred 
that 
publicity to 


Phe Tre 1s Iie 
will be \ 
that pa 


there 


establishment 
Now 


other foot 


let’s put. the 
\n insura 
hnsurahnce 
stock He tells him he 
checked his values, he is complying 
with the S8O% 


this same pharmacist some 
on his has 
ct) 17 S117 Lc Ee 4 lause 
and he is properly 
thanks him for his 


Now let’s 


fire occurs and the phi 


he goes! 


away assume a 
irmacist learns 
that business interruption insurance 
but 


to him 


was available, which he will, 
his agent didn’t mention 
Because the agent didn’t, during the 
shutdown period he must pay his 


ultiple | 


| 


necessary continuing expenses out 
ot his reserves, or the insurance dol 
lars he collected on his stock, and in 
addition to this, lose the net profit 
he would have earned. How do you 
think he is going to feel toward that 
Certainly no more kindly 
than a customer would toward him 
tor his mistake. 


agent ? 


How is an agent going to let the 
that 
saved a 


businessmen in his town know 
his insurance knowledge 
serious financial loss and 
possible ruin because he took care 
of his client with 
ruption policy ? 

\Vhen 
who has business interruption in 
surance will naturally advertise that 
he is temporarily out of business and 


merchant 


a business inter 
Simply this 
a fire occurs, the merchant 


Way. 


will re-open at such and such a time, 
and while he is out of business he is 
paying his employees in order that 
they may meet their obligations. 
Money Cannot Buy 

Surely no merchant would object 
to including an additional line in his 
advertisement stating that business 
interruption 
(the 


insurance 
blank ) 


purchased 
from agency enables 
him to take care of his expenses, in- 
cluding the salaries of his employees 
while he is temporarily out of busi 
ness. That has been done over and 
over again. Agents have many re- 
quests for knowledge of business in 
terruption when such an ad appears. 
Certainly that is free publicity—the 
kind money cannot buy. 

You need know only three forms: 
the Earnings Form, the Gross Earn 
ings Form and the Two-Item Co 
Insurance When talk 


Business Interruption Insurance to 


Form. you 
merchants, isn't it only fair to make 
cost comparisons® Do you realize 
that the average merchant who earns 
$50,000 gross profit annually can 
purchase Business Interruption for 
probably no more money than he is 


the NEW ZEALAND 


Insurance Company Limited 


United States Head Office - Since 1875+ San Francisco 


R. B. Masters, U. S. Manager 


Service Beyond the Contract 


rrr Deletes Aad omits jetebunaniee-ere 


paying for $50 Deductible Collision 
on his automobile? Compare the 
collision insurance with Business In 
terruption. 

Let me ask this question. Which 
would an agent himself buy if he 
had only so many dollars to spend 
for insurance ? 
mobile. 


Let’s take the auto 
$50 deductible collision on 
the average automobile 
worth $2,300 will anywhere 
from $80 to $100 according to loca 
tion. 


which is 


cost 


Suppose he had a collision, 
hitting the front end of his car pretty 
hard, and doing $400 damage. The 
adjuster will tell him to take it to 
his dealer and get the bill for repairs 
He will bring the bill for $400 to 
the adjuster and he will probably 
check it and deduct $50. The insured 
receives $350. He has paid $80 to 
collect $350. 

\WWouldn’t it be wiser to spend 
that same $80 and protect the busi 
ness that bought the car, bought the 
agent's home, keeps his life insurance 
paid, educates his children, allows 
him to have the luxuries of life and 
in addition, puts a little bit more 
| doubt 


that there is any comparison, or any 


each year into his savings ? 


question as to which an insuran « 
agent himself would buy. Neither 
do I think the insurance buying pub 
lic would make a decision different 
from the agent’s. OF course the 
collision is more likely to occur but 
isn't it Wise to protect the big loss, 
the loss that 
ditference in a 


can make a= serious 


man’s — financial 
status? I believe it is 

Let me give a few additional rea 
decline to 
purchase business interruption in 


sons why a prospect may 
surance. He will sometimes say, “If 
a fire should occur, I will collect my 
pr yperty 
quit.” 


insurance and 
That is fine, provided the 
total but 
his loss is only 50% on the contents 


damage 


man has a loss, suppose 
value. The insurance company will 
pay him only for the damaged or 
destroyed articles, and he cannot 
walk away and leave the other 50% 

Business interruption will be sold, 
and it is a question whether an agen* 
will sell it or whether he will allow 
his competitors to sell it to his 
clients. If he will compile a book 
like | have suggested, it won't be 
a book of magic, but he will go a 
long way toward putting new busi 


ness on his books. 
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And there’s a lot more in it than luck. Em- 
ployers’ four-in-one home protection policy* 
provides all the coverage that previously 
required four separate contracts .. 
it at a saving in premium costs of up to 25%. 

The four-in-one HOMEOWNERS POLICY 
gives you protection against fire damage to 
. theft at home 
. loss from storm, smoke, explo- 


.and does 


home or personal property . . 
or away.. 
malicious mischief and a long list of 
other hazards ... and Personal Liability in- 
surance up to $10,000 that covers you in 


sion, 


*Homeowners Policy not yet available in every state. 
in some States. 


Ask our agent or your broker. A 


law suits that might arise from injuries or 
property damage at home or away. These 
coverages are basic but can be broadened 
to cover loss of personal property from 
almost any contingency. 

Talk to “The Man With The Plan” — your 
Employers’ agent or your local insurance 
broker. He'll be glad to analyze your par- 
ticular requirements and work out a plan that 
will protect you without overburdening your 
budget. Look for his sign or write us for 
his name. 


deductible may apply on certain coverages 


rue Employers Group 


INSURANCE (38) COMPANIES 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD 


THE EMPLOYERS’ FIRE INSURANCE CO 


This advertisement appears in The Saturday Evening Post, October 1 


* AMERICAN EMPLOYERS’ INSURANCE CO. 


ON HIS WAY TO SERVE YOU — 
Your nearby Employers’ Group agent 
— The Man With The Plan” 


plays this sign. Itis the symbol of the 


— dis- 


most expertand helpful insurance ser- 
vice you can find. Call him in— for 
Fire, Casualty and Marine Insurance, 


as well as Fidelity and Surety Bonds, 


* THE HALIFAX INSURANCE CO. OF MASS, 





He Gave What They 
Asked 


WISHING TO TEST THI 
ot the 
be able to do anything they are paid 
to do, 


threw 


INGENUITY 

Chinese, who are reputed to 
: : 

a traveler arrived at 


said 


an inn, 
down a copper, 


| to the 

For this I want food, I 
vant drink, I want entertainment.” 
Not at all abashed by 
impossibility of the task, the smiling 


innkeeper : “ 
the seeming 


boniface presently returned. He was 
carrying a sli 


“What is 


traveler. 


watermelon 
} asked the 
“Isn't it what you ordered 
“Il order watermelon I didn't 
order watermelon.” 
“No, but you wanted food, drink, 
All are here.”’ 
“What do you mean?” 
“You eat 
juice, and you play with the seeds.” 
The the 
Chinese on salesman 
and 


<1 ] 
ordered 


and entertainment. 
the pulp, you drink the 


traveler complimented 


good 


being a 


o1vinge Tf 1 or T 
P1IVINY e! 


what he 


Iceboxes to Eskimos 
MayYBE YOU HAVE READ about a 
wacky individual who goes about the 


country proving that impossible 


things are easy 1 lad tide 
nerve enough to tr 

His name im M = 
really a publicity man for various 


New York theatri 


and his stunts are publicity stunts. 


enterprises, 


Someone used the expression, in 
describing the excellence of a sales- 


man, that he was a guy “who could 
i l “T can 
Whereupon 
and did sell 


box to an Eski 
do that,” said Morat 


oe — 
rreenian 


S€ ll an 1C¢ 


he went to 
an icebox to an Eski1 
What did it prove 


needed in icebox and 


Eskimo 
benefit of 
it, the sale was 


good, but by one 


method or another fellow 


48 


was inveigled into buying an icebox 
just to prove a stunt man’s stunt, 
and had no use for it, 
the money for othe: 
not Zoe dd business, or eth S, Or sales 
manship. 

The fact is that the best salesman 
ship consists of finding, then filling, 
human needs 


and nec ded 


purposes, it was 


Questions Answer 
Questions 


HAVE YOU EVER BEEN in this situa 
tion? 


presentation. 


You are making your sales 
\nd the buyer has 
interposed a question. You 
that in that question there is danger. 


sense 


If you answer it literally, you could 
lose the sale. If you answer it com- 
pletely, you can lose the interest you 
have built up. If you fail to answer 
it, you can antagonize the buyer, 
and so lose his confidence and your 
sale. 

Just what is the best way to an 
swer questions ¢ 

One sales authority 
vises his salesmen to answer a ques 
tion 


| know ad 


with another question; a 
method he calls the reverse question 
method. 

“Always strive to answer your 
prospect’s questions with a ques 
tion,” he says. “In this way vou can 
put him on the defensive, remain in 
strong offensive position yourself.” 

Examples : 

Prospect: Which model do you 
think I should buy ? 

Salesman: For what purpose ex 
actly will you use the equipment ‘ 

Prospect : How soon can you de 
liver this suit? 

Salesman: When do you need it? 

These examples, while rudimen 
tary, will show you the meaning be 
hind the idea, and perhaps suggest 
many opportunities for using a ques- 
tion to answer questions. 


He Puts Them at Ease 


\WHILE THERE ARE SOME SALESMEN 
who don’t know the reason for their 
selling success, there is no doubt in 
the mind of Max Romero, who is a 
topnotch man in New 
to his. 


Mexico, as 


He puts his prospects at ease 
‘And when you have a prospect 
at ease you have a chance to make 


a sale,’ savs Romero. 


These are the Romero methods, 


in case you feel you can gain by 


using them: 


‘| always approach my _ prospect 
empty-handed, leaving my sales kit 
in the car, or at the reception desk 


when calling on an executive. 
“While my manner is casual, I begin 
by frankly stating the purpose of my 
visit. But I am always polite and 
courteous and always ask permission 
to present my product for my pros 
pect’s approval. 

“With your permission,’ is not pre 
sumptuous. It does not put him on 
the defensive. | am not threatening 
him with an order pad. I don’t even 
a demonstrator. What 
to listen further? So he remains re 


laxed. 


carry harm 


His mind is open.” 


the interview, Romero 


says he strives to keep the mind 


During 


open. His presentation keeps inter 
est alive by showing benefits to the 
individual prospect. 

“T seldom speak in generalities,” 
Romero says. ‘‘People may be in- 
terested in the welfare of others, but 
not to the extent of investing their 
money. So I always talk in terms 
of my prospect.” 

He never hurries his prospect into 
a decision. What he does do is keep 
building the merits of his product, 
until in the mind of the prospect it is 
indispensable. 
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Why is he called 
an Independent 
Insurance Agent 9 


... Because he’s in business for himself — 
... Because he is free to place your policies 
with any of the carefully selected com- 
panies he represents. 


Great American 


ceovr or INSUrance Companies 


. . om , wry Try ~ FY Try 
sie viatinskadlasi salina FIRE » MARINE « CASUALTY + SURET} 
sound protection—through an 
over-all insurance program. See 


your local agent or broker 


Great American - Great American Indemnity - American National Fire - Detroit Fire & Marine - Massachusetts Fire & Marine - Rochester American 


17,000 LOCAL AGENTS *© WORLD-WIDE FACILITIES © STANDARD STOCK COMPANY PROTECTION 











The Sooner, the Better—from page 22 


° yrogramme has convinced Mr. and 
Insurance and Reinsurance Mr 


Mrs. America that they are a good 
buy. 
for experienced attention \ generation ago, telegrams were 
used almost exclusively to convey 
use a STEWART, SMITH office bad news or for high-level business 
and government communications. 
CHICAGO Today a telegram is no longer a 
Board of Trade Bldg., Chicago 4 novelty. A good selling job has con 
NEW YORK vinced us that it 


is smart to let 
116 John Street, New York 38 Western 


Union carry a vastly in 
PHILADELPHIA creased volume of all tvpes of busi 

Public Ledger Bldg., Philadelphia 6 ness and personal correspondence. 
MONTREAL Remember the old wall telephone ? 

Sun Life Bldg., Montreal 2 Calling somebody up was a major 
TORONTO undertaking in those days, but by 

897 Bay Street, Toronto 5 improving its product—just as in 
BIRMINGHAM surance companies have done—and 

Frank Nelson Bldg., Birmingham by constantly selling the idea that 
those shiny black instruments in our 
always at your service Around the Clock homes and. offices ought to be 
used a lot more often, A. T. & T. 
has not only upped its revenue to 
astronomical proportions but has 


LONDON 


also convinced the American public 
1 Seething Lane, 


so thoroughly of the value of its 
service that the government couldn't 
get the least support when it moved 
For Brokers « Agents « Companies inon A. T. & T. not too long ago 
with the cry of “Monopoly.” Con- 








stant repetition of its product and 


Don’t give FIRE service storv has given the Bell 


Telephone System a_ backlog of 

sound public relations. 
ad place to start! ; A. T. & T. is not the only industry 
that has taken its case to the people. 
\When the A. & P. Grocery chain 
was accused of violating the anti 


@ The best time to fight a fire is 
before it occurs. It takes only com- 
mon sense and a little imagination 
to recognize a hazard or an unsafe 
practice which increases the chance think. that the chain is still “doing 
of ire in your property. business at the old stand.” 
What then? Do something about : ; 

it—before it puts your business flat Isn't there a valuable lesson for 
on its back! 


trust statutes, it printed its side of 
the story in smashing, full page 
advertisements. It 1s significant, | 


of waste or trash by a carelessly the American Agency System in all 
For example, spontaneous igni- tossed match or cigarette. these success stories? I think there 
tion starts many preventable fires. Periodic inspections will alert is! If the age-old story of the Bible, 
The best way to deal with the haz- owners and supervisors of prop- which was written hundreds of vears 
ard is to provide approved waste — erty to obvious hazards. Good fire 
cans for the safe disposal of oily prevention practice is: reduce or 
rags and waste; they reduce the remove the bavard. Don’t give fire generation, if major industries which 
possibility of “accidental” ignition a place to start: have tig dienes cnmkack with tie Gain 


in the street can enlist and receive 
e his aid when they have their backs 
VPA against the wall, why shouldn’t the 
American Agency System be equally 
successful ? 
INSURANCE COMPANY The answer to that question rests 
INDIANAPOLIS 7, INDIANA 


with the agents themselves. They 
Western Department: Omaha 2, Nebraska cannot sit back and exrect the Na- 


Siena Teteeieah lt iin: OTacdlicaib illite 
FIRE & ALLIED LINES »« AUTOMOBILE « INLAND MARINE ti nal Board of Fire Un erwriters 
or their own National Association of 
Insurance Agents to do the job. 


ago can become such an all-important 
part of the lives of generation after 








Those two organizations can pro 
mote the finest of publi 
programmes 


relations 
costing millions of 
dollars, but that does not absolve the 
local agent of the necessity of giving 
his unstinted personal support to 
those programmes. Without his 
support, they will die on the vine 
“Out of sight, out of mind’ and 
“absence makes the heart grow 
somebody else’ are a 
couple of old sayings we will do well 
to remember in the days ahead. The 
time has come to put the Cadillac 
in the garage and get out like true 


tonder—of 


Americans in support of our way of 
business life. And the’ sooner the 
better. 


AGENTS POLLED 


PRIOR TO ITS ENTRANCE into the 
casualty field, the Buffalo Insurance: 
Company polled its agents on the 
competition they were facing from 
specialty companies and what facil 
ities they needed to combat it. Ot 
the 543 agents who completed and 
returned the questionnaire 40% re 
ported they were facing heavy com 
petition from specialty companies, 
primarily for automobile lines. How 
ever 109 of the agents frankly ad 
mitted they were doing nothing to 
combat this competition while 273 
More than halt, 
54%, reported fair success in meet 
\ full 80% of 
the agents felt they could compet 


relied on service 
ing the competition 


successfully if they had a competitive 
price and 53% felt their prices 
should not be more than 10% higher 
than those of the specialty companies. 

\ majority of the agents indicated 
they would prefer increased author 
ity in settling claims and underwrit 
ing and would accept a lower base 
commission with a bonus for good 
loss ratio results. They also ex 
pressed approval of a continuous 
policy but split evenly on the ques 
tion of direct billing, provided the 
agent’s interests are protected. More 
than nine out of every ten of the re 
sponding agents would prefer a flat 
commission scale on all automobile 
coverages. Of the voluntary sug 
the agents, 


made by i 
superior claim service ranked first. 


gestions 
followed by merit rating, easv pay 
ment plans, draft authority for 
agents, more reliance on agents for 
underwriting and simplified appli- 
cations. 








from President’s 1955 
MESSAGE TO STOCKHOLDERS 


rc 


TICS : . 
Lfooy a) \ s reminders of the objects of your special 
a we, | , 
ay purpose insurance Company, we repeat cer- 
a 

» 


LN 
Oran 


LEXINGTON can solve almost any sound insurance or self-insurance 


tain high points of our activity: 





problem. However, the covers it writes ordinarily are so different that 
there is no tariff rate comparison 


LEXINGTON writes deductibles, budget plans and reinsurance for self 
insurers, and it has covered many risks not previously thought to be 


marketable. 


LEXINGTON Sells convenience but it collects full rates for the risks it runs: 


ie., it is a special, not a cut rate market. 


LEXINGTON 1S Competitive in ocean and inland marine and other places 
where “‘filed’’ companies may, if they choose, meet competition. While 
licensed as a multiple line company, it avoids risks likely to develop 
protracted losses 


ly NJ ON May write insurance applying in any state but it may not 
negotiate insurance within a state where it is not licensed to solicit 


I NGTON works for brokers who control all or part of an insurance 
account, Of it acts as an insurance company’s insurance company, 


or it works directly for an insured when circumstances justify 


HERON GLOW 


INSURANCE COMPANY 


DELAWARE OFFICE: 301 WEST ELEVENTH STREET, WILMINGTON 


EXECUTIVE OFFICE: 177 STATE STREET, BOSTON, MASSACHUSETTS 


DIRECTORS 


FREDERIC C. CHURCH CHARLES COLBY HEW!I 
Chairman President 

col WILLARD F ROCKWELL WM. WOOD PR 
Chairman Pre tdent 

Rockwell Manufacturing Comy 1 Stock Yard & Transit ¢ 
Rockwell Spring & Axle Cor rustee Central Mtg. D 


NCE 


JAMES MINOT 
Partner 
Paine, Webber, Jackson & Cu 


ALFRED ¢ FULLER 
Chairman 
Fuller Brush Company 
STANLEY H. KING 


FRANK W. HUMPHREY 
Treasurer 


Vice President 
OLLINS GRAHAM 
Secretary 
Let your friends in industry know of this unique 
and constructive insurance market for buyers of quality. 


DOOOOOOOOOMOOONONR 











bi 4 became vice president of the compensa- 
@ tuaries tion and sales department in 1937, the 
position he held at the time of his death. 
He was a director of the Detroit Sales 
Executive Club and a director of the 
Hetherington: Seth Hetherington, Michigan Truckmen’s Association 
executive vice president of the Atiantic 


Mutual Insurance Company, and the Denison: Alexander Latimer Denison, 


Centennial Insurance Company died vice chairman of the board of directors 
suddenly September llth of a heart at of the Canadian Fire Insurance Company 
tack at the age of 47. Mr. Hetherington and the Canadian Indemnity Company, 
began his insurance career with the In died suddenly August I4th at the age of 
surance Company of North America in 70 Mr. Denison joined the Canadian 
1928, joined Atlantic in 1941 as assistant 
field manager and became field managei 
the following year. In 1946 he was elected 


Fire Insurance Company in 1901 and was 
soon advanced to the position of inspector. 
In 1907 he was transferred to the Calgary 
a vice president of the Atlantic Companies branch othce as manager He returned 
and in 1953 was elected executive vice to the head office in 1911 as superintendent 
of agencies and in 1919 was appointed as 
trustee of Atlantic and a director of — sistant manager of the Canadian Fire In 
Centennial Mr. Hetherington was a — surance Company and the more recently 
member of the board of directors of the formed Canadian Indemnity Co. In 1923 
First National Bank of Montclair, New he was made manager, in 1929 general 
Jersey, a former director of Community manager, in 1941 vice president and gen 
| eral manager and in 1944 vice president 
of the Community Chest. He was a for and managing director. dn 1951 he was 
mer vestryman of the St. James Episco elected president and in 1954 became vice 
pal Church in Upper Montclain chairman of the board. Mr. Denison was 

also” president of the Liverpool and 
Kimberly: Nelson H. Kimberly, vice presi Canadian Mortgage and Investment Com 
dent of the Michigan Mutual Liability pany, vice chairman ot the board of 
Company, died August 2Ist at the age of directors of United Canadian Shares, Ltd 
8. Mr. Kimberly joined the Michigan and a director of the Northern Canada 
Mutual as a clerk in 1917 and was ad- Mortgage Company, Ltd., United Corpo 
vanced through various posts until he rations, Ltd., and G. F. and J. Galt, Ltd. 


rresident and at the same time became a 


Chest fund drives, and a past president 








Buying and Selling 


Insurance Stocks 


The First Boston Corporation is active as a 
dealer in maintaining trading markets in the 
stocks of leading insurance companies, thus 
atfording investors a direct market for buying 
and selling blocks of securities at net prices. 

We shall be pleased to furnish bids or offers 
and pertinent information on shares in which 


you may be interested. 
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FIRST BOSTON 
CORPORATION 


New York BOSTON PITTSBURGH CHICAGO 
CLEVELAND San FRANCISCO 


p Srates GOVERNMENT AND ITs INSTRUMENTALITIES 
NICIPAL AND REVENUE SECURITIES 
FERRED AND COMMON STOCKS OF 
Uriniry anp RatLroap Corporations 
MPANY Stocks «+ Bankers’ ACCEPTANCES 
vat BANK FoR RECONSTRUCTION AND DEVELOPMENT 
I Forricn DoLttar Bonps 


Distributor . Dealer 
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Smith: Harry Tyler Smith, retired coun- 
sel of the Aetna Casualty and Surety 
Company, died September 7 at the age 
of 85. He joined the company as an at 
torney in the claim department and in 
1917 was promoted to counsel. Last May 
he retired after nearly fifty years service 
with the organization. Mr. Smith was a 
member of the Connecticut and American 
Bar Associations. 


Denkscherz: Joseph A. Denkscherz, secre 
tary-comptroller of the National Council 
on Compensation Insurance and one of 
the company’s foremost experts in the 
field of workmen’s compensation insur- 
ance, died August 25th at the age of 50. 
Mr. Denkscherz joined the National Coun 
cil in 1935 in Detroit, Michigan, and 
subsequently served as manager of the 
Kansas and Colorado Bureaus — before 
coming to the New York office in 1941. 
In 1945 he was appointed to the position 
of secretary and in 1950 promoted to 
secretary-comptroller. 


Tufts: Joseph A. Tufts, eastern Mas 
sachusetts state agent for the Great 
(American Insurance Company, died Au 
gust 29th at the age of 71. He began his 
insurance career in 1911 with the Eastern 
Underwriters Inspection Bureau and be 
came special agent of the Phoenix of Lon 
don in 1915. Mr. ‘Tufts joined the Great 
American Insurance Company in 1919 
after serving in the Army Engineers in 
World War I. He was in the home office 
and in several different fields for the 
Great American. 


Dow: Augustus Y. Dow, manager of the 
Butfalo, New York office of the Hart 
ford Accident and Indemnity Company, 
died suddenly September 15th at the age 
of 50. Mr. Dow joined the Hartford 
Accident in 1930 as a special agent in the 
Louisville, Kentucky branch and_ served 
in the same capacity in the Syracuse 
New York office from 1931 to 1940 when 
he was appointed special agent in charge 
of the Detroit office. He was promoted 
to manager of the Buffalo office in Octo 
ber 1943. Mr. Dow was a director of the 
Casualty and Surety Club of Buffalo, a 
member of the Insurance Club of Buffalo 
and had been active with the American 
Red Cross 


INSURANCE DEPARTMENTS 


SAM N. BEERY, provisional ap 
pointee, has been certified to the 
position of insurance commissioner 
of Colorado as a result of Civil Serv- 
ice examinations for the post. Colo 
rado is the only state in which the 
office of commissioner is under Civil 
Service. 

Charles R. Fischer, commissioner 
of Lowa, died September 8 of a heart 
ailment. He had had the longest term 
of office as insurance commissioner 
in that state, serving from 1939 to 
1947 and from 1951 until his death. 

George R. Taylor has resigned as 
assistant commissioner of Oklahoma 
to resume the private practice of 
law. 
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LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 
JUNE 30, 1955 


LIABILITIES 


sses 


ASSETS 
$ 16,918,000. 49 


0.00 


$ 3,807,806.80 
953,829 49 
155,874,898.18 
167,388 93 


Reserve for L 


n Real Estate Reserve for Loss Expenses 1,516 
Reserve for Un ved Prem 53,802 


4 Expenses 
4,752,931 .47 
3,086,000 CO 


8,922,570.24 Capital 15,000,000.00 


1, 447,167.79 


Total admitted Assets $179,012,592.90 


Net Surplus 


Total 


80,878,547.56 
$179,012,592.90 








SURPLUS TO POLICYHOLDERS $95,878,547.56 


+ $3,290,509 in the above statement ore depos 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


JUNE 30, 1955 


ASSETS 
Cash 
Mortgage Loans on Rea! Estot Loss Expenses 
Bonds and Stocks 682,617.35 Renteue tor Unees 
Interest due ond c d Expe 


Agents ond Deportme 
Bolances 


tol 


Real Estote 


All 


Capital 


other Assets 


Net Surplus 


Total admitted Assets $14,968,974.57 Total 


SURPLUS TO POLICYHOLDERS $6,818,003.14 


Securities corried at $795,921 the above stotement ore depc 


ed Premiu 


LIABILITIES 


$ 1,767,552.29 
158,410.00 
5,990,152.03 
218,210.00 
16,647.11 


ms 


nses 


1,000,000.00 
5,818,003.14 
$14,968,974.57 


sited os required by low. 


MILWAUKEE INSURANCE COMPANY 


OF MILWAUKEE, WIS. 


JUNE 30, 1955 


ASSETS LIABILITI 


asse 

Loss Expenses 

ned Prem 

due and accrued es ond Ex 

ents and Departmental ther Liot 
Capital 

Net Surplus 

Total admitted Assets $41,307,391.32 


SURPLUS TO POLICYHOLDERS $20,166,794.95 


Securities corried $2,754 » the ob 


Total 


ve statement 


es 
$ 4,797,641.93 
429,970.00 
15,257,483 60 
593,570.00 
61,930 64 
3,000,000.00 
17,166,794.95 
$41,307,391.32 


nses 


ore deposited os required by law 


THE METROPOLITAN CASUALTY INSURANCE 


COMPANY OF NEW YORK 
JUNE 30, 1955 
ASSETS 
Cosh 


Mortg 


ye t € tate 2 6 Re 33 Expenses 


erve for. 


Bonds and Stocks serve for Unearned Prem 


129,074.2 erve for Taxes and E 
nds held under Reinsu 
Treaties 


Interest due and accrued 


Re 
Re 
Fu 


Agents and Departmental 
slances 
Equity 
In re 


All 


4,448,971 92 

All other Liabi 
Capital 
Net Surplus 


n Marine and Foreign ties 
ce Pools 131,211.80 


ther A 191,657.78 


sets 
Total admitted Assets $52,977,574.38 
SURPLUS TO POLICYHOLDERS $16,207,271.84 


750 


Total 


Securities carried at $4,440 n the cbove statement ore deposited as 


Western Department 


120 So. LaSalle St., Chicago 3, IIlinois 


Southwestern Department 


912 Commerce St., Dallas 22, Texas 


LIABILITIES 


18,266,637.50 
1,878,775.00 
14,818,502.75 
1,428,986.73 
263,540.22 
113,860.34 
2,000,000.00 
14,207,271.84 


$52,977,574.38 


required by low 


HOME OFFICE 


ted 


NATIONAL-BEN FRANKLIN INSURANCE 


COMPANY OF PITTSBURGH, PA. 


JUNE 30, 1955 


ASSETS LIAPLLITIES 


Capital 
| other Assets 


Net Surplus 


Tetal admitted Assets $15,842,216.68 Total 


SURPLUS TO POLICYHOLDERS $7,934,710.80 


ve tement ore dep e eq 


1,000,000.00 
6,934,710.80 


$15,842,216.68 


ROYAL GENERAL INSURANCE COMPANY 


OF CANADA 


JUNE 30, 1955 


ASSETS 
Cash $1 Re for Taxes ond Expe 
Bonds 


Interest D 


Capital 
Net Surplus 
Agents an 

Total admitted Assets 


$454,279.25 Total 


SURPLUS TO POLICYHOLDERS $450,415.93 


Securities carried at $55,802 the above statement ore deposited as requ 


LIABILITIES 


100,000.00 
350,415.93 


$454,279.25 


red by law 


COMMERCIAL INSURANCE COMPANY 


OF NEWARK, N. J. 
JUNE 30, 1955 
ASSETS 


Capital 


| other Assets Net Surplus 


Total admitted Assets $61,951,477.15 Total 


SURPLUS TO POLICYHOLDERS $17,776,037.87 


Securities corried at $1,692,141 in the above tement are dep 


Pocifi 


Department 


F 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Fore 


102 Maiden Lone 


Canad 
800 Boy St 
535 Homer St., Vancouv 


an Departm 
yn Deportment eicak 


New York 5, New York 


sited os required by 


LIABILITIES 


2,000,000.00 
15,776,037.87 


$61,951,477.15 


aw 








For October, 1955 














GLA 


from other Fields 


ian _!@ Va 


FRANK H. BEACH 
Professor of Marketing 
University of Illinois 


HE BIBLE is one of the greatest 
| ae on selling ever to be writ- 
ten. It contains many stories of 
outstanding their 





salesmen and 
achievements 
For example, take the story of 


Moses 


had to be good to do the selling job 


truly a great salesman. He 


assigned to him. He was just an 
fellow, tending cattle for 
\ Voice 


him to go 


ordin ir 
his father from 
told into 
Egypt and sell Pharaoh the idea of 
Now 


calling for 


in-law 
above down 
freeing the children of Israel. 
there was 
salesmanship 

Pharaoh dummy. He 
knew that the children of Israel com- 


a prop sition 
wasnt a 


prised the very backbone of his labor 


supply. Let them go Don’t be 


silly ! 


Moses made the sale. It required 


twelve interviews to do it! It de- 
manded persistence and 
faith. But when Moses got through, 
Pharaoh was happy to see the Israel- 
ites go. 


courage, 


Now it is years later. Moses has 
become a leader, a sales manager, if 
you will. He selected twelve men 
to “spy out” or size up a wonderful 
new territory he was planning to 
take over. He wanted to make sure 
it was as promising as described. 

When the men returned, ten of 
them reported as follows: 

“Yes, Moses, it is a wonderful 
land, flowing with milk and honey. 
However, we should not try to take 
it. For the people are greater and 
taller than we; the cities are great 
and fortified to the heavens; and, 
moreover, we have seen the sons of 
Anakim there.” 

The other two men gave a differ- 
ent report. They agreed that it was 
a wonderful land and, they said, “Is 
this not the land promised to us by 
our Fathers? Then—even though 
we saw giants in the land 
in and take it.” 


let us go 


The older Biblical version gives 
a clearer interpretation of the report 
of the ten. They were quoted as 
saving, ‘We saw giants and we were 
as grasshoppers in our sight, and 
so we were in theirs.” In other 
words, the fears of the sons of Ana- 
kim, the giants, caused them to be- 
come as grasshoppers in their own 
sight. 

Every year the writer comes into 
close personal contact with scores of 
college men thinking seriously of 
entering their own ‘Promised 
Land,” the land of selling. Most of 
them are beset by the fear of the 
giants, just like the ten men of old. 

What are the chief 
“oiants” or fears which turn some 
capable young men away 


some of 


from a 
selling career? 

ling 
(1) Fear of personal inadequacy: 
College students who have high 
grade averages and participate freely 


in campus activities, and whose tests 
reveal a strong aptitude for selling, 
have this fear of personal shortcom- 
Can I do the job? Do I have 
what selling takes? What about the 
high turnover among salesmen? Am 


ings 


I going into something in which | 
will fail? 

The way to remove this fear is 
through 
The come that if 
vo. really want to succeed, the com- 


reasoned _ self-assurance. 


realization must 
pany will show you how. They will 
do everything to help you, if for no 
other reason but that it is to their 
own self-interest to do so. 

(2) Fear of the buyer: Can I cope 
with the tough prospect? Can I 
handle the P.A.—or the buyer? 
Will he ask questions, or raise ob- 
jections that I cannot answer? He 
has all the advantage. I am afraid 
of him. 

The training you receive, the help 
from the sales manager, the discus- 
sions with other salesmen, the ex- 
perience you acquire, and the as- 
sorted that you 
constantly are accumulating will all 
add to your confidence in being able 
to meet the buyer head high and 
firm. 


2 
io? 


other information 


3) Fear of making calls: Just the 
dread of making a call and being 
turned down creates a real fear in 
the It's like the 
major league batter who hit 300 last 
season but who is worried about this 
new season. 


young salesman. 


Training and follow-up supervi 
sion which emphasizes the “law of 
and the fact 
that buyers are just like other people 
when approached properly—helps to 
handle this fear. Joint work with 
other salesmen is also another aid. 
(4) Fear of competition: Will IT be 
able to compete with the other fel- 
low selling my line? Will he be able 
to give price concessions or make 


averages” in selling 


buving inducements I cannot match ? 
Will my company make it possible 
for me to meet competition success- 
fully? Will competitors be as fair 
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Grasshoppers 


and ethical with me as I plan to be | 
with them? Will my product be as 
attractive as my competitors’ ? 

This fear may be banished by | 
going out with a skilled man on the 
first actual selling trips, to prove 
conclusively how exaggerated such 
fears are. Competition exists; but | 
you are likewise competition for | 
your competitors. 
(5) Fear of quota: How can I pos- | 


sibly sell the quota assigned to me? | 


This fear may be common to many 
salesmen until they remember that 
each quota should be broken down | 
into months, weeks and days. First, 
determine how much must be sold 
each day, on an average, to attain | 
the annual quota by year’s end. Even 
more important, determine how 
many calls you require to make a 
sale—again on the average. Then 


plan your work to make the proper | 


number of calls each day to make 


your daily sales volume. If your | 


data is correct, your quota will take 
care of itself. 

May I recount one more story 
from the Bible. When David slew 
the giant, Goliath, he refused to 
wear the heavy armor of King Saul. 
His only weapons were his sling- 


shot and five smooth, flat stones | 


selected from the bed of the brook. 
If salesmen today will select the 


five smooth selling-stones—a pleas- | 


ing personality, a thorough knowl 
edge of the product to be sold, a 
familiarity with the needs of each 
prospect contacted, an understand 
ing of the simple psychology of sell- 
ing, and a complete devotion and 
dedication to the worth of the sales- 


Re | 
man and his ability to serve—then | 
all of these giants that are encoun- | 


tered in selling may be defeated. 


With such an attitude indoctri- | 


nated into the thinking of every 


salesman, the fears may be reduced | 


to grasshoppers and you, yourself, 


may develop into a giant of selling | 


efficiency. 


Reprinted from ‘Sales Review" published by 
Publishers Digest, Inc., 415 North Dearborn St., 
Chicago 10, Il. 


For October, 1955 


We're firing up sales 
in October! 


The Kemper Companies Are Backing Up Their Agents 
with Another Big Sales Campaign in October — a Nation- 
wide Promotion of Fire and Homeowners Policies Sloganed 


“We're On Fire in October’... 
featuri 
rng... 


Coast-to-Coast Newspaper Ads 
Free Promotional Materials 


Skilled Advertising Service for Agents 


This is another Kemper Aid-to-Agents Innovation . . . 


including, within the last 18 months, these developments: 


@ Kemper-Matic Six Months Auto Policies 
@ Kemper Approved Insurance Advisor 
Advertising Program 


®@ Kemper Booklet Auto Policies 


If you are interested in representing an organization that 
really boosts, as well as believes in, the American Agency 
system — call or write N. C. Flanagin, Executive Vice 


President, Home Office. 


LUMBERMENS Mutual Casualty Company 
AMERICAN MOTORISTS Insurance Company 
AMERICAN MANUFACTURERS Mutual Insurance Company . 


DIVISIONS OF 


KEMPER 


INSURANCE 


CHICAGO 40 


FEDERAL MUTUAL Insurance Company 





Branches in: ATLANTA @ BOSTON e@ DALLAS e¢ LOS ANGELES 
NEW ORLEANS @ NEW YORK e¢ PHILADELPHIA ¢ SAN FRANCISCO 
SEATTLE ° SYRACUSE ° ste) te), hie) ’ VAN WERT, OHIO 





new | © 





Who's Who in 
Industry 


Commerce and 


This, — the h uw 
edition of this reference book com- 


piled by the editors of “Who’s Who 


in America,” 


ternational 


contains biographies 
20.000 top bri 


In briet of | isiness eX 


ecutives the world ove r, key indexed 


to over 6.000 lea ling firms 
A new section, “The Catalog of 
Businesses” is, 


by busine SS, and 


d Principal 
fect, an index 
is tied 


of the 


into the biograpl ical section 


book by a system of numeri 


cal keys. This enables 
book 


a user of the 
who wants to know the names 
of the top men in a given company 
to look up the company, then follow 
the keys given there to biographical 


sketches of its executives 


Per copy. 
I 2 Who, 
Building, 


Rates, Coverage and Capacity: De- 
velopments and Problems 


1 


This booklet 11k ud the 
the 


AY 
Vew 


papers 
presented at 


Insurance Confer- 
held in | 


Yor Mav +6, 
per by Alfred 
fr, rormer oO 


New 


ence 


iperintendent 
York, 


In rate 


which 


making supervision, the 


general theory underlying rating 


W. W. GREENE, Ine. 
REINSURANCE 


Advisers and 


ACTUARIAL 


age Consultants 
Intermediaries 


* 
110 Fulton Street, New York 38 
WOrth 2-4327 


publications 


laws and related matters in the prop- 
erty insurance field. 

Other papers discuss new devel 
opments in insurance. One of them, 
by D. J. Daenzer, describes recent 
progress in multiple line underwrit- 
including the manufacturer's 
output policy, the merchandise floater 
policy, and the multiple peril block 
policies. The remaining papers ex- 
plore problems of coverage and ca- 


ing, 


pacity and offer valuable comments 
on the impact of technical and social 
trends on insurance, as well as a 
discussion of the basic philosophy 
underlying insurance. 


18 pages, $1.75 per copy ($1.00 
published by the 
American Management Association, 
330 West 42nd Street, New York 
30, Noa. 


to members), 


Estimatics 


I’stimatics is described in this new 
brochure as a scientific approach to 
the problem of accurately estimating 
automotive damage. The brochure 
three week 
course in automobile physical dam- 
age estimating. 


describes a intensive 


The course is de- 
signed to teach at first hand how an 
automobile is put together and just 
exactly what makes it go. The 
theory behind the course is that the 
high cost of claims adjusting can be 
at least partially the result of send- 
ing mechanically untrained claims 
men out ona claim. It points up the 
fact that the claims man who under- 
stands auto mechanics to the point 
where he talk the 
language is in the best position to 


can mechanic's 
make the best possible adjustments. 
The brochure step-by-step 
how the course given by this school 
is set up. 


shows 


32 pages available without cost 
from the Vale Technical Institute, 
Inc., Blairsville, Pa. 


Financial Responsibility Law Digest 


A new motor vehicle financial re- 
sponsibility law became effective 
October Ist in Florida. This digest 
contains a summary of the 
visions of that law. 

Sample available without 
cost. Quantity prices quoted upon 
request. Published by the Alfred M. 
Best Company, 75 Fulton Street, 
New York 38, N. Y. 


yHro- 
‘ 


CC I vv 


Controls and Techniques for Better 
Management 


Of particular interest to top man- 
agement, this booklet is a collection 
of papers presented at a general 
management conference held early 
this year. Included in it is an article 
discussing research in 
non-technical terms, and explaining 
what management can expect from 
the new tools which assist in the 
making Other 
papers describe how a company sets 
up controls 


operations 
decision process. 


governing 


growth and how research and de 


ce ymMpany 


velopment are coordinated and con 
trolled. 


64 pages; $1.75 per copy; $1.00 
Published by the 
American Management Association, 
330 West 42nd Street, New York 
56, N.Y. 


to members. 


Current Practice in the Development 
of Management Personnel 
This report describes 
ment development techniques most 
frequently used by four hundred and 
sixty companies participating in a 
recent survey. It 


manage 


examines some 
current company practices, and sug- 
gests how to get the most from pro- 
grams for developing and _ training 
inanagerial personnel. 

On the basis of the survey, the 
report sets forth certain fundamental 
principles of management develop- 
ment of interest to all executives 
concerned with this important aspect 
of management education. 


35 pages, $1.75 per copy ($1.25 
to members), published by the 
American Management Association, 
330 West 42nd Street, New York 
70, FT. 
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Strictly for the birds 


But burglars or robbers are birds you can’t scare easily. 
Not when your home or business is ripe for picking. 
They ll feather their nests with your valuables ... any hour, any day, any night. 
There’s only one sure way to protect yourself against financial loss from burglary and robbery. 
That’s adequate insurance. . . covering your cash, jewelry, merchandise, 
important records and other valuables. See your Maryland agent or broker today. 
Remember: because your Maryland agent knows his business, 


it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


Burglary Insurance is only one of many forms of Maryland protection for business, industry, and the home. Casualty Insurance, 
Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement designed to help Maryland agents and brokers sell more Burglary Insurance. 





THE DOLLARS YOU PAY 
FOR INSURANCE CAN BE 
THE MOST IMPORTANT 


ee 
LJ 


YOU WILL EVER INVEST 








Any investment in protection must be made carefully; 
too much is at stake in case of error. That is why you 
should turn to the local insurance agent when you have 
an insurance problem. His knowledge, experience, 
ability—plus his interest in your welfare—are assurance 
of sound advice and assistance. Q Consult your agent 
or broker as you would your doctor or lawyer... 

men you know and trust. 


GS CASUALTY -FIRE-MARINE INSURANCE 
AN SX: & ° FADELATY -SURETY BONDS 


suaranty Co., Baltimore 3, Md. « Fidelity Insurance Co. of Canada, 








& Guoranty Insurance Underwriters, Inc., Baltimore 3, Md 


fom 


i» 
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Jurisdiction of the F-.T.C. 


N CONSIDERING A SUBJECT as 
broad as this one from a legal 


point of view, many phases of the 
law are encountered. In the space 
allotted to this paper, it would be 
impossible to cover every contention 
which has been made with reference 
to the subject matter 

In the light of the present situa- 
tion and as a strict legal proposition, 
the question of the jurisdiction of 
the Federal Trade Commission over 
trade practices of insurers is prob- 
ably only of 


interest to attorneys 


representing insurance companies. 
However, should the determination 
of this question result in the en 
forcement of a Federal 


supervision over insurers, it would 


measure of 


be a matter of more general interest 
because a change would be effected 
in the entire method of supervising 
The time 
honored concept that the business of 


the business of insurance. 


insurance is completely 
by the 


supervised 


states would be shattered. 

Under 
of. Paul v. 
168 


the doctrine of the case 
Virginia (1868), 8 Wall. 
, the Federal Trade Commission 
would have no jurisdiction over the 
business of insurance because that 


case was generally recognized as 
for the proposition that 
business interstate 


The jurisdiction of the 


authority 
such was not 
commerce. 
Federal Trade Commission by stat 
ute is limited to unfair methods of 
competition and unfair acts or prac- 
tices in commerce. Thus no juris 
behalf of 
the ederal Trade Commission until 


after the decision on June 5, 1944 in 


diction was claimed on 


the Southeastern Underwriters case, 


The United States v. Southeastern 


For October, 1955 


DONALD KNOWLTON 
Insurance Commissioner of 
New Hampshire 


Underwriters Association (1944), 

The opinion of the 
court distinguished this case 
Paul v. Virginia and held that the 
business of insurance was commerce 
conducted 
lines was interstate commerce 


jee. U.S. 


=22 
90. 


trom 


and when across 


state 


The source of the jurisdiction ot 
the Federal Trade Commission is 
the Federal Trade Commission Act 
as amended. The original act was 
passed September 26, 1914, Federa 


8) 
as amended, 15 [| S. ( 14. 45 


Trade Commission Act, 38 Stat. 71 


Section 5 of the Federal Trade 


Commission Act reads in part as 


follows: 


‘(a) Unfair methods of competition 
in commerce and unfair acts or prac 

tices In commerce are 
The 


powered and 


declared un 


lawtul commission is em 


directed to prevent 


persons, partnerships or corpora 
tions, * * from using 


untair 


methods of competition and unfair 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 











or deceptive acts or 


practices 
con merce.’ 
From June 5, 1944, the 
the 
Underwriters case, to 
1945, which was the effective 
of the \/cCarran 
amended by 61 


1011-1015 


Congress ), 


date ot 
the lecision in 


’ 
Southeastern 


March Y, 


{ct, 59 Stat 


Stat. 448, 15 
4 (Public Law 
15, 79th the Federal 


rade Commission had jurisdiction 


ver unfair methods of competition 


In commerce and unfair 


ictS oT 
practices in commerce in the insut 


ince field rhis how 


ever, was not exercised during this 
period, 


jurisdiction, 


The jurisdiction of the 


lrade Commission was limited 
the McCarran Act 


supra 


tions of the 


the passage of 


umended, Che pertinent pot 


MeCarran \ct 


unended are as follow S 


“That the Congress hereby dec] 


hat the continued regulation and 
by the several states of the 


taxation 
business of insurance is in the public 
interest, and that silence on the part 
ot Congress shall not be construed 
to impose any barrier to the regul 
tion or taxation of such busines 
the several states 

“Sec. 2 (a) The business of 
ince and 
therein, shall be 
oO! the 


- regulation or taxation of such 


every pe Tson 


subject to the laws 
several relate 


states which 


musIness 


b) No act of Congress shall be 


construed to invalidate, impair, or 


supersede any law enacted by any 


state for the purpose of regulating 


the business of insurance, or which 


nue an tha naxt 5 qa) 
seq € 6x page 











PROVIDENT’S NEW 


LINE 


ACCIDENT... SICKNESS ... HOSPITAL... SURGICAL 


WRITTEN IN WORDS THE PROSPECT CAN UNDERSTAND 


Finest sales literature anywhere .. . modern sales aids 
designed to make selling easier... 


New incentive commission schedule... 

Broad coverage ... greater indemnity limits... 
Attractive optional coverages... 

Exceptions to coverage at an all-time minimum... 


Mode of premium payment to fit any prospect... an- 
nually, quarterly or monthly... 


Designed for the career man... the man seeking an 
exceptional opportunity... 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
i Chattanooga -Since 1887 


LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 


VALUABLE FRANCHISES AVAILABLE 











Everybody wants Eveuthing 
RIGHT NOW! 


Nothing satisfies a policyowner like getting his benefit check 
QUICK when he’s been sick, hurt or disabled. That’s one reason 
why Mutual of Omaha has maintained its lead, year after year, 
as the largest exclusive health and accident company in the world. 
Mutual of Omaha is famous for PROMPT PAYMENT OF 
BENEFITS .. . through 110 local service offices in the United 
States, Canada, Alaska, Hawaii, the Canal Zone and Puerto Rico. 
Mutual of Omaha sent out more than 2,000 benefit checks every 
day in 1954 . an average of more than $1,400,006 a week... 


75 million dollars for the year. A fine company to insure with... 
a fine company to s¢ ll for. 


Mutual Benefit 
Health & Accident Association 
Home Office: Omaha, Nebr. 
Canadian Head Office: Toronto 
V. J. Skutt, President 








F.T.C. Jurisdiction—Continued 


imposes a fee or tax upon such 
business, unless such act specifically 
relates to the business of insurance ; 
provided that after June 30, 1948 
the Act of July 2, 1890, as amended, 
known as the Sherman Act, and 
the Act of October 15, 1914, as 
amended, known as the Clayton Act, 
and the Act of September 26, 1914, 
known as the Federal Trade Com- 
mission Act, as amended, shall be 
applicable to the business of insur- 
ance to the extent that such business 
is not regulated by state law.” 

From the provisions of the Mc- 
Carran Act, it will be seen that from 
March 9, 1945, its effective date, to 
June 30, 1948, the Federal Trade 
Commission Act did not apply to 
the business of insurance. From 
June 30, 1948 on, the Federal Trade 
Commission Act does apply to the 
business of insurance “to the extent 
that such business is not regulated 
by state law.” It thus becomes im- 
portant in determining the question 
of jurisdiction to inquire what is 
meant by the words “to the extent 
that such business is not regulated 
by state law.” It might be noted 
that the constitutionality of the Mc 
Carran Act has been upheld in the 
case of Prudential Insurance Com- 
pany v. Benjamin (1946), 328 U. S. 
108, 439. 


Interpretation of ‘'Is"’ 


It has been contended by some that 
the word “is” as used in the phrase 
“to the extent that such business 
is not regulated by state law” means 
that only such state regulatory laws 
as had been passed prior to the pas- 
sage of the McCarran Act could be 
considered as effecting a limitation 
of the jurisdiction of the Federal 
Trade Commission. In other words, 
it is claimed that state regulatory 
statutes passed after the McCarran 
Act do not effectuate a limitation of 
jurisdiction nor would any such 
laws passed in the future effectuate 
a limitation. That such an interpre- 
tation is unreasonable can be in- 
ferred from the language used in the 
case of Prudential Insurance Com- 
pany v. Benjamin, supra, page 429, 
where the court in referring to the 
McCarran Act said: 

“Obviously Congress’ purpose was 
broadly to give support to the exist- 
ing and future state systems for 


Best’s Fire and Casualty News 








regulating and taxing the business 
of insurance.” 

Any future state system for reg- 
ulating the business of insurance 
must of necessity include future 
regulatory legislation. Congress, in 
declaring that the continued regula- 
tion by the several states of the 
business of insurance is in the public 
interest, manifested an intent to rec 
ognize future state regulatory legis- 
lation. 


"Regulate" Defined 


In examining the meaning of the 

proviso clause of the McCarran Act 
(Sec. 2 (b)), it is necessary to 
consider what is meant by regulated. 
Webster’s Dictionary defines “reg- 
ulate” as “to direct by rule or re- 
striction; to subject to governing 
principles or laws.’’ The courts have 
interpreted the word “regulate” to 
mean to adjust, govern, direct, or 
manage in accordance with estab- 
lished standards or rules. In the 
Western Union case, page 469, the 
court said : 
“The word ‘regulate’ is one of broad 
import. It is the word used in the 
Federal Constitution to define the 
power of Congress over foreign and 
interstate commerce, and he who 
reads the many opinions of this 
court will perceive how broad and 
comprehensive it has been held to 
be.” 

It is apparent that the McCarran 
Act does not use the word “reg- 
ulate” in a strict technical sense. 
In passing the Act, Congress must 
have been aware of the varying pat- 
terns of state regulation as between 
the states. It is then fair to conclude 
that Congress did not intend any 
particular type or standard of reg- 
ulation or control. In view of the 
presumption that Congress must 
have been aware of the various 
patterns of state regulation of the 
insurance business, it is clear that 
the word “regulate” was intended to 
refer to regulation and control by 
state administrative officials under 

1St. Louis v. Western Union Tele 
graph Company, (1893), 149 U. S. 465; 
City of Savannah vy. Robinson (1899), 81 
Ill. App. 471; Van Ingen v. Hudson 
Realty Co. (1905), 106 App. Div 
(N. Y.) 444, 94 N. Y. S. 645; State ex 
rel Wagner v. Fields (1924), 218 Mo. 
App. 155, 167, 263 S. W. 853, 857; State 
ex rel Hollywood Jockey Club, Inc. v 
Stein (1938), 133 Fla. 530, 182 So. 863. 

Continued on page 74 
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HEALTH 
INSURANCE 


CORPORATION 


BALTIMORE 
MD 


il 
Mm 


A Specialist Insurer with a Reputation for Integrity 


SPECIALISTS 
IN SMALL GROUP 
COVERAGE 


No Other Lines of Insurance 


No Business Written Direct 


Inquiries to our home office are not invited. 

We are expanding on a planned territorial 

basis, but we seek representation in an area 
SERVICE BUREAU 


OF only after we set up prompt local claim 
PARENTS’ 


x, MAGAZINE ~ service, equal to or better than that pro- 
4 


a vided by Blue Cross, and can furnish train- 
ed specialists to assist agents and brokers. 


American Healt 


INSURANCE CORPORATION 


Baltimore, Maryland 











NASMUCH frHE NEXT FEW ar- 
ticles will be devoted to the subject 
of “minimum needed,” as 


Much and 


discussed 


income 
al low 


procedure 


outlined in’ the 
W hat 
last 


Kind” 
month, let us see what income 
Too 


the 
msurance 


is available from life insurance 


few of us realize the value of 


income provisions of a life 
Nor do we realize how 
our Toate 


Work,” are 


take advantage of the 


contract 


more Insurance 


mucl 
Dollars at worth, if we 
rious guar 


anteed income provisions 


She Would Receive 


For « xample, $10,000 of proceeds 
available to your wife at your death, 
can be taken under the “Installments 
Certain Option.” With 


interest, 


a ( ompany 


guaranteeing 214% she 
would then receive instead of $10,000 


the following amounts for the 


gy speci 


fied periods 


ive nth 


$177.00 


Total 
$10.620 
11,280 
66.40 11,952 
52.70 Z 12.648 


QO4 (VW) 


The actual increase in value from 


$10,000 to $10,620 is interest, on 
there is an «¢ ; 


which an 
$1,000 a year, so that 


xemption olf 
with $10,000 
gain for 
would 


proceeds involved, the full 
the number of years chosen 
be tax-free income to your wife 
Suppose, however, thes« 
had 
her and invested in some other way. 
The interest and income trom that 
would be taxable 


pre ceeds 


been taken in a lump sum by 


investment 
to her at that 
would have lost its 1 


income 
time, inasmuch as it 


lentity as insur 


ance proceeds when withdrawn 
Above tis a table, based on a 21.4% 
the 


necessary to 


the 


interest guaranteed showing 
amount of 


$100 a 


Insurance 
provide month for 


number of years specified 


62 


IRA D. KEITER 


Insurance Broker, Albany, N. Y. 


Vonthly 
$1,187 
2,344 
3,473 
$575 
5.650 
6,099 
7,722 
8,720 
9.694 
10,640 
11,572 
12,475 
13,358 
14,218 
15,058 
15,877 
16,677 
17,456 
18,217 
18,960 
22,407 
25,455 

By retaining the above table, you 
will be able to apply a measuring 
stick against the minimum needs 
required in each of the items we will 
This should be 
analyzing the program of your own 
clients as well. 

In order to further pursue the 
question of “How Much and What 
Kind of Life Insurance Should | 
Own,” ask yourself first, “What is 
the minimum amount of cash which 
will be needed to pay last 
expenses 7” 

Using the outline of 
penses’” indicated 
easily determine the answer. 


discuss. useful in 


my 


“Last Ex 
below, you can 
Sub 
Last Expenses 
1. Medical bills 


2. Funeral expenses 


3. Installment balances 
4. Current unpaid bills 
Costs of settling your estate (Usually 


Federal estate tax 

State inheritance tax 
income tax 
property 


Outstanding 


Outstanding taxes 


tract the total “Cash Needed” from 
the gross value of your estate, and 
you no doubt will be shocked by the 
potential shrinkage in your gross 
estate, by reason of these last ex- 
penses. This shrinkage factor has 
been known to be as high as 50%, 
therefore, it warrants you 
rather than 
wife’s and executor’s consideration 


con 
sideration now, your 
at your death. 

Of the which will ulti 
mately be needed to give your wife a 
debt-free start, you can currently use 
a small percentage to purchase a life 
insurance contract, thereby guaran- 


amount 


teeing complete coverage of these 
expenses at death. Under the 1954 
Internal Revenue Code you can now 
give your wife money, for the pur 
pose of buying life insurance on your 
life to cover your last expenses, as 
long as there is no possibility of 
ownership of the policy reverting 
She will collect the 
proceeds at the time they are most 
needed, but the proceeds will not 
now be includable in your estate for 
tax Life in 
surance, as a result of this new rul- 
ing, is now more than ever, the most 


back to you. 


estate determination, 


practical method of providing for 
these costs, and I would therefore 
recommend that you give consider- 
able thought to your own particular 
needs, along these lines. 

Sell yourself on this idea of pro- 
viding cash for your last expenses, 
and your enthusiasm will aid you in 
selling your clients on the same idea. 

Minimum Cash Needed 
$ 


“ 


Total Cash Needed for Last Expenses 
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A PLAN 10 SELL 
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( ys! IN FIVE Of your clients will buy life insurance 
in the next year. How can you get this business? 
Probably most of them don't even realize you're 

interested. You need to tell them — and show them 

that life insurance is just as much part of your busi- 
ness as fire or automobile. To do this successtully 
you need two things in your agency: 

1. A plan for prospecting, sales promotion and 

selling that experience has shown really works. 

2. A life insurance company whose fieldmen and 

home office staff understand, and know how to 
work with, fire-casualty agents and brokers. 
For many years The Connecticut Mutual's field 
and home office staffs have worked closely and suc- 
cesstully with thousands of fire and casualty agents 
and brokers. They know the special problems of 
selling life insurance through general insurance agen- 
cies to clients who have previously bought only fire 
and casualty lines from them. Over the years Con- 
necticut Mutual has developed scores of practical 
selling, advertising and sales promotion tools espe- 
cially designed for general insurance men. 


‘BUSINESS 


Life Insurance 
TO YOUR 


Fire-Casualty 
CLIENTS 


PRACTICAL FREE BOOKLET 


Many of these ideas have now been combined into 
a 20-page, 8% by 11 booklet that tells full details 
of our special facilities to help you. It will show you 


@ Why it is profitable for your agency to write life 
insurance 
Complete details of Connecticut Mutual's plan to 
help you sell 
Why Connecticut Mutual is a good company for 
you 
Why Connecticut Mutual is a good company for 
your clients 
Examples of successful life insurance selling ex- 
periences in fire-casualty agencies 


A copy of this valuable booklet is yours for the 
asking, without the slightest obligation on your part 
It has helped guide many general insurance men 
toward bigger net profits through selling life insur- 
ance. It can probably help you, too. Send for yours 
today! 


_,, He Conraclioul Uluttuah 


over, 
1OOY 
YEARS 7 
oe 


LIFE INSURANCE COMPANY + Tarifferd 





CONNECTICUT MuTUAI 


Hartford, Connecticut 


I am interested in selling life insurance so please send me, free 
booklet “A Plan to Help General Insurance 


Vame 


Street 


Town or City 


INSURANCE COMPANY 


Dept. B 10-5 


and without obligation your new 
Insurance.’ 


Men Sell Life 


State 








‘"M ONE of these tunny people 
who doesn't believe any two people 
are alike. I don't think 


what has 


worked for me will necessarily work 


for you in the same way But these 


things I believe 


Thinking of the Future 
It took a year for me to decide 
to make life in career. 
| was a traveling man, representing 
several large textile firms in a five 


state area. Even though | was earn- 
ing a nice income, I wasn't too happy 
work, simply beca 


in my use it kept 


much. At 


we had two children and 


me away from home too 


that time, 


another on the way I be gan to think 


ve 
n 


about my future and what other line 


of endeavor I could engage in. 
Here, there 


lems. | | 


too, were some 


prob- 
was choosey. | wanted a 
1 could be at 
which | 
This 


TO be one of 


business where home, 


and yet one in could earn 
a nice income new occupation 
had and yet 
one in which little or no initial capi- 


Ty T1060 
prestige, 


tal would be required. Immediate 


income was not as important as long 


range opportunity and security. 
[ had long since convinced myself 
that the only thing | had to offer a 
No 

specialized 
lity to talk to 
people, a desire to learn 


prospective employer was me 
college degree, and no 
training—just an abi 
and a will- 


ingness to work 


64 


Believe 


It was then that I recalled a con- 
versation with a successful life in- 
surance salesman who was, and is, a 
friend of mine. This man seemed 
to have attained all of the things in 
his career | wanted a new business 
to offer me. On my return to 
Shreveport, I went to see him, and 
he in turn arranged for me to have 
an appointment general 
agent. I talked to him and to repre- 


with his 


sentatives of many other companies, 
for we all agreed that this change | 
was contemplating would be a 
change for life, far too important to 
decide upon 
lightly. 

I finally decided that no one com- 
pany could offer anything in the way 


quickly or to take 


of salary incentive, or contract pro- 
that another company 
couldn't offer. The determining fac- 
tor was training. After carefully 
weighing and comparing, it seemed 
to me that the home office school 
plus inspiring leadership of the com- 
pany I now represent would be the 
best for me. 


visions, 


No Short Cuts 


\t this point I feel that these re- 
marks could easily be construed as 
In reality, they 
aren't meant to be, for I feel very 
humble and grateful that I have 
done what business I have. I defi- 
nitely do not have the attitude that 


being egotistical. 


“IT am a success in life insurance,” 
for |’m told it will be five years or 
more before I know this. And it is 
that it should be, for 
doesn’t it take five years for a new 
clothing store to get established? 
Doesn't it take the same period for 


reasonable 


a doctor or attorney to prove him- 
self? Why then, shouldn't it take 
equally as long for a new man in our 
field to realize success, for there are 
no fast and easy roads in any busi- 
ness. You've got to work hard for 
what you get in any business, and 
to quote a friend, “You've got to 
do the day’s work, before you get 
the day’s pay.” 

On looking back, I learned some 
very valuable and indispensable les- 
sons during the “conditioning year” 
in which | .came to my decision to 
enter the life insurance business as 
a career. First, the concern | had in 
being away from my family while 
traveling has been an important fac- 
tor to me in this business. It taught 
me a true sense of values and pro- 
portions—the placing of human life 
values in their proper place, ahead 
of financial gains. Our clients need 
the security and protection only life 
insurance can give them far more 
than we need the immediate commis- 
sion dollars. If we sell security and 
happiness, instead of life insurance, 
our commission checks will reflect 
it. Secondly, during that year I de- 
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Sales Syyport 


on the Firing Line 


North American Accident has designed its progressive 
line of Life and A. & H. policies with the agent in mind. We’ve 
kept the agent in mind too in developing a sales promotion 
program. For example, we have channelled advertising dollars 
into a series of hard-selling local newspaper ads which are 
BEN SOUR free to our representatives to use in their local communities 
Asian iife over their own signatures. . 
Shreveport, La. - For details as to how you can participate in this program, 

write: 
S. ROBERT RAUWOLEF, Vice President 


veloped a sincere desire to help NorTH AMERICAN ACCIDENT INSURANCE Co. 
others find a sensible solution to the Life 

economic problems of life, just as a iy 24 fenr maniac i peiseees 
doctor helps his patient find the — aia 
cure to a disease. It was during 
that year that one of my old friends 
said to me, “A sincere and com- 
petent life insurance man is second 
only to a man of the cloth. As a life O 
underwriter you can, if you will, 

help others solve problems which 


they refuse to realize they have, and LIFE OPPORTUNITIES 
for this help you will receive their 
undying gratitude.” 


Boiled Down FOR 


It seems to me if we boil all this = 
down, it amounts to acquiring a cet 
tain sincerity—that aan which the == CASUALTY AND FIRE INSURANCE MEN 
finest books and the finest speakers p : ; 
on salesmanship cannot teach—that If your premium income is off or 
quality of character which cannot be not increasing fast enough to suit 
put on and taken off at will. Sin 
cerity is the moral rectitude without 














Perper reenrennne ener ennenne 
aeeeprprpazpapeeneettanaanpeneatrnnenee 


you, write Kansas City Life Insur- 
which in my opinion a man in our ance Company. We can show you 
profession is doomed to failure. | how to build it up quickly. It is an 


believe that I would receive very ideal solution now being used by 
little argument on the statement that 


our clients sense, without fail, hundreds. 
whether we are being sincere in our C. W. Arnold 
recommendations, or whether we are Vice President and Superintendent 
being hypocritical and pretending of Agencies 
sincerity. KANSAS CITY LIFE 
In my opinion, when we salesmen “INSURANCE COMPANY 
have genuine concern over the wel- = Box 139 
fare of our clients—when the con- * Kansas City 41, Missouri 


ed page 
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1S ~ Life 


WORTHWHILE? 


The more life insurance you can 
sell, the greater your assured 
annual income, on a long term 
basis. 


That's why the 


LIFE INSURANCE 


COURANT 


the Magazine of Life Insurance 
Selling, is a lifetime investment. 


IT GIVES YOU 


Dollar-producing ideas of the 
leaders, month after month. 


Convenient sections for quick, 
easy reading, covering Sales 
Methods, Sales Education, Sell- 
ing A & H, Sales Facts and 
Figures. 


Visual Sales Aids—every other 
month. 


A cumulative index for instant 
reference. 


ALL LEADING TO BIGGER SALES! 
Start your subscription NOW. 


MAIL THE COUPON BELOW. 


LIFE INSURANCE COURANT 
75 Fulton Street 
New York 38, N. Y. 


Gentlemen: 


Please start my subscription immedi- 
ately for one year at $4.00 [] two 
years at $6.00. 

Name 


Address 


Citi ene...) State 








SUCCESSFUL MARKETING 


EXTENSIVE ADVERTISING with con 
sumer appeal is essential to the suc 
cess of a sales operation that is de 
signed to reach, educate, and _ sell 
the vast personal insurance market 
that exists today, according to Clif 
ford B. Reeves, vice-president for 





BUYING HABITS 
THE CURRENT HIGH LEVEL of 
family income is changing the pub- 
lic’s insurance buying habits, accord- 
ing to M. E. Davis, vice president 
and chief actuary of the Metropolitan 
Life Insurance Company. Speaking 
on “Industrial Life Insurance” be- 
fore the examiners of the New York 
Insurance Department, Mr. Davis 
indicated that wage earners are, to 
an increasing extent, buying ordi- 
nary life insurance of larger face 
amounts instead of industrial poli- 
cies and are using the latter policies 
to cover their dependents, for whom 
replacement of earnings is not a 
factor. 

He pointed out that insurance for 
low face amounts with small pre 
miums collected regularly at the 
worker’s home originated in Great 
3ritain in the nineteenth century as 
“the culmination of a long series of 
attempts to provide life insurance 
for industrial 
families.” 


their 
Prior attempts to provide 
insurance protection for 
through Friendly Societies and 
Burial Groups had proved unsuc 
cessful because such groups operated 
on an assessment rather than on an 
actuarial basis. 


workers and 


workers 


Referring to the American adap- 
tation of this collection or 
“debit” technique as applied to 
ordinary as well as industrial in 
surance, Mr. asserted that 
“Debit business 1s an important part 
of the life insurance business as in 
dicated by the fact that about one 
fourth of the total personal life 
insurance in force in United States 
companies is presently serviced on 
the debit basis.”’ For industrial in- 
surance alone, two hundred United 
States life companies had $39 billion 
of insurance in force under one hun 
dred and fifteen million policies in 
1953. 


home 


Davis 


public relations for The Mutual Life 
Insurance Company of New York. 
Mr. Reeves spoke to the company’s 
top-ranking field representatives at 
a series of recently completed re 
gional meetings. 

Noting that alone 
can never sell life and accident and 
sickness insurance,” the MONY ex 
ecutive said that “neither can_per- 
sonal selling alone reach and educate 
the immense market that exists to 


‘advertising 


day. However, advertising and sell- 
ing, working together, can reach, 
can precondition, and can sell this 
great new market, and give us a 
momentum we have never known 
before.” 

“Our greatest competition,” con 
tinued the speaker, “comes not from 
other life insurance companies, but 
from the makers of other products, 
like cars and fur coats. In com- 
petition for the public’s dollar, these 
other industries their 
products seem highly attractive and 


have made 
desirable through extensive adver 
tising and other mass merchandising 
methods. To meet this competition, 
life companies in the past few years 
have added glamour and consumer 
appeal to their products, and sub 
stantially increased their advertising 
appropriations to publicize the 
advantages of insur 
\s a result, said Mr. Reeves, 


merits and 
ance.” 
there is unprecedented public in 
terest in our products. ‘‘Personal 


insurance is becoming something 
that more people want, and take 


pride in owning.” 





AVERAGE POTENTIAL 


TODAY THE AVERAGE MAN starting 
out to earn his living has a prospec 
tive lifetime income of $150,000, 
based on current conditions of em- 
ployment, income and survival rates, 
and their projection into the future. 
Comparable figures in 1949 worked 
out at $133,000. The growth in op- 
portunity, in educational level, and 
in skill of the working population, 
coupled with the marked increase in 
the productivity of the whole econ- 
omy, is mainly responsible for this 
satisfactory increase. 
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OTHER MUTUALS. || WERE THE WILL ALWAYS BE 
HOW COME? BESIDES, | FIRST IMPORTANT TO US; 
“NEW ENGLAND LIFE” | | MUTUAL LIFE WE'RE SIMPLY 
IS EASIER TO SAY | COMPANY. GOING TO GET MORE 


AND TO REMEMBER. | | OUT OF LIFE. 


7" 2 | 

















NEW ENGLAND 
Madial LEK re 


NY THAT FOUNDED MUT 





NE of the first things that at- 
tracted me to the insurance 
business was a unique feature of the 


industry known as a 
count. 


renewal ac- 
The thought that I could 
receive commissions from sales made 


five, seven or even nine years ago 


was extremely intriguing 
is. But ] 
renewal 


. it still 
that this 
feature was not 
something guaranteed when I signed 
a sales contract; it was something 
I had to develop on 


learned 


soon 


account 


something | 
had to concentrate on as I made each 
sale; delivered each contract and 
gave the best service I could to each 
policvowner. I also had to remem 
ber that a sale is never completed. 
The word “close” is used to describe 
obtaining the applicant’s signature 
and the first premium. In 
ness this could be 


our busi 
more aptly de 
scribed as the beginning. 


Here's What I've Used 


With these thoughts in mind, I 


devised the following methods to 
help me keep business on the books. 
oY: ll \ é eds 


cause he needs protection and will 
still 


\ prospect buys be 


renew his coverage only if he 
needs the pr tection. 

I:veryone has financial problems 
and service is the best way 
them. Not 
problems 


to solve 


everyone has the same 
] the 
but everyone's situation is a 
different other fel- 
at least we like to think our 
problems are unique. So 


they are essentially 
same 
little 


low S. 


from the 


I make my 

presentation as personal as | can, for 

the prospect is 

problems. 
“Will 

Mary 

disabled or if 


interested in his 


Mrs 


need 


Jones, Johnny and 


income when you are 
you were to die soon? 
You can arrange a personalized plan 
to take care of your special needs.” 

“Will you and Mrs. Jones have 
enough income for retirement? You 
can arrange now to send part of 
your earnings ahead so that you can 
retire in comfort and be free of 
financial worries.” 

I otten letters to 


prospect his problem and 


use show the 
how an 


When 


written 


] t 
SOLVE Il 


insurance plan will 


using these or any othet 


presentation | make them as personal 
as I can 

After agreement 
trom my prospect that he has a need, 


obtaining at 


68 


I present the plan to meet his need. 
[ never present a plan without first 
creating a need. 

Keep the explanation simple- 
When a man understands what he 
is buying, he is more likely to buy. 

Prospects are concerned with what 
the plan I am offering will do for 
them. ‘They are not interested in 
technical explanations. A plan that 
will guarantee the family a monthly 
income check of $200.00 until the 
children are grown has much more 
sales appeal than the extended insur- 
ance value at the end of a particular 
year. 

Close to sell and keep it sold 
Completing the application is the 
logical conclusion to determining the 
prospect’s problem and offering the 
solution to that problem. When 
completing the application there are 
several ways to keep reminding the 
prospect why he is buying protec- 
tion: 

“Mr. Prospect, sign your name 
here, the same way you will want it 
to appear on the monthly income 
checks you will 
retirement.” 

“T am certainly glad to be able to 
recommend you to my company for 
this special protection and I know 
that when you receive your first re- 
tirement income check you will wish 
that you had begun this plan even 
earlier so that you could have pro- 
vided a larger amount of income.” 


receive for your 


Get the First One 


As all of us know, we haven't 
made a sale until we collect the first 
premium. And of course, all of us 
try to obtain an annual premium: 

“When outlining this plan, we 
talked about monthly deposits, but 
I know will be interested in 
learning that you may make a deposit 
only once a year. This will result 
in a savings of approximately 6% 
to you, and also eliminates the details 
involved by making 12 deposits each 
vear. 


you 


This will be much more con- 
venient for won't it, Mr. 


Pros} ect ?”” 


you 


In collecting the first premium, 
remind the prospect that he will 
make renewal deposits on this con- 
tract. 

“Just make your check payable to 
the company, as you will be sending 
your future deposits directly to them. 


‘By giving me your check now we 
will make this protection for your 
family effective today. You will 
send your renewal deposits directly 
to the company and each time you 
make a deposit you will be providing 
this protection for them when they 
need it.” 

In our selling interviews we show 
the prospect why he needs and 
should buy protection. In the time 
that elapses between when he signs 
the application and receives the 
contract, he might have forgotten his 
need for this protection and consider 
it only as another way to spend his 
hard earned money. So we must 
remind him of his reasons for buying 
this fine protection. 

At time of delivery, I review the 
need for which this contract was 
purchased, and then explain how 
the contract meets this need. When 
explaining the benefits of the con- 
tract I keep the explanation as simple 
as possible and omit any technical 
terms. I make every effort to im- 
upon the prospect that his 
premium deposits are purchasing 
protection for his family when they 
don’t need it so that they will have 
it when they do need it. I almost 
always attach a letter to the policy 
briefly summarizing the important 
points of the contract. I explain to 
my client that he may use this letter 
for future reference. 

Monthly and quarterly cases come 
up for renewal more often so there 
is a greater danger of their having 
a lower renewal ratio. I concentrate 


press 


on them by: 
1. Always making an at- 
tempt to collect an annual 
or semiannual premium, 
pointing out the 
and convenience of 
method of 
2. Explaining to the policy- 
owner that even if he is 
unable to pay the balance 
of an annual or semi- 
annual premium to date he 
still can take advantage of 
this savings by paying the 
balance due on either of 
these modes of payment 
within 90 days from the 
policy date. 
3. Reminding my monthly 
policyowners that there 
have never been so many 
beautiful automobiles, 


savings 
this 
payment. 
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fancy refrigerators, or 
television sets 
and _ that 
will be in 
competition with 
premium notice but, 
if they will compare the 
contract that 
guarantees their children a 
college education or pro- 
funds to pay the 
on their home in 
event of death with any of 
these luxury they 
will very quickly pay the 


handsome 
the 
these 


on market 
luxuries 


strong 
value of a 
vides 
mortgage 
items, 
renewal premium. 
When contract, I 


always try to “size up” the policy 
owner 


delivering a 


is he thrifty or a_ spend- 
thrift ; is he thoughtful of his family ; 
and so on. 

Younger people with many finan 
cial obligations and those in the 
lower income group have a lower 
renewal ratio, yet they mav need 
the protection more than those in 
Rather 
than not sell them, we can, by giving 


the higher income groups. 


them special attention. keep their 
business in force and help them to 
provide their families with adequate 
insurance protection. 


Keeping Up Contact 
If | 


certain 


have doubt about a 
policyowner renewing, | 
keep my record cards on his contract 
in a special numerical file so that | 
will just “happen” to drop by for a 


some 


visit a few days after he receives his 
first premium notice. This practice 
has been very helpful in keeping this 
business in force. 

\nytime is a good time to contact 
the policyowner, for as every sales- 
man knows, they are our best source 
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of new business and referred leads 
This in itself is good reason to 
keep as many policyowners as we 
Here are some of the ways | 
up 
owners: 


can. 


keep contact with my policy 


1. Sending birthday cards 
to all the 
family. 


members of 
2. Occasional “drop in 
visits” to see if I can be of 
service. 

3. Immediate contact when 
I receive a “Special Offer” 
notice. On these calls | 
emphasize that the policy 
owner has not pur 
chased protection for his 
family but that he has also 
hought his own insurability 
that 
someday he will be unin 


only 


I also remind him 
surable, perhaps even now 
This gives me an effective 
reselling point 


In Closing 

These ideas are not new or revolu 
tionary, but they are profitable to 
me for they have increased my re 
newal for a 
substantial amount of my new busi 
ness_ production. 
has taught me: 

When a man knows wily he buys 
something, he is much more likely 
to keep it when a man under 
stands what he bought, he is proud 
of it and is glad to recommend a 
similar plan to his friends and rela 
tives 


income and accounted 


Following them 


. when a man receives good 
service from whom he bought his 
first contract, that salesman is going 
to receive additional business from 
that policyowner. 


Business Men’s Assurance, B.M.A 








This | Believe—from page 65 


cern is so great that we lose our 
appetites like a high school boy in 
love for the first time—we’ve caught 
the true spirit of life underwriting. 

I discuss every case with my wife 
and silent partner, 
silent! She has my 
biggest assets. Her attitude, in urg- 
ing me to attend many night meet- 
ings, and in literally forcing me to 
make night calls at 


who isn’t so 


been one « yf 


times when | 


have been too tired to move has 
truly been a motivating force. I say 
gratefully that in every case we have 
sold, be it large or small, she has 
shown genuine interest in what we 
have done for our client. She has 
continuously prospected for me, and 
has relieved me of many outside 
obligations that I might devote more 
time to my business of selling life 
insurance. 
Regarding the Estate Control 
plan, its utilization does just one 


A real eye-opener 


“For a nun at ™ I 


haven't 
written too 
Harry H 
Maryland, Exect dent of the 
Marvyla 1 , ] 1 { 
(shown here with Dale 


savs 


Riverdale, 


ackson, 
Manager of Prudential’s Potomac 
Washington, D. C 


Agency, 


“T was fiving blind until I learned 


about Prudential’s brokerage service 
how I could substantially increase 

my income and at the same time 

clients invaluable 


render my Service 


“This exceptional service has helped me 
make a lot of new contacts, strengthen 
old ones and even with all the help 
from Prudential, I still get the 


commission 


TO: BROKERAGE SERVICE * THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more al Prudential’s BROKERAGE 


make LIFE sal 


ADDRESS 


| 


SERVICE and how it will 


10 THOs 
S fy 





THE PRUDENTIAL 


thing. It is a tool whereby we may 
make the prospect realize his need. 
Mr. John Q. Prospect sets his own 
needs in our first interview. If we 
get a realistic exec sheet, we can 
return for a realistic second or clos- 
ing interview. 

What have we done for Mr. 
Prospect? We have developed what 
his needs require in the way of life 
insurance, taking advantage of all 
social security benefits. We have de- 
veloped what he wants to accom- 
plish. We have placed facts, not a 
lot of small talk of supposition, in 
his lap for him to act on. 


People & Their Insurance 


The fact has been just short of 
amazing to me this last year as | 
contacted prospects how many peo 
ple don’t know what their insurance 
will do. They have no concept of 
the magnificent values already ac- 
cumulated in existing insurance. 
Our job is selling, but equally as 
true it is one of educating an unedu- 
cated public to the jobs which our 
product is suited for. It has been 
a revelation to me the attitude people 
have of wanting to hide when they 
see a life insurance salesman come 
into their office. The sooner we dis- 
pel this apparent distrust by im- 
pressing upon them the wonderful 
property we have to offer, the sooner 
all life insurance men will enjoy the 
respect of the entire community. 
\nd last, but not least, only then will 
the success ratio in this business in- 
crease. 


Time Control 


Let me spend a few moments em- 
phasizing another thing which I con- 
sider most important to a new man. 
It has been cussed, and discussed, 
but in my opinion there will never 
be enough emphasis placed on time 
control. It is so easy for a new man 
to fall into the habit of coffee drink- 
ing and visiting by telling his con 
science, “I’m not wasting my time, 
I'll sell this man someday.” 
Malarky! If we know the man well 
enough to visit or have coffee three 
or four times a week, then we know 
him well enough already to sell him, 
and that cup of coffee is not improv- 
ing our chances. All we are doing is 
wasting precious working hours. 
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The controller must be well kept 
and accurate. It will tell an invalu 
able story next time that slump hits. 
If we will just look back to the pages 
when we were really operating, and 
compare them with rate of activity 
during our slump, the cause of said 
slump will be in black and white. 
How many calls, contacts and exec 
sheets were we getting then, and 
how many are we getting now? We 
can't sell them, if we don’t see them, 
and the 
should be 
troller. 

The controller is equally impor- 
tant in the part it plays in being 
a self-inflicted form of work habit. 
If kept well the first year or two, 
work habits will perma- 
nently good, and help in the future. 
Remember—work habits can be 
good or they can be bad. A well 
kept controller helps in making them 
beneficial. 


story for our own good 


right there in our con- 


become 


Develop Trust 
We are 


clientele 


all striving to build a 
men and women who will 
give us repeat business in the future 

clients who don’t hesitate to send 
us to their friends, and who con 
fidently will tell their children years 
in the future, “You let Ben 
talk to you about buying this first 
life insurance. 


Sour 


His advice to me was 
sound, and he won’t take advantage 
of you.” In short, what we all want 
to develop with our clients is that 
thing called control. 

In trying to develop some degree 
of control clients | 
used the Estate Control plan sum 

Without a doubt, it has cre 
many 


with my have 
mary. 
ated good impressions, but 
more than that, it 1s my entree to 
return the following vear and bring 
it up to date. It is appreciated by my 
client because I have done something 
for him, and it is my silent salesman 
for if done right my client will prob 
ably 


which means 


show it to a friend or 
just that many 


prospective clients for me. 


two, 
more 


My Own Program 


The book I show originally to a 
client is my own program. I’m 
proud of my program and I feel 
that by showing a prospect that | 
actually 


own a fairly substantial 


amount of life insurance, I justify 
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ALL THAT GLITTERS 
IS NOT SOLD 


DIVIDEND ILLUSTRATIONS — even those 
as good as present projections on our Preferred 


Whole Life plan—offer no magic sales formula 


when used alone. 


Many a prospect—unblinded by the glitter of. 


dividend payments that cannot be guaranteed 


— looks searchingly at those policy features 


which are guaranteed. 


Thus some folk buy our Preferred Whole Life 


because Total Disability and Waiver of Pre- 


mium require only a four — not six — month 


waiting period. Others buy because ‘most all 


our flexible riders can be added when and if 


Lf hey are needed ° 


These features, and others as liberal, are reasons 
our agents and brokers consider Occidental’s 
Preferred Whole Life—like all our rate book 


offerings—worth more than its weight in gold! 


“A Star in the West...’’ => 


HOME OFFICE: Los Angele 
W. B. STANNARD, Vice President 


my recommending the same thing to 
him, if his requirements call for it. 

People have told me that when the 
good Lord made me, He made an 
enthusiastic person. I don’t know 
whether that is good or bad. It may 
be because several years ago when 
| plaved my first game of golf, I got 
lucky and parred the 18th hole. 
With enthusiasm running wild, | 
went down and spent $150 on ; 


ly 
golf 
equipment, and haven't gotten a 4 

since! | this enthusiastic 


bent is true of me in the life insur- 


vat 
believe 


liked the 

Control plan the first time | heat 
of it, and when that first sale via Ec! 
was made, my enthusiasm for the 
Estate Control plan went wild, as 
did my enthusiasm for life 


ance business. | 


Insurance 


as a career. 


Not Sense 


Unfortunately, as don't 
that 


everybody isn’t an ECP prospect, and 


vet, | 


have sense enough to know 


(Continued on the next page) 





This | Believe—Continus 

incidentally I hope | never get that 
sense. I use it constantly and from 
the basic information gained in the 
first interview, proceed to develop 
my case around the need whether it 
be business insurance or estate clear- 
should avoid 
above all else a negative attitude to- 
ward the Estate Control plan. A 
negative attitude is only an excuse, 
defined by Webster as an “apology.” 


ance. I believe we 


A positive attitude is a reason which 
is defined as “a consideration con- 
firming a belief.” 

I like what I am doing, which is 
most important in any man’s life. | 
am in my office at 7 o’clock every 
working day, because | like my 
work, and take pride in the intangi- 
ble results it is producing. It gives 
me a great thrill to be able to look 
back after a short year in this busi- 
ness and be able to feel I’ve really 
done something for my clients. It 


Me. BROKER: 


Why Not 
Sell More 
Life 
Insurance? 


If you are located in 
any of the following 
states (where The Man- 
hattan Life is licensed ) 
WE WILL BE GLAD TO 
FURNISH YOU WITH ONE 
OF THESE HELPFUL KITS 
Arizona, California, Colora 
do, Connecticut, Delaware, 
Florida, Indiana, 
Maryland, Michigan, New 
New York, North 


Ohio, Oregon, 
Pennsylvania, 


Illinois, 


Jersey, 
Carolina, 
Texas, Vil 
ginia . . . Washington 

Also District of Columbia 


and Alaska 





Agency 
Department 


INSURAN 
of New Yorn, 

NAME 

ADDRESS 


CITY 


THE MANHATTAN LIFE 
COMPANY 


Ea a) MUTTON 


ZI IFE Insy 
— img EL aE COMPANy 
Ta — = 


Foy WITH 


This Manhattan Life Kit 
Will Help You Do It! 


MANHATTAN LIFE’S 


46 FEATURES 


will help boost your life 


sales, increase your income 


One feature of the kit 


is a folder describing the 46 features 


INTERESTED IN GROUP LIFE 
AND PENSION PLANS? 


Manhattan Life is outstanding in both of them 


CLIP THE COUPON NOW! 


120 WEST 57th STREET 
NEW YORK 19, N. Y. 


has been the source of a great 
amount of satisfaction that some of 
these people I’ve sold happiness and 
security to will go to their eternal 
reward with the knowledge that | 
have shown them proof positive that 
their little families will never have 
to stand in a bread line. Whether 
I have actually done a good job or 
not, only the future will tell. With- 
out being mercenary, the future will 
tell if the considerate and sincere 
point of view I have tried to take 
will build for me the type of clien- 
tele that will provide a substantial 
income in the future. 
Let’s not fool ourselves. Sure we 
want to help our fellow man, but 
charity starts at home, and the rea- 
son we are all in this business is be- 
cause each of us believes it will pay 
handsomely. To get these rewards 
in the future, there is no magic for 
mula. We've got to work, we must 
regulate our time and it is impera 
tive that we get “control” with as 
many clients as possible through sin 
cerity and service. 


Put the facts on the 


S¢ ales and 


measure by any standard we may 


choose Have we actually worked 


as hard as we should? Have we 


gotten three or five or seven con 


tracts a week? Have we been sin 
‘ere in our recommendations? Has 
our clients’ welfare always been up 
permost in our mind? Let’s answer 
these questions truthfully, now. 
\Ve can fool others, but we 


not fool ourselves, for if 


can 
we don't 
evaluate ourselves 


rewards of 


honestly 
these 


now, 
future financial 
security, and respect, and everything 
that goes with them will not be ours. 


Aetna Life, AEtna-izer 





NO DANGER OF RUNAWAY 


“LIFE INSURANCE SALES are. not 
dangerously ahead of the economy,” 
recently declared Chester =. 
lischer, vice-president of the Massa 
Mutual. Mr. 
pointed out that life insurance pre 
mium income increased about 49% 
from 1941 to 1947 and about 134% 
from 1941 to 1953, compared with 
an over-all average in all classes of 
expenditure included in a recent De 
partment of 
102% 


chusetts Fischer 


study of 
and 181% for these periods. 


Commerce 
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FIRE RATES REDUCED 


l'-iRE RATES IN WISCONSIN have been 
reduced insurance 
department had proposed a reduc- 
tion of 17% which proposal was 
challenged by the Hire In 


some 7%. The 





SELL HARDER! 


state’s 


surance Rating Bureau. 





W. C. RATE CHANGE Keep In Touch 


Keeping in Touch with your clients in the interval be- 
tween renewals is vital to keeping them sold. This might 
be termed the when competitors try to 
cut in. If you fail to maintain in the minds of clients, 
the value of your personal local insurance service, you 
may find that some enterprising agent has displaced you. 
have It should not be difficult to find reasons for contacts 
now and then that indicate your continuing interest in 
the policyholder’s protection and security e 
Visits, 


REVISED WORKMEN'S COMPENSATION 
rates filed by the California Inspec 4 9 
‘ : ‘ ‘a ss open season 
tion RKating Bureau became effective 

( ctobet 1. ‘| he 
average of .0% 
that 


heen increased 8.7% 


new rates are an 
higher despite the 
fact statutory benefits 


Personal 
telephone calls and personal letters rank in this 
order as the more effective ways of making year-round 
personal attention the difference between your local in- 
surance agency and direct writing competitors e Com- 
munity newspapers, club news, business reports and 
economic developme nts will prov ide many items directly 
or indirectly related to clients and prospects. Changes 
Laas in policies and coverages will suggest your discussing them 
Rating Organization with this or that insured. Your own ingenuity will furnish 
the $50 deductible remains un other ‘‘ Keep in Touch”’ ideas. 

changed while the rate for full cover 


age 1S increased from $.14 to $.20 


E. C. RATE REVISION 


REVISED EXTENDED COVERAGE rates 
on private dwellings and their con 


New York 


Insurance 


tents have been filed in 
by the New York Fire 


The rate for 


Keeping in touch with our agents to assist them 
Commercial Union 
Assurance Co. Ltd. 
The Ocean Accident & 
Guarantee Corp. Ltd 
American Central 
Insurance Company 
The British General 
Insurance Co. Ltd. 
The California 
Insurance Company 
Columbia Casualty 
Company 
The Commercial etAl tre 
Union Fire Ins. Co. Standard 
The Palatine Insurance aprovection 
Company Ltd. a 
Union Assurance 
Society Limited 


' le 7 ms i . a. 
per $100 with sales and agency problems is the para 
: mount purpose of the multiple line Special 


\gents of t 


he Commercial Union-Ocean Group. 





AUTO RATE REVISION 


REVISED PRIVATE PASSENGER auto 
mobile bodily injury and property 
damage rates filed by the National 
Bureau of Casualty Underwriters 
and the Mutual Insurance 
Bureau became etfective 


1 New York 


adjustment of rates by territory and 


COMMERCIAL UNION = 
OCEAN GROUP 


Rating HEAD OFFICE e ONE PARK AVENUE 

> 
. August 24 NEW YORK 
he revision is a re 
change the over-all 
level for the state. 


doe Ss not rate 
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Revised automobile physical dam 
age rules and rates have been filed 
in a number of states by the Na 
tional Automobile Underwriters As- ber 6. 
Florida and 
Georgia became effective August 29. 


rhe changes also apply to annual saving to policyholders of 


“ee aaa ; : re ep > £2 . 
sociation. Filings in both private passenger and $737,000 in lowa and $2,605,000 in 
] 


mercial vehicles and are estimated to 


com 
New Jersey . 


The revisions apply to both private represent savings to policyholders of The revisions became effective 


and commercial vehicles 


are estimated to 


passenger 
and represent an 
annual saving to policyholders of 
$3,900,000 in Florida and $4,600,000 
in Georgia. 

The filings in Tennessee and West 
Virginia became effective Septem- 
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$1,750,000 in Tennessee and $1, 
635,000 in West Virginia 

Revisions which became effective 
September 12 in New 


to both private 


lowa and 


Jersey also apply 
passenger and commercial vehicles 
hey are estimated to represent an 


September 19 in North Dakota and 
South Dakota and likewise apply to 
both private passenger and com 
mercial vehicles. They are estimated 
to represent a saving to policyholders 
of $150,000 in North Dakota and 
$100,000 in South Dakota. 





F.T.C. Jurisdiction—from page 6! tions and duplication in law en- 


forcement. 

whose jurisdiction unfair trade prac The MeCarran Act will be liber- 
tices in the business of insurance ally construed to support state reg- 
would come, namely commissioners — ulation and strictly construed against 
any attempt by the Federal Trade 

It is important to consider that Commission to affirm jurisdic 
Congress in redefining the le of tion. '*? 
Federal and state laws made a deli- It 


of insurance 


is obvious that in order to 
cate political adjustment pe the determine whether a state statute 
purpose of permitting the states to is sufficient to preserve the jurisdic 
continue the regulation of the busi- tion of a state over the business of 
ness of insurance unhampered, to insurance, it 
the extent provided by the McCar- fully 


ran Act, by Federal legislation relat 


is necessary to care- 
appraise the intent and effect 
. . 2 Prudenti Pre ; : ; 

ing to interstate commerce and for Prudential Insurance Company vy. 


‘ Benjamin, supra; Robertson v. California 
the purpose of preventing complica- (1946), 328 U. S. 440. 
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* He is always available to furnish courteous assistance; 

© He is ever eager to provide prompt claim service; 

© He is progressive, keeping informed of current insurance trends; 
* He is friendly and trustworthy, serving his policyholders well; 
© He is a substantial citizen in his community; 

© He cus Stock-Company AGENT, the very essence of service. 


UTILITIES INSURANCE COMPANY 
PREFERRED FIRE INSURANCE COMPANY 
315 Pine Street St. Louis 2, Mo. 
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of such a state statute. No attempt 
is made in this paper to review the 
statutes of individual states because 
of the enormity of such a task and 
the rapidity with which state stat- 
utes are being presently enacted. 
It might be helpful, however, to 
make some general comments, bear- 
ing in mind at all times that the 
authority of the Federal Trade Com- 
mission extends only to unfair 
methods of competition in commerce 
and unfair acts or practices in com- 
merce. This general discussion can 
be divided under the heading of 
specitic statutes and general statutes. 
A. Specific State Statutes: 

State statutes dealing specifically 
with the authority of the insurance 
commissioner to regulate unfair 
methods of competition and unfair 
acts or practices must substantially 
cover the same ground that the 
Federal Trade Commission Act 
covers. To leave any of the ground 
uncovered would create a gap in 
the authority of the state and create 
an area, unless covered by some gen- 
eral statute, in which the Federal 
Trade Commission might exercise 
jurisdiction. 


Specific statutes must contain pro- 
visions giving the administrator au- 
thority to enforce such statutes; 
otherwise the statutes would be in- 
effective to accomplish the purpose 
for which such statutes were de- 
signed. \Vhether the enforcement 
is provided by giving the right to 
suspend or revoke the license of the 
insurer or issue a cease and desist 
order is probably immaterial. Any 
method of enforcement which gives 
the commissioner effective power to 
stop an unfair trade practice and 
prevent future violations would be 
adequate 


State statutes need not be incon- 
sistent with the provisions of the 
Federal Trade Commission Act in 
order to preserve state regulation. 
The theory has been advanced that 
the proviso clause in Section 2 (b) 
of the McCarran Act contemplates 
concurrent jurisdiction between 
lederal agencies and the several 
states in the area within the purview 
of the Federal Trade Commission 
Act, and that only in such instances 
where the state laws are inconsistent 
with the Federal law would the 
state laws be permitted to occupy 


Best’s Fire and Casualty News 








the area. In other words, on ac- 
count of the structure of the proviso 
clause namely as a “proviso,” it 
would render inoperative a Federal 
law only where the state law would 
be invalidated, impaired, or super- 
the Federal act 
inconsistency 


because 
the 
On the other 
hand, where there would be no con 
flict between the state and Federal 
law and thereby no invalidation or 
impairment or 


seded by 
of an between 


state and Federal law. 


superseding of the 
state law, concurrent jurisdiction 
would exist. 

As indicating the intent of Con 
gress, statements made on the floor 
of the Senate in connection with the 
the McCarran Act rel 


ative to the meaning of the proviso 


debate on 


ciause not only refute the narrow 
theory of concurrent jurisdiction 
but clearly support the construction 
that intended that the 
states the area ot 
regulation of the insurance business 
about which we 
that after the expiration of 
moratorium provided for by 
McCarran Act, the Federal 
would apply only in those 
where the states had not taken ap- 
propriate legislative action. 


Congress 
should occupy 
are concerned, and 
the 
the 
acts 


areas 


This position is supported by the 
preamble to the McCarran Act, 
which declares that “the continued 
regulation and taxation by the sev 
eral states of the business of insur- 
ance is in the public interest, and 
that silence on the part of Congress 
shall not be construed to impose 
any barrier to the regulation or 
taxation of such business by the 
several states.”” Section 2 (a) of 
the McCarran Act also declares that 
“The business of insurance, and 
every person engaged therein, shall 
be subject to the laws of the several 
states which relate to the regulation 
The 


words “regulated by state law” con 


or taxation of such business.” 


tained in the proviso clause must 
necessarily be read in conjunction 
with the declaration of Congress in 
the preamble and with Section 

The language used in the Pru- 
dential Insurance 
supra, page 429, 
views. In this 
Rutledge said: 


Company case, 
these 
Justice 


supports 
case, Mr. 
“Obviously Congress’ purpose was 
broadly to give support to the exist 
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Not a thing to worry about, 
Dear. Your Hunters policy 
pays your accident bills! 


Well, lady, you could show a little sympathy for your suffering husband! Seriously, 
though, hundreds of agents feel that they do their sportsmen-clients a real favor when 


they see that every hunter is given a chance to buy a Hunter's TRIPMASTER policy. 
World-wide protection against hunting, travel and other accidents. Up to $50,000.00 
Accidental Death and Dismemberment; up to $5000.00 Accident Medical Expense. 
Under the combination Accident and Baggage plan, you may insure the hunter's 
baggage and shooting gear, in addition to providing personal accident insurance (ex- 


cept in N.J., Mass. and Texas where baggage protection is written in a separate inland 


marine form). Tripmaster policies are written for any period from 1 day to 6 months. 


We'll gladly give you the details about Hunter's TRIPMASTER 


American Casualty Company 


READING, 





PENNSYLVANIA 





ing and future state systems for 


regulating and taxing the business 
of insurance. This was done in two 


ways. One was by removing ob- 


thought 
to flow from its own power whether 
dormant or 


structions which might be 
exercised, except as 
otherwise expressly provided in the 
\ct itself or in future legislation. 
The other was by declaring ex- 
pressly and affirmatively that con- 
tinued state regulation and taxation 
of this business is in the public 
interest and that the business and all 
who engage in it ‘shall be subject 
to’ the laws of the several states in 
these respects. 


this 
Congress must have had full know] 


“Moreover, in taking action 


edge of the nation-wide existence of 
state systems of regulation and taxa 
tion; of the that they 
greatly in the scope and character 
of the regulations imposed and of 


fact differ 


the taxes enacted; and of the fur 
ther fact that many, if not all, in 
clude features which, to some extent, 
have not been applied generally to 
other interstate business. Congress 
been unacqui | 
and its pury 
throw the 
weight of its power behind the state 


could not have 


these facts 
evidently to 


inte 
with 


Was 


tinued n +f next 








systems notwithstanding these var- powers of the insurance commis- 
lations sioner, and some ot these statutes 
(Page 431) “* * * Congress in- authorize him to make rules and 
tended to declare and in effect de- regulations defining his authority 
clared that uniformity of regulation and setting up procedures for the 
and of state taxation are not re- enforcement of such authority. Most 
quired in reference to the business — states also have licensing laws in 
of imsurance by the national public cluding broad powers of suspension 
interest except in the specific re- and revocation of licenses. There 
spects otherwise expressly provided are also statutes granting the power 
for.” of examination of insurers 

B. General State Statutes Whether such statutes constitute 
Some states have statutes couched regulation within the meaning of 
in general language dealing with the the McCarran Act depends upon 





SUNG ENOUGH 


TO HAVE NEW IDEAS... 


TO BE PROVEN SOUND 


10 years behind us, now-—a sound, solid foundation 


of which we're mighty proud! 
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INSURANCE COMPANY 
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Private Passenger Auto Insurance 
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Insurance Company 


Victor Montgomery, President 
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inne. serait ce § Seeymcrwene: + 


the wording of the statute in ques- 
tion and an appraisal of the effect 
of its provisions. Generally speak 
ing, such statutes should be tested 
to see if they cover the ground, 
namely permit the regulation of un 
fair methods of competition and un 
fair acts and practices and give 
the commissioner, either by the stat 
ute itself or through administrative 
procedures, the power to enforce 
such remedial action as he may take. 


The theory has been advanced 
that the activities of an insurer 
under certain circumstances would 
not be regulated by state law, even 
though the home state of such an 
insurer had all the necessary state 
regulatory statutes. The circum 
stances referred to are where such 
an insurer does business by mail or 
other methods of interstate com 
munication in a state in which it is 
not licensed, even though such state 
also has the necessary regulatory 
statutes. The theory is that a gap 
in state regulation has been created 
because the insurance commissioner 
in the foreign state has no authority 
over an unlicensed company and the 
commissioner in the home state has 
no extra-territorial authority over 
his own company. 


The interstate commerce which 
the states are not empowered to 
regulate and have never regulated 
generally involves the business trans 
acted by a company organized in 
another state in a third state. For 
example, state A which licenses a 
company organized in state B can 
not regulate, subject to certain rec 
ognized exceptions, the business of 
that company done in state ¢ 


Insofar as Allgeyer and St. Louis 
Cotton Compress Company cases 
stand tor the proposition that an 
unlicensed company is not doing 
business in a state when it makes 
contracts with a resident of that 
state by the use of the mails and 
therefore is not subject to regulation 
by the latter state, they have been 

(4) 


questioned by later decisions 


’Allgever v. Louisiana (1897), 165 
U.S. 578: St. Louis Cotton ¢ ompress Co. 
Arkansas (1922), 260 U. S. 346 
4 Hoopeston Canning Company v. Cul 
len (1943), 318 U. S. 313; Travelers 
Health Association v. Virginia (1950), 

339 | S. 643 
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MODERN AIDS 
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TEN KEY ADDING MACHINE 


The new Burroughs Ten Key electric 
adding machine is now offered in amber 
gray, alpine blue, sea mist green or Capri 
coral to compliment the decor of the office 
and meet the choice of the operator. En- 
gineered for operating ease and styling 
simplicity, all control and listing keys are 
easily within a hand's span on a comfort- 
slanted keyboard. 
in weight, 


The machine is light 
quiet in operation and has a 
durable cast aluminum base 
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Ten Key Adding Machine 
Forms Burster 
Kleen-Type 
Audograph V 
Paper Crimper 
Firm Name 
Attention of 
Position 
Firm Address 


City 











office efficiency 


FORMS BURSTER 


This new all-purpose forms burster for 
tearing continuous forms into individual 
parts is easy and efficient to operate and 
simple and economical to maintain. It 
bursts multi-part sets part by part, tum- 
bling out the intervening carbon in neat 
rolls, ink side in and will also burst “no 
carbon required” sets. The machine will 
take any type of strip form having horizon- 
tal perforations between sets and works 
equally well with marginally punched or 
plain margin forms. Widths up _ to 
17 25/32” are handled without adjust- 
ment and lengths from 3 to 22 inches with 
quickly made adjustments. Several lengths 
can be run on each setting. Specifications 
are: height 18”, width 27”, length 31”, 
weight 125 lbs., motor % h.p., 1725 rpm, 
A.C. Manufactured by Dillon-Ford and 
Company. 


KLEEN-TYPE 


This product, introduced by Konkord, Inc. 
and distributed by Underwood Corporation, 
is said to eliminate the disagreeable aspects 
of cleaning type and thus to promote better 
secretary-boss relations. It is an adhesive 
strip which is placed on the typewriter 
cylinder and, upon contact with the type- 
writer keys, cleans the type by the normal 
typewriting process. It is said to be a con- 
siderable convenience to the stenographic 
personnel of the office. 


AUDOGRAPH V 


Featuring a new “full control” micro- 
phone and high-fidelity voice reproduction, 
The Gray Manufacturing Company's 
newest dictation instrument is substanti- 
ally lighter in weight than earlier models 
while retaining their ruggedness of con- 
struction. Other features are the ‘Auto- 
matic Voice Leveler,’’ which makes for 
even recording whenever more than one 
person uses the machine, “Micro-Groove 
Discs,”” which, while paper thin, are said 
to be virtually unbreakable, can be filed 
or re-surfaced for re-use up to fifty times 
at nominal cost, and ‘Constant Linear 
Speed,” an exclusive principle embodying 
a stationary recording and reproducing 
head which allows mor2 dictation per disc. 


PAPER CRIMPER 


The fastener makes _ correspondence, 
forms, notes, envelopes and other forms of 
paper firmly seal themselves by crimping. 
Imported from England by Fred Baumgar- 
ten, it is said to be the quickest, easiest 
and most convenient method of binding 
papers without pins, clips, gum or staples. 
A quick turn of the handle securely 
fastens up to twenty-four sheets in such a 
fashion that they remain flat, cannot be 
lost, do not become torn or dog-eared and 
occupy less filing space. Booklets can be 
easily made up from single sheets and 
envelopes can be sealed in a 
proof fashion. 


tamper- 
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THE JOB-PROVED 


Smith-Corona KLECTRIC 


with the most efficient keyboard ever designed ! 





HERE is the finest of all electrics... proved on the job in all 48 states. Oper- 


ators are enthusiastic about its exclusive Keyboard Slope, scientifically sloped SMITH-CORONA 
CARBON-RIBBON 
. . ELECTRIC 
» keyboard ares ¢ any -r typew or! . : : 
in the keyboard area than on any other typewriter Pe 0 
‘ ° ‘ e F : ; correspondence see this 
It is the fastest electric ever built with a tireless, % : Dual-Purpose machine 


effortless touch. Its write is beautiful, sharp, even ‘ ; lemonstrated 


to fit natural finger movement. And more of the operating controls are located 


and distinctive. Youenjoy topspeed with less fatigue. 


Phone today for a revealing ten minute demonstration of this beautiful 


typewriter, already job-proven for efficiency by American business. 


SMITH-CORONA INC SYRACUSE 1 N Y BRANCH OFFICES OR DEALERS IN PRINCIPAL CITIES 





CONCERNED WITH TH] inci- 


disabling illness and un- 


HIGH 
dence ot 
timely death among top executives 
of business and industrial firms 
y New 
providing 
medical examinations to 
the health of their key 
personnel, and others are interested 


throughout the 
York 


pel iodi 


employers 
pres¢ rve 


in establishing similar programs, ac- 


cording to a survey report issued by 


the Commerce and Industry Associ- 
ation of New York, Inc . 
Preventive health programs ap 
peared to be the general rule in the 
of the 
moderate-sized firms, with compara- 
tively few in the Of 
the three hundred and nineteen New 


large companies and in 


SOLE 
smaller ones 
York firms participating in the sur- 
types of 
and with a 
300,000 


vey, representative Ol il] 
business and industry 
total of than em 
ployees, one hundred and thirty (or 
11% ) preventive 
health plans in operation at the ex- 


more 
have 


already 


ecutive level and eightv-seven others 


MEDICAL EXAMINATIONS 


(27%) now without them are con- 
sidering such programs, mostly to 
cover top policymaking and middle 


management pers¢ ymnel. 


Altogether, one hundred and 
eighty-nine of the participating firms 
(59% of the total) do not now have 
checkup plans and one hundred and 
two of them evidenced no interest in 
developing any. The latter group, 
however, is composed of firms em- 
ploying but 8.5% of the total per- 
sonnel covered in the survey. 


A total of 14,856 executives and 
supervisory personnel of one hund 
red and nineteen firms now provid 
ing coverage are examined each year 
(the other eleven did not report on 
the number examined.) In 20% of 
the plans reported, periodic checkup 
is compulsory. Among the volun 
tary plans, an average of 80% of 
eligible executives and _ others 
participate, 

Each of the hundred and 
thirty existing plans takes in all top 


one 


6 
5 31415 


2:7223248 


1 18 79303 


Rosert 0. GOROON 


evecer 
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ORDER 


policy-making executives. The pat 
tern beyond that: one hundred and 
twelve (86% ) middle 
(48% ) 


Supervisors ; 


cover man 
agement; sixty-two 


first line 


cover 
forty-nine 
(38%) include key non-supervisory 
personnel. Only about 10% of the 
plans have age restrictions—mini 
mums ranging from thirty to fifty 
years, with forty years the general 
rule—and approximately the same 
percentage call for salary minimums 
running from $5,000 to $15,000 per 
annum, with $10,000 the average, 
although neither age nor salarv ap 
pears to be a guiding principle for 
eligibility. Other procedures: 

I’xaminations for the most part are 
given every twelve months (some 
companies require re-examination 
upon promotion or transfer). 

cost of examinations is 
94% of the employers, 
whether made by the company’s own 
medical department, an outside 
clinic, or a private doctor of the 


entire 
be yrne by 


employee's or the company’s choice. 


HOW TO ORDER- Write your copy as you want it and send fo us. 
Please enclose payment in full or 50% deposit. We will acknowledge 
your order and give our shipping date. 


Complete satisfaction guaranteed or your money refunded. 


Write copy for 
calendar side 
here 





Write copy for 
business card side 
here 


QUANTITY 
DESIRED. 


AMOUNT 
ENCLOSED $ 


meme THE MINES PRESS unc. 


127 W. 21st STREET, NEW YORK 11 


N.Y. 


Insurance Diary — Desk, Wall Calendars 


Best’s Fire and Casualty News 





Agency 
Cost 
Control 


MICHAEL R. NOTARO 
President 
Statistical Tabulating Company 


NE LARGE, THOUGH DIMINISH 
Q)::. school of insurance agency 
executives has customarily evalu- 
ated producers only in terms of their 
total dollar premium volume. 
approach needs further 
because the rapid, 
trend of 


This 
evaluation 
continuing up 
overhead 
with the commission 
This shrint.ing of the 


ward has been 
catching up 
spread. profit 
margin has forced agency manage 


ments to analyze their operations. 


Careful Analysis 


A midwest insurance agency man- 
several years ago called me to 
his office for the purpose of discus 
this kind of 


agency. 


ager 


situation in his 
It was suggested that a care 
ful expense analysis be made. The 


sing 


objective of the study was to remove 
much of 
the expenses of doing business. At 
that time it still difficult for 
executives to believe that a system 
of cost control like that of the manu 
facturing industries 


the confusion concerning 


Was 


might be ap 
plied to an insurance agency opera- 
tion. The 
scribed 


problems and results de- 
below 
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are the outcome of 


eT A‘ 


WA 


experience with 
practically all sizes. 


our agencies of 


In a service business, such as an 


insurance agency, major production 


costs lie in the volume. of 


we rk 


paper 
writing up policies, recording 
changes, endorsements and cancella 
tions, keeping of records and making 
of reports. It obvious 
that before the degree of profitable 
ness of an agency can be determined, 
management what 
are actually paper 
After a cost analysis has been made. 
it is essential 
point the 
ness below this point is costing the 


is therefore 


must know they 


paying for work 
to determine at what 
agency breaks even. Busi 
agency money 

It is not unusual to find instance 


after instance wherein top volume 
premium producers are unprofitable 
The findings in an agency having a 
large number of producers will serve 
to illustrate this port. It 


termined in 


was de 
this agency, through 
analysis and a program of modern 
ization of their systems, methods and 
that pro 
ducers were responsible for a fourth 
of the overhead 

On the 
transaction, 


machines, less than ten 


basis ot YTOSS proht per 
top 


were 


three volume pre 
found to be 
in the high group. The 
top) premium volume — producer 
ranked forty-first when the 


nuum producers 


overhead 


average 


net commission was determined. 
This particular agency, like 


others, growing 


many 
was considered a 
and successful venture. In the terms 
of considerations before cost of pro 
duction this 
true. The situation 


largely the result of inadequate, 


was determined, was 


reverse Was 
old 
fashioned bookkeeping and account 
ing systems and methods. This type 
of situation usually presents a prob 
lem of inadequate aaa and super 
vision of accounts If sound 
premium collection practices and pol 
icles are to be established, 


the-minute 


an up-to 
ottice 
There 
that office automation techniques pay 
dividends for insurance agencies 
Iirect this 

4] 


lected in collections, thus providing 


system must be 


maintained. can be no doubt 


support of fact 1s re 
a sharp reduction in the volume of 
past items. 
executive 


due Every seasoned 
knows 
that 
pre ywducers are aware 
under 
Modern 


methods 


agent and has had 


the experience collections 1m 
prove when the 
that all 
supervision 
statistical 
sible 


items are constant 
automat 
this 


make pos 


Continuing Survey 


In our “laboratory.” the 


con- 
clusions provided by an extensive 
and continuing survey of the 


ie 


Continued o 


prac- 





Agency Cost Control—Continued 

tices and requirements of agencies 
were studied. The present “Rank- 
ing Report” evolved as a result of 
tested experience It was preceded 
by an earlier report known as the 
“Production Report.” Incidentally, 
the latter is still prepared for and 


issued to client agencies four times 


ge 
each year. Since the “Ranking Re- 


port” is prepared and issued only 
annually, the quarterly report pro 
vides signs of producer trends. 
From it, an agency management can 
determine where and what kind of 
action is needed for their individual 
producers in order to strengthen 
their profit position. 


Information Provided 


The ‘Production Report” pro- 
vides top management with the fol- 
lowing information for each pro 


ducer : 


business 
written. 
2) Number of transactions 
3) Premiums 
4) Returns. 
5) Net premiums 
*6 ) 


7) Agency commission 


] sOsses. 


8) Broker commission. 
9) Totals of items 3-5 


An analysis of all business written 
by each producer is broken down 
into the classification or 
types. The information provided by 
this exclusive feature has proved ex- 
tremely valuable as a danger signal. 


specific 


It provides an accurate basis for 
counselling producers to 
efforts into the 
which are most profitable 


put their 


types of business 


Ranking Report 


The “Ranking 
answers to 


Report” provides 
questions about pro- 
ducers that are vital to the survival 
of agencies operating on the net 
cost per transaction basis. The 
tents and 


con 
format of the are 
data 
and to save management's time by 
the 
the items 1m- 


report 
designed to provide accurate 


permitting easy comparison of 
various producers in 
portant to profit 

* Includes paid or incurred losses. This tabula 


tion is provided only to those agencies furnishing 
their loss data 


82 


The report is concerned with the 
nine principal phases of gross profit 
per transaction determination. It is 
presented on a page 14 inches by 11 
inches. Down the page, in the first 
column, is given the code number 
identifying the producers. A column 
is also provided for each of the fac- 
tors presented below in the order in 
which they appear on the report. 

Premiums. 

Return premiums. 

Net premiums. 

Net premium rank. 

Number of transactions. 

Agency commission. 

Producers commissions 

Average net commission rank. 

Average net commission 
transaction. 


per 


Mr. Notaro 


The statistical data provided in 
the reports enables managements to 
strengthen their administrative pol- 
icies and practices. Costly 
evaluating producers is 
eliminated. In the report the weak 
ones stand out like the proverbial 
sore thumb. As a result, unprofit- 
able producers can be eliminated, or, 
if their warrant, re- 
educated and re-trained. One agency 
executive this feature 
saved his company several thousand 
dollars in a brief time. In short, 
those managements which make full 
use of the information are 


guess- 


work in 


past records 


said alone 


repaid by 
increased profits. 

The format and style of the re- 
ports are such that they can be read 


as quickly and easily as a favorite 
newspaper. 

These reports are in reality only 
a by-product of the tabulating and 
calculating departments, a division 
of which specializes in insurance 
bookkeeping and accounting. All 
executives appreciate the 
advantages of the speed and accuracy 
made possible by a punched-card 


agency 


system, though many are unaware 
that it is a tool not for big insur- 
ance companies or agencies alone. 
Practically any agency can have its 
monthly reports, billings, etc., com 
pleted within a day or two through 
the use of a full complement of the 
latest computing equipment. 


Making Collections Easier 


Agencies are enabled through the 
use of a service bureau to present 
timely, uniform detailed ac- 
counts receivable statements to their 
This facilitates 


and 
producers collec- 
tions. 

\mong the many other economi- 
cal aspects of the service is that the 
agency, regardless of size, can take 
full advantage of expert insurance 
bookkeeping and accounting person- 
nel as well as the latest in mechani- 
cal “brains.” Capable, high priced, 
and often temperamental personnel, 
including machine operators, can be 
assigned to more responsible duties. 
The agencv’s cashier can attend to 
all of the details, such as furnishing 
weekly coded copies of their billings. 

The time of top insurance execu- 
tives is far too valuable to be con- 
sumed in attending to accounting 
details. Under the automatic ac- 
counting plan, all details are handled 
hy a cashier, or other key personnel, 
thus freeing top management for 
new business and assurer contracts. 


Means Greater Profits 


Thus, modernizing an agency’s 
hookkeeping and accounting tech- 
niques not actually mean 
added expense so much as it means 
greater profits, both direct and in- 
tangible. It gives the agency a more 
satisfied and harder working family 
of producers ; 


does 


improves collections: 
gives additional time to one or more 
top executives; and contributes 
generally to better employee morale. 
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Open-Shelf Filing provides room for about 40% 
more inactive files. Reference time has been cut to a 
fraction of that required under the former method. 


Save 4 Ways with Terminal 


Digit and Open-Shelf Filing 


You save space, time, labor, and 
money when you employ termi- 
nal digit and open-shelf filing 
methods. Consider the experi- 
ence of a west coast casualty 
company which rearranged its 
dailies under terminal digit filing 

. of a mid-western casualty 
company that now files its inac- 
tive dailies under the terminal 


r 


ANN 


New inactive record system ties in with 
active daily reports, maintained under 
the Terminal Digit Filing System. 


digit method on Remington Rand 
divider type shelving, as illus- 
trated above. 

In the latter case, room for 
40% more inactive files was cre- 
ated in the same amount of 
space; first-line, top-efficiency fil- 
ing equipment was obtained for 
about the same initial cost—and 
about half the long-range cost 
of second-rate transfer’ case 
facilities; reference time was 
reduced to a minimum. A con- 
tinuous filing process was estab- 
lished, and 50% more output 
obtained, by using the same filing 
system for inactive records that 
is employed with the active daily 
reports ...the Terminal Digit 
Filing System. 

For the detailed story of how 
these two insurance organiza- 
tions solved their filing problems 
so successfully, ask for your free 
copy of the July-August issue of 
Systems Magazineand forCR&84. 


Mechanized Accounting 
for Bigger Profits! 


Can your insurance agency really 
afford to ignore the benefits of 
mechanized accounting? Mecha- 
nized accounting brings huge 
savings and faster collections. 
Advantages almost too numerous 
to mention accrue automatically. 
Learn more about how to earn 
more through better accounting 
and bookkeeping operations. 
Circle AB511A for more infor- 
mation about FOREMOST, the 
Remington Rand accounting ma- 


Accounting Machine 


chine that gets your accounting 
work done faster and better. 
Circle AB&22 to learn more about 
the new complete Remington 
Rand low-cost bookkeeping ma- 
chine that brings you major sav- 
ings at a low initial cost. 


Memington. Fland. 


DIVISION OF SPERRY RAND CORPORATION 


Room 2058, 315 Fourth Ave., New York 10 


Yes, I would like to have the literature 
circled. 
July-August Issue 
of Systems Magazine 
AB511A 


CR884 AB822 


City Zone State 


NS-36 
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the new Royal electric and more work per typist 


The baby chick weighs only about two ounces. 

It takes less weight than that for a typist to 
depress one key on the new Royal Electric! And 
it takes only three ounces to push down the 
carriage return lever. 

It’s 13 times easier for her to do these jobs on 
the new Royal Electric than on a non-electric 
typewriter. This means more work per typist. 


Talk to your Royal Representative. He’s in 


RG YAL electrics standards 


the classified telephone directory. When he has 
the facts on your typists’ salaries, days worked 
per year, hours typed per day, and increased 
production, you and he will be able to figure out 
the savings you may expect from installing new 
Royal Electrics. 

Your typewriters are the only everyday busi- 
ness machines that aren’t electrified. 


Right there is food for money-saving thought. 


¢ portables «+ Roytype® business supplies 


The Royal Typewriter Company, Division of Roval McBee Corporation 
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GUY FERGASON 


How to Improve Salary Administration 


DISCUSSION OF SALARY adminis- 
Pont if it is to make any con- 
tribution to the subject, should be 
broken down into three parts: the 
first part should deal with the econo- 
mic aspect of salaries; the 
part should deal with the develop 


second 


ment of the salary structure for each 
job class ; and lastly, the control fea 
tures of salary administration should 
be covered. All are 
dealing with the question of pay rate 
try to the the pay 
check with the “size” of the indi- 
vidual’s performance, keeping one 


persons who 


relate size of 


eve cocked on the supply and demand 


factor of the labor market with the 


other eye squinting in the direction 
ot office costs. The office cost factor 
and the performance factor are re- 
lated because the latter affects the 
former. If we can establish this re 
lationship in our minds and tie the 
ultimate salary rate to performance 
rate, office cost as far as clerical labor 
cost 1s concerned takes care of itself. 


Economic Aspects 


The growth of enforced salary de- 
ductions has created a new term in 
the economic vocabulary—1.e., “take 
home pay.” None who work for a 
salary or wage and none who employ 
labor can ignore the effects of the 
diminishing pay-check balance. 

John Doe’s rated salary is $400 
per month. There was a time when 
John thought of his earnings as $400 
per month and he scaled his requests 
for salary recognition the 
$400 level. Then came along the old 
age benefit plan and survivor insur- 
under Federal 


above 


ance as conceived 


For October, 1955 


(and state) Social Security Insur- 
John centributes 2% of his 


earnings up to $4,200 per year (1955 


ance. 
rate ). 


The fact that his employer 


also contributes 2% for 


this insur 
ance plus the unemployment com- 
pensation payroll tax is of little in 
terest to John. All he knows is that 
his check is now $8 per month less 
(except for the last month and one 
half of the year when his earnings 
exceed the $4,200 limit). 

Then came along the pay-as-you 
go payroll withholding tax applicable 
to the income tax legislation. John 
filed an exemption certificate indicat 
ing that he was entitled to a total of 
two exemptions at $600 each (law 
as of January 1, 1955). Now John 
finds another deduction of approxi 
mately $55.40 per month. This just 
about pays John’s total income tax 
bill. John’s checks now total $336.60 
per month notwithstanding that he 
earns S400. 

John sets his sights at $337 per 
month as the basis for his requests 
for increases. All our arguments to 
the contrary, John’s take-home-pay 
puts pressures on the employer for 
\s the deductions 
dissatisfaction in the 
This is not a 


salary increases. 
the 
salary rate increases 


increase, 


criticism of social insurance; it is a 
recognition of its influence on the 
economic pressures against manage 


ment. 
Fringe Benefits 


Fringe benefits which John may 
not always properly evaluate and ap 
preciate may cost the employer an 
other 20 to 25% of John’s rated pay, 
and still John may feel that he de 


serves more money. All we are try 

ing to prove is that the economic as 
pects of salary determination are not 
simple, nor are they easily evaluated 
Che “real salary” which recognizes 
the purchasing value of the dollar 
Most 


of the salary adjustments of the past 


further complicates the plan. 


eight vears have in the main been 
geared to the cost-of-living theory of 
adjustment. As more and more em 
phasis is placed on living costs as the 
prime factor in adjustment, less and 
less emphasis is placed on perform- 
ance as an equally valid factor. Thus 
we have witnessed office salaries in 
and 
correct when we say, in the face of a 
venerally 


creasing, we believe we are 


declining performance 
factor. This has been a big cause of 
the growth in mechanization—trying 
to counteract the declining produc 
tivity trend and the increasing cost 
trend 


Composed of Two Levels 


In an effort to bring the salary 
rate into bolder relief so that we can 
understand what we are trying to 
accomplish, we take a page from the 
book of ideas of others and look at 
the salary as being composed of at 


least two levels 


1. The base level which establishes 


the relative value of each job, 
grouped by classes, and arrived at by 
a job evaluation plan which com 
pares the rate with other rates based 
on standard performance (average 
performance) and the job’s require 
ments (requirements of an incum 


ed on the next paae 
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booklets 


P213—Shortcut in Public Relations 


Hardly an office or business of any kind 
is not keenly concerned with the copy work 
load on its personnel. Now however the 
drudgery of routine copying can be re- 
placed by the simple operation of a photo- 
copier. This booklet offers valuable ideas on 
how direct copying can save time, expense 
and labor and how its use can often create 
goodwill among clients and prospects. Often 
a simple extra copy of certain material can 
mean a favor granted or a job more easily 
done. Thus the photocopier, as is described 
in this booklet, can be a shortcut in public 
relations. 


P214—Anniversary Organization 
Chart 


Every business firm has anniversaries 
which it desires to bring to the attention of 
its employees and of the general public. 
Often the arrangements for such a com- 
memoration are assigned to a committee, 
the chairman of which has had little or no 
experience with such a project. This four 
page folder contains a fact finding question- 
naire which will enable him to compile the 
important data required and which will serve 
as a check-list in planning the campaign. 
The fourth page consists of a suggested 
organization chart outlining the principal 
divisions of work to be delegated to the 
members of the committee. 


P215—How to Care for Your Floors 


This twenty-four page illustrated booklet 
describes in detail long-range and day-to- 
day maintenance programs for all types of 
floors. A valuable section suggests treat- 
ments for some of the most common floor 
failures such as loose tiles, yellowing, lack of 
water resistance, blooming and _ tackiness. 
It tells how to finish all types of floors, how 
to make floors safer to walk on and how to 
choose the right products for your floors. 
The suggestions are practical and workable 
and have been tried, tested and job-proven 
by practical floor maintenance men. By fol- 
lowing them it will be found that proper 
floor maintenance is not difficult at all. 
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The above material is available with- 


out charge or obligation. Simply check 
publication(s) desired. 
P213 P214 


P215 
Firm Name 
Attention of 
Position 
Address 
City 











86 


bent in order to be able to do the job 
satisfactorily ). 

The performance level which 
recognizes those who produce more 
than average, and whose conduct 
(cooperation, attendance, punctual- 
ity, initiative and interest) makes 
management’s job a little easier (be- 
cause less supervision of the incum- 
bent’s efforts is required). 

The base rate is the rate which 
recognizes average, but acceptable 
performance. It should be estab- 
lished by a formal job evaluation 
program because the rate should be 
a relative rate expressing the re- 
quirements of the various job levels. 
Each job should be studied and the 
job’s requirements determined. The 
job requirements will include such 
factors as: experience ; personality ; 
appearance; physical requirements ; 
education; and such other factors as 
initiative, dependability, etc.; as 
management may determine. These 
requirements which express the 
qualifications of an incumbent are in 
effect the job specifications. Ordi- 
narily minimal and maximal rates 
will be established so that the per- 
formance factor can be recognized 
and rewarded within the rate struc- 
ture for the job class. For example, 
if the base rate is $250 per month, 
the minimum rate would be about 
10% below the base rate, or $225. 
The maximum rate would be about 
10% above the base rate, or $275. 
This would give a 20% spread be- 
tween high and low rate. 

The percentile rate spread nar- 
rows at the low level jobs and in- 
creases as the level increases. The 
bottom scale jobs would have about 
a 10% maximum spread, increasing 
gradually as the job level increases, 
attaining a spread of 40% at the 
supervisory level, The variable 
spread recognizes the fact that at the 
bottom of the organization there are 
usually more jobs so that upgrading 
and promotion from job to job are 
easier to attain; hence, it is not 
necessary for a qualified employee 
to remain for a long period on the 
same level job. As the job level in- 
creases, there are fewer jobs; hence, 
the tenure of service increases. It 
may be necessary for an incumbent 
to remain many years on a higher 
level job before promotion may be 
available. 

In order to reward meritorious 


i kc Acagahie..dahae. 3 ohal 
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performance and encourage a quali- 
fied employee to continue his super- 
lative efforts, salary increases are re- 
quired—yet these increases cannot 
continue beyond the value of the job. 
The longer an employee may be re- 
quired to remain within a job class, 
the greater the spread between mini- 
mum and maximum rate. 


The Performance Rate 


The performance rate which is 
the productivity rate plus other serv- 
ice values can be recognized by two 
methods: 

1. Periodic review (merit rating) 
with salary increases within the rate 
range for the job for continued per- 
formance at a level above average 
with upgrading to the next higher 
job class when the maximum rate 
has been attained. This may be re- 
ferred to as the promotional plan. 

2. The payment of a salary incentive 
geared to measured production when 
actual production exceeds the estab- 
lished standard. This may be re- 
ferred to as the incentive plan. 

Management may not agree with 
the technical aspects of a salary plan 
such as we have presented herewith 

management may not accept the 
premises of a job evaluation plan- 
management may not be willing to 
measure the performance factor and 
establish an efficiency rating for the 
office staff—but the fact still remains 
that management has the problem of 
differentiating between the con- 
tributor or non-contributor to office 
efficiency and of rewarding those 
who are doing a good job in order to 
encourage their continued service 
with the company. If that problem is 
not recognized, the inefficient remain 
and the efficient resign for other jobs 
with the resulting condition of a 
gradually declining productivity fac- 
tor for the office as a whole. This 
decline in productivity is compen- 
sated for by the increased use of 
machines and the employment of 
additional personnel. 

No plan of salary administration 
will administer itself regardless of 
how carefully it may be conceived. 
As long as human beings are respon- 
sible for performance appraisals and 
must judge the efforts of others, 
there will be prejudices, miscalcula- 
tions, misinterpretations and mis- 
representations. Management must 
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act as a check and balance on the 
judgments of its subordinates by re- 
viewing the results of those judg- 
ments. Thus the first element in 
control rests on an annual review of 
all salaries. Once each year top- 
management should review each em- 
ployee’s service record. The basis of 
this review is a report to manage- 
ment which shows 





1. The employee’s name, department | 
and job title. 

2. Present rate of pay. 

3. Date of employment. 

4. Date and amount of last increase. | 
5. Service record and merit rating 
Status. 


6. Reasons for the year’s increases in | 
salaries, or conversely, the reasons | 
why no increases were given to the | 


employee in question. 
Quiet and Dependable 


Believe it or not, there are em- 
ployees who are doing a good job, On ice. 
but who are not vocal in calling eure ee 
attention to themselves. The back 
bone of the staff are the quiet, de- 
pendable, thorough and _ conscien- 
tious employees these employees 
are not the flashy eager-beavers who 
“splash the water” giving the im- 
pressions of great activities—yet 
they may be passed by because they 
do not attract attention. Manage- 
ment’s review will bring many in- 
teresting conditions to light. 


MODEL 444 


The other aspect of control is the 


establishment of minimal-maximal ee ae LS 
. ‘ a desk set... with its giant ink fountain-base 
rates as previously discussed. These 


rates are guides beyond which no that automatically fills the pen and keeps it - 
salary can go without a promotion ready to write a full page or more when- Fart 


F CHOOSE THE RIGHT 
wrong oO Ss guaranteed* 
You can’t go wrong on this guaranteed nine teh tak eee 


YOU WRITE...BY NUMBER 


rr lise 
to a higher classification which re- ever you take it from its socket. 2556 =< 
quires management’s approval. The 
immediate supervisor has the re- 2550 
sponsibility of internal development ‘ 
of the organization within the area Medium stub 
of his control subject to the review 7 30-DAY MONEY-BACK TRIAL OFFER 9314M 
of management. Some call these Carton 
rates ‘‘guides’—others call them | our: gue yegrndags =o cane aassacherivenmaiaasin 
“limitations.” Call them what you | pork poral dene ooeteamgtnperdenamsea Pit 9460 

: ; a. Self-Filling Desk Pens on your own desk 
will, they permit the play of indi- for 30 days with the understanding you ~ Prarie 
vidual initiative in departmental can return it for a full refund if you “9550 
management affairs, protecting the don’t agree it’s the best you’ve ever used. weiliate 
company from the ot siren of | ‘ benthal wailing 
some supervisors and the frugality | 2668 
of others. | 


There is no individual incentive | BR —_ 
that compares with the hope of | 
financial reward—it needs only to be 
related to performance so that the | an 


deserving will be recognized with | 
some reasonable degree of assurance. 
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| The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 
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Save up to 25% in personnel 
costs by swifter, more accurate 
handling of policies with 
“Short Write”. One simple for- 
mat designed for all the lines 
you write — Automobile... 
Inland Marine (Personal 
Lines) . . . Casualty .. . ete., 
guarantees this saving. AND 
conversion from your present 
formats can be painless as well 
as profitable ! 


Find out now how the “Short 
Write” Policy Plan can cut 
costs for you! 


Recording & 
Statistical 


CORPORATION 
100 Sixth Ave. * New York 13, N. Y. 
2815 N. Vermilion St. * Danville, Ill. 





“your key to 
better policies" 


SEND IN THE COUPON TODAY 





— NO OBLIGATION! 





RECORDING & STATISTICAL CORP. 
100 Sixth Ave., N. Y. 13, N. Y.Dept. B-10 


(C) Send me the “Short Write’’ booklet. 
C) Have your representative call. 


Address___ 
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IMPROVED 
CORRESPONDENCE 
“DEAR MRS. CALVIN,” a nine and 
one-half minute all color sound slide- 
film produced by Transfilm for the 
New York Life Insurance Com- 
pany, tackles a most important prob- 
lem facing all insurance companies. 
After the sale of a policy, most sub- 
sequent between the com- 
pany and insured is through corres- 
pondence. New York Life was 
determined to put more of the per- 


contact 


sonal touch in its correspondence. 


All Are Human Beings 


Using an actual case history, the 
lost account book of a policy owner 
(fictitiously named Mrs. Calvin) the 
slidefilm is aimed at all New York 
Life correspondents. Joe, the mythi- 
cal counterpart of the film’s audi- 
ence, prepares to answer Mrs. 
Calvin’s query with all the calcula 
tion a rainy Monday morning could 
inspire. Half way through his stern 
epistle to “Dear Madam,” he is in- 
terrupted by his wife’s telephone 
call. It seems that she lost her pay 
ment book for the local furniture 
and received a letter which 
aroused her ire. With equal indigna 
tion, Joe tells his wife that cus- 
tomers are human like 
everyone else . and who do they 
think they are? 

To be sure, Joe is constantly re 
minded that “Policy Owners Are 
People, Too” via the sign hanging 
near his desk. Nevertheless, this is 
blue Monday and policy owners 
have no right to lose account books. 
After the phone call, Joe goes back 
to his letter, but with great 
difficulty. The he wrote 
might just as well have come from 
the harsh letter to his wife. 

The film then flashes back visualiz 
ing the kindly Mrs. Calvin and the 
conditions under which she lost her 
all this 
somewhat moved. Off goes a new 
letter to “Dear Mrs. Calvin” 
“Happy Birthday” 
good measure. 

The end title flashes on, but is 
interrupted by the narrator. There’s 
a new development. Mrs. Calvin 
dropped another line to New York 
Life telling them what nice people 
\ few additional frames 


store 


beings 


now 
words 


Joe “Sees” and is 
with a 
thrown in for 


: = _ 6 | precede the final end title. 


MUSIC REPRODUCTION 


ALTEC SERVICE CORPORATION, sound 
engineering, service and maintenance 
organization, has been engaged by 
\merica Fore Insurance Group to 
provide technical supervision of spe- 
cial the 


sound for 


systems repro- 
duction of tape recorded musical 
interludes in various offices of the 


compames, 

Installation has been completed in 
the America Fore building, Charles 
ton, West Va., and a similar system 
progress in the 
company’s offices in St. Louis, Mo. 


installation is in 


It is expected the group will utilize 
facilities to convey background 
music to private offices and clerical 
personnel in other branches. 

The sound systems being installed 
comprise an Ampex tape reproducer 
contained in a cabinet also housing 
a timer, power supply and amplifiers. 
33 Altec 400B speakers carry the 
music trom a library of tape record- 
ings to five private offices and two 
floors in the America Fore Charles- 
ton, West Va., building. 


Shown is the cabinet-enclosed rack contain- 
ing Ampex tape reproducer, timer, control 
panel, power supply and Altec amplifiers 
which provide musical diversion for private 
and general offices of America Fore Group 
Insurance Building, Charleston, West Va., 
J. W. McBurney, Supervisory Engineer, ad- 
justs timer which controls music periods. 
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Electronics—PAnrt | 


GENERAL AGENCY 


JE ARE A 

W company; and although we 
have more than sixty-five regional 
sales offices, we operate on a cen- 
tralized basis in that all premiums 
are billed from our home office and 
all premium collections are sent di 
rectly to the home office. 


Two Systems of Operation 


Our organization reviewed 


and consideration given to the two 


Was 


systems of operation namely : 


2 Phe 


tem, which is based on the use of 


consolidated functions sys 


three separate records for each pol 
icy as follows: 

1. A premium billing file containing 
the data necessary for printing pre 
mium notices, agent's accounts ete. 
2. A calculations file containing the 
data necessary for calculating policy 
reserves, dividends etc 


> 


3. A policy history file containing 


the history of the policy, including 
premium payment and loan details, 
which is brought up to date auto 


matically from the two previous files 
on premium due dates. 

B. Combined 
which is 


operations system, 


based on the use of one 
record for each policy to contain all 
data which is required for premium 
billing and accounting and for the 
calculation of policy reserves, divi 
dends ete. This system is the com 
hination of many existing records 
into one record and the carrying out, 
it each processing of data, of many 
operations now performed separately 
by different departments. 

It was decided to adopt the com 
bined operations system which en 
ables us to combine at least twelve 


existing policy records, 


For October, 1955 


each of 
which contains approximately one 


half million cards. 
result 


This in itself will 
in a considerable savings in 
file maintenance as well as the reali 
zation of a much greater degree of 
accuracy. 

This main file, known as our mas 
ter file, will be maintained in policy 
number within a 
which includes two due davs. This 
entire file will approxi 
mately one hundred ten to one hun 
dred twenty 1500-foot 


sequence section 


consist ot 


magneth 
tapes Each policy will contain 
twenty words of data or two hundred 
forty digits and, by the way of com 
parison, would require a two hun 
dred forty column punched card to 
record the same information. Our 
master policy item does not include 
the name therefore, 
we have established a separate name 


and address; 
and address file which is maintained 
in the same sequence as the master 
file. There are ten words or one 
hundred twenty digits of information 
contained on this file for each policy 
Kach file is maintained separately 
since we use the name and address 
file only when preparing premium 
and policy loan interest notices, 
agent's service notices, lapse notices, 
or dividend checks. For all 


processing this file 1s unnecessary, 


other 


and we, therefore, do not want to 
pass irrelevant data through the com- 
puter repeatedly. If this information 
were combined into our master file, 
it would increase it by 50% or fifty 

The increased 
number of tapes would, of necessity, 


hive to sixty tapes 


he passed through the computer each 
time the master file is changed ot 
premiums selected 


are for billing, 


which would increase the cost of 


computer operation 
In our premium billing operation 


we shall apply all accumulated 


changes to the master file for the 
section (two due days) to be billed, 


thus ] 


master file 
(average eight tapes) which is cur 
rent, after which the billing run will 
be pre cessed, selecting all policies on 
which premiums will become due 
twenty days from the current day 


The 


section 


creating a new 


number of selected pet 


will be ap 


items 
(two due days) 
proximately 14,000 premiums, 200 
policy loan interest items, 2000 divi 
dends, and 1000 coupons (a form oi 
guaranteed pure endowment ) as well 
as 1200 items with dividends on de 
posit on which interest will be cal 
culated 

\s premiums are billed they are 
automatically added to our outstand 
ing premium file, where they remain 
paid or the 
of the 
that we do not plan to use punched 


until the premiums are 


policy lapses. In view fact 


ed 


A. C. VANSELOW 
Assistant Vice President 
The Franklin Life Insurance Company 
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cards in our system in any form 
when a premium is paid, we Unitype 
a four word item (forty-eight digits ) 
to identify the policy and the amount 
paid. These items are then matched 
against our outstanding premium 
tape daily selecting the correspond- 
hundred 
twenty digits) which contains com- 


ing ten word item (one 
plete information to permit the com- 
puter to make the necessary account- 
ing entries, prepare a distribution of 
premium income for tax purposes 
and provide data for a subsequent 
run which calculates and credits the 
agency commission 
As paid premiums are selected 
from the outstanding file, we simul- 
taneously select all policies which are 
past due without actually removing 
them from the outstanding file. This 
is for the purpose of notifying our 
agency representatives of unpaid 
premiums ten days before the end of 
the thirty-one day grace period or 
preparing lapse notices, if such pre 
miums are unpaid at the end of the 
grace period 

The pr‘ cessing olicy loans 
will also be among the 
be handled by the computer. 
shall and bill all 


due, determine when such 


programs to 
We 
calculate interest 
interest 
is past due and add it to the existing 
indebtedness, apply repayments, and 
credit the unearned interest on such 


repayments. The interest credit is 
made on each repayment owing to 
the fact that we collect interest in 
advance. 


Our files contain both participat- 


ing and nonparticipating policies. 
Dividends on the participating polli- 
cies are payable on each policy an- 
niversary. The dividends will be se 
lected file at the 


same time we select premiums due; 


trom our master 


however, they will be recorded on a 
separate tape for subsequent process- 
It is our plan to calculate ten 
days’ dividends at one time in order 
the frequency, thereby 
saving computer time 


ing 


to reduce 
The selected 
items are sorted to apply to the index 
tape which carries the dividend rates 
per thousand. The calculation of not 
the current dividend but also 
interest 


only 
the on previous dividends 
left on deposit 1S completed, and the 
results put out and sorted by policy 
due \s they 
have been calculated ten days in ad- 


number within day 
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vance they are held, and any changes 
occurring during this period are ap- 
plied before the checks are written 
on the day due. The computer will 
prepare the tape from which the 
checks and check register are run, 
as well as make the accounting en- 
tries. The tape with the new checks 
is merged with the balance of the 
outstanding check file. 

Our company has a unique sys- 
tem in that we prepare dividend 
checks on 95% of our participating 
policies whereas the balance of divi- 
dends credited are on permanent op- 
tions. These checks are mailed to 
our agents for delivery to the policy- 
owner and thereby become “door 
for additional sales. The 
policvowner may select one of the 
options and return the check to the 
Home Office, or he may cash it. 


Oj yeners”’ 


When the checks are returned to 
the Home Office, either as cashed 
or as selected options, they are se- 
lected off the outstanding file on a 
weekly the proper ac- 
counting entries are made. We proc- 
ess twenty thousand dividend checks 
per month, and while we are select 
ing off the returned checks we are 


basis, and 


also selecting off, without removing 
from the tape, the data on all with 
dividend checks outstanding over 
three months. Follow up notices are 
prepared and sent to the policy- 
owners. We also select and remove 
all policies on which checks have 
been outstanding over six months. 
In these cases we apply the auto- 
matic option in accordance with the 
policy provisions, and either place 
the dividend on deposit at interest 
or purchase paid up additional in- 
surance. 


Agency Commissions 
The payment of agency commis 
sions is important in the life insur 
ance industry since we are dealing 
with term contracts 
where the rates and conditions to be 
applied are numerous. 


long agency 
In order to 
provide maximum flexibility in our 
company we are setting up a con- 
tract item on tape for each agent 
which will carry all the rates and 
special conditions applicable to his 
contract. This file will be 
tained in agent’s code order. 

\n agent’s production file will be 
established which will carry the 
agent’s production figures to date, 
and it too will be in agent’s code 


main- 





order. Changes will be sent to the 
clerical coding section and the proper 
transmittals coded and checked. 
They are then sent to the Unitypers 
and typed in duplicate and sent to 
the computer for verification. Any 
error is printed out on the supervi- 
sory control of the computer and 
corrections made. 

The production and_ contract 
changes are sorted by agent’s code 
and merged in with the agency pro- 
duction tapes thus establishing a re- 
vision file. This file is matched 
against the old production file and 
contract file making the necessary 
changes and at the same time com- 
puting deferred commission on first 
year premiums, and establishing an 
added volume tape for special agents, 
a result tape consisting of the re 
vised contract and production files, a 
deferred first 
year premiums, and a deferred com- 
mission error tape. 

The added volume tape for special 


commission tape on 


agents is sorted by agent’s code. It 
is then matched against the revised 
production and contract tape to re- 
vise the production tape again. At 
the same time the following new 
tapes are established : 

1. Up dated production file. 

Up dated contract file. 

Paid volume and lapse statement 
tapes. 


? 
? 
J 


4. First year and renewal qualifica 
tion data tapes. 

The up dated contract file will be 
used to compute agent’s commissions 
semi-monthly. The paid volume and 
lapse statement tapes are used in a 
later operation. The first year and 
renewal qualification data is listed 


on the High Speed Printer for 
agency reference. 
The dividend and coupon com- 


mission deductions and paid pre- 
miums are now sorted into agent’s 
code order. They are then merged 
into the previous accumulated tapes 
by agent’s code and at the same time 
the division offices (those doing 
commission accounting in first year 
premiums) are dispersed so that 
bulk commissions for each division 
may be computed weekly. Items for 
those division offices not handling 
commission accounting as well as all 
general agencies under a division of- 
fice are dispersed on separate tapes 
in order that commissions may be 
computed semi-monthly. 
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Protecting every property Owner 
in New York City 
32 million pages of deeds, mortgages and other 


real estate records—dating back to 1654—are 
now being put on Recordak Microfilm for safekeeping 


Ir these vital records were destroyed—and photo- 


exact duplicates weren't available—proving ownership 
would be an all but hopeless task. 

Title searchers wouldn’t be able to check back on 
845,000 parcels of real estate valued at $18 billion. 
Claim after claim would be met by counterclaim. 

But New York City has insured against this possi- 
bility at lowest possible cost. It’s getting duplicate film 
records on 35mm Recordak Microfilm. Fourteen hun- 
dred pages (13 x 17 in.) ona roll that’s no larger than 
your palm. . . and just 6 ounces light—imagine that! 
One cc mplete set of these film records will be stored 


for maximum security as a master copy; the other set 


**Recordak” is 
a trade-mark 


filed for ready reference. Extra protection property hold- 
ers can well be thankful for! 

FREE ... Valuable New Booklet 
**Short Cuts That Save Millions” shows example s of how over 
100 different types of business—thousands of concerns—are 
cutting record-keeping costs with Recordak Microfilming. 
Chances are you'll find some profitable ideas for your busi- 


ness. Write Recordak Corporation (Subsidiary of Eastman 


Kodak Company), 444 Madison Ave., New York 22, N. Y. 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming 
—and its application to insurance routines 


RECORDAK CORPORATION (Subsidiary of Eastman Kodak Company) 
$44 Madison Avenue, New York 22, N. Y. 


Gentlemen: Please send free copy of “Short Cuts That Save Millions.” 


Name 


Company 


New Recordak Reliant does job of 3 micro- 
filmers. Saves film... is easier to operate Street 


___ Position 
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We next compute commissions on 
division items 


weekly, others semi-monthly, estab- 


accounting office 
lishing error output tapes, computed 
commission tapes and changes to the 
master file. The errors will be listed 


made \ll 


tions are Unityped in duplicate and 


and corrections correc- 
entered on a tape with other miscel- 
laneous items. 


The 


puted commissions, 


miscellaneous items, com- 
and computed 
deferred commission items are 
sorted by agent’s code and employee 
account code which will bring all of 
one agent’s business together if he 
has operated under more than one 
code 


\fter 


items, 


the 
deterred 


regular comission 


commission items, 


and any miscellaneous items are 


sorted together by agent’s code and 
account code they are 
’s account 


ing file by employee account code, 


empl vee 


matched against the agent 


making the ‘ncy accounting en- 


“147 
ag 


C 
tallying deferred 


tries, commission, 


tallying commissions by fund, es 


tablishing a result tape and a new 


agent's accounting file, which 


the 


con- 


sists of carrying agent’s Dr. or 
r. balance 
to date 


charge d 


forward, total earnings 


and total Social Security 


The result tape is matched against 


the agent’s name and address file and 


dispersed establishing the following 


OmMMmiss1on State 


ment tape. 
s commission check tape. 


gent’s trial balance 


tape. 
\gent’s settled business tape. 
Commission statements and checks 
are prepared weekly for division of- 
fices and semi-monthly on all others. 
lhe trial balance tape 


agent's code and listed semi-monthly 


is sorted by 


for home office refet 
lhe agent’s settled business tape 
settled busi- 
is up dated. 


total to-datl hgures on 


is matched against the 
file 
hese are 


ness and the file 


paid volume, first premiums 


commissions the current 
The tile is listed on 


the high speed printer for 


ind 
calendar year 
home of- 
fice reterence 

The paid volume tape is matched 
against the accumulated paid vol 
ume, paid and termination data tapes 


and the agent’s name and address 
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tapes. At this time the five hundred 
leading agents are determined and 
the following output tapes are estab- 
lished : 

1. Paid volume tape (Used to list 
paid volume report). 

2. Accumulated paid and termina- 
tion data tape (for next day’s opera- 
tion ). 

3. Termination data tape—listed for 
agency reference. 

Our valuation has not as yet been 
programmed ; however, the general 
plan is to process the complete mas- 
ter file annually for deferred and un- 
collected premiums. At the same 
time enough information will be se- 
lected from the master item to form 
a valuation item. 

The deferred and uncollected to 
tals are listed for the annual state- 
ment. 

The valuation items are sorted by 
age, plan, issue year and mortality 
table and fund, They then 
matched against the valuation index 


are 


tape, and the mean reserves and ex 
pected costs are computed for the 
current year and one year in advance 
establishing a mean reserve and ex 
pected cost output tape. This tape 
is then listed. 

During the year the terminations 
and restorations and new business 
are held on a separate tape for each 
one. The necessary information for 
valuation is selected in the 
manner as above. 


same 


Last vear’s one year advance re 
serve adjusted by the net changes 
should agree with the current year 
end in force valuation, at which time 
a new one year advance reserve is 
computed to repeat the process. 


Acceptance Test 


At the time we negotiated a con 
tract with Remington Rand we in 
serted a detailed test 
primarily because we were pioneer 


acceptance 


ing in a new field and were not cer 
tain a computer could do the job, 
and even though it could do the 
work there was the question as to 
the time required by our program to 
accomplish one day’s work. 

We have used live data and se 
lected one due day, which included 
more than 28,000 policies and is a 
representative portion of the policies 


in force as it includes all modes of 


payment including paid up policies, 


participating and nonparticipating 
policies as well as numerous other 
conditions which all due 
days. This represents approximately 
5% of the total number of policies 
in force. 


exist in 


In our test we will select and bill 
premiums, prepare dividends, proc 
ess premiums received, and make 

the file, thus 
all transactions which 
have occurred on the 28,000 policies 
for a period of one month. This will 
provide a cross section of activity to 
be handled by the system. We shall 
balance against totals produced by 
our present 


changes to master 


pre cessing 


system except where 
under the tape system we have taken 
a new approach. In these cases we 
shall predetermine the totals. 

lhe preparation of the 28,000 test 
items has been of considerable help 
to us in attempting to establish pro 
duction standards for our personnel 
as well as determining the approxi 
mate number of people required to 
convert the master file in a given 
period of time, and to 
during such 


Che work for the acceptance test has 


maintain 
changes conversion 
acquainted us with various problems 
which we must cope with during out 
conversion. This experience has re 
moved some of the uncertainty re 
garding the conversion process. 

\ll of our test material has been 
run through the 
and we encountered 
many interesting items as the result 


conversion pro 


grams, have 
of our purification runs, which tests 
all known impossible conditions ot 
arithmetic 


records. 


errors in our existing 
For example, we test the 
disability form number against the 
benefit code now carried in = our 
punched cards to be certain we are 
charging a premium for that benefit 
lf the policy is on a juvenile life. we 
test to be certain we have the age of 
the pavor and that all benefits are 
coded correctly as well as the accu 
racy of disability, double indemnity, 
or payor death benefit removal dates 

If dividends are on deposit, we 
check the system and fund to be cer 
tain the policy is participating, and 
if it also contains coupons on deposit, 
we test to determine whether this is 
a coupon policy. In addition, if we 
have a dividend on deposit to be ap- 
plied against the next premium, we 
test to be certain the premiums are 
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cS 





° 


- 





is theme of 


Management Study for 
Insurance Executives... 


Migerons 


Gyan 

“ee for FIRE 
ond 

CASUALTY 


COMpanies 


Dieb“ \d 


canton 2, ONO 


See our exhibit 
INSURANCE ACCOUNTANTS ASSOC. CONVENTION 
SHOREHAM HOTEL, WASHINGTON, D. C., OCTOBER 26-28 


Attention! fire, casualty and marine insurance executives 
Here is a simplified study full of ideas for improving insurance 
record systems, and reducing time and space costs. It’s practical 

. case histories provide yardsticks for direct comparison with 
your own systems. /t’s impartial . . . shows rotary, vertical and 
visible filing equipment in use. [t's new . . including latest 
developments in equipment. For example, it shows how the mo- 
torized Super Elevator File has revolutionized the handling of 
mass-records at a new all-time low in costs. 


Reserve your personal copy of this management study that shows 
how insurance companies are saving as much as 50% in record 
keeping time and space costs. Call today or use the convenient 
coupon. There is no obligation 


| 
SAFES, MONEY CHESTS and FIRE DOORS 


Rotory, Vertical and Visible Files Storage Files 


a 
goace,/ 


976 Mulberry Rd., S. E 


I jiebol 


Diebold, Inc 
976 Mulberry Rd., S. E., Canton 2, Ohio 


CANTON 2, OHIO 
0 


Please reserve a copy of your 
management study, “MODERN RECORD 


SYSTEMS FOR FIRE AND CASUALTY COMPANIES” for 


Individual 


Firm 


Street 


Zone —— State 


_ 
ond COMPLETE BANK EQUIPMENT, SINCE 1859 
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not being paid by sight draft, salary 
savings, or allotment as this option 
is not allowed when premiums are 
paid in this manner 

We shall 
mium in 
the 
premiums 


carry the annual pre- 


our master item together 


factors for all 


\fter 


determined 


with fractional 
have 
tested 
against certain limits set up by our 
If the factor 
does not fall within the limit set, it 
1S put 


the factors 
j 
been each 1s 


actuarial department. 


out as an error. In testing 
this procedure we recently encoun- 
tered one policy wherein the policy 
owner had paid an excess of 20¢ per 


month for seventeen years due to a 


wrong calculation when the policy 
was issued. A refund was of course 
immediately made to the insured. 
This is the type of error we hope to 
detect by our purification routines 
as we feel certain there are numerous 
human errors existing in our present 
records which have remained un- 
detected over a period of years. In 
the testing of the 28,000 items using 
the programs have 
found between one thousand to two 
thousand punched card errors which 
include double punched columns or 
blanks. 


conversion we 


In a few cases we found the 
card to tape converter had recorded 
improperly and we assumed the er- 
ror to be something in the program. 
I strongly urge routines of this tvpe 








8000 SERIES 
OFFICE MACHINE STANDS 


with features never before available ... Completely 
and absolutely VIBRATION-FREE heavy duty stand. 


Super strength and vibration-free performance achieved 
through rigidity never before known in office machine 
stands 
The new Tiffany 8000 Series is the ABSOLUTE ANSWER... 
THE STAND that meets ALL requirements for today’s electric 
typewriters and bookkeeping machines. Compact . . i 
minimum office space; new “KING SIZE” drop leaves; new 
top adjusts quickly for all machines ... 

NEW EASE-OF-OPERATION features. 


On sale at better Dealers everywhere 


maximum capacity 


MODEL 


With one Drop leaf ...model 8000 
Also available in 35/2” height 





. occupies 





TIFFANY STAND CO. 


7350 Forsyth 


St. 


Louis 5, Mo. 


be used in planning conversion rou- 
tines as they will provide a worth- 
while check on the accuracy of exist- 
ing records. 

Although we still have changes to 
make in a few of our programs, we 
are now confident the Univac sys- 
tem will accomplish what we set out 
to do. Our acceptance test will be 
purely formal as all the real testing 
of the 28,000 policies will be done 
as the final step upon completion of 
each of our programs and again as 
a series of individual programs are 
combined. Our only remaining prob- 
lem regarding the test is actual de- 
termination of the time required to 
process one day’s transactions, as 
to date it has been only theoretical 
with the exception of completed seg 
ments of the programs. 

As our master file will be in order 
by policy number within sections 
(two due days to a section—Days 
O1 and 02 will be combined and 
Days 03 and 04 combined etc.) we 
plan to convert to the Univac system 
in the same manner. This will per- 
mit us to absorb all the operations 
in each block of business before tak- 
ing on more. One of the advantages 
of this method will be to enable us 
to work out the “rough spots’? and 
to gain practical experience before 
getting in too deep where changing 
a procedure would be quite difficult. 
This method also has a tendency to 
level out the work load during the 
conversion period, which means a 
smaller and more qualified clerical 
staff, less space, and a smaller file 
maintenance problem. The main dis- 
advantage of this system is the in- 
creased period of time required to 
convert the entire file. We estimate 
it will require approximately eight- 
een months to two years to convert 
our 600,000 policies, however, ex- 
perience may shorten this period. 


On Microfilm 


In view of the fact that our master 
item for each policy will be increased 
to 240 digits, it is necessary for us 
to obtain approximately 120 digits 
of information, heretofore not in- 
cluded on any of our punched cards, 
from manual records. We experi- 
mented with various methods of ob- 
taining this data and have decided to 
microfilm all manual records (pre- 
mium history cards) for each section 
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we are preparing to convert. In this 
manner, the file and data are auto- 
matically ‘frozen’ and the original 
records may be released for normal 
processing in a matter of hours. The 
film is then placed on a microfilm 
reader, and transmittal forms are 
coded from the data for Unityping. 
This system was used in coding our 
28,000 test items and proved to be 
very satisfactory. In addition to the 
other advantages, we anticipate a 
savings of more than $35,000 as 
compared to a photographic method 


280 Per 8 Hours 


It might be well to point out our 
production experience to date for 
clerical coding. We have found our 
clerks can code or check an average 
of 280 ten word items per eight 
hour shift. We will use a minimum 
of ten microfilm readers per shift 
five for coding and five for checking. 
If we can arrange a qualified staff 
for a second shift we shall undoubt 
edly do so. 


All punched card data will be con- 
verted by a card to tape converter, 
after which the Unitype information 
will be merged into one master item. 
This result will then be our master 
file. 


As our present system of premium 
billing is on addressograph we have 
already started the actual conversion 
of this name and address file by 
Unityping directly to magnetic tape 
from the addressograph plate im 
pressions. In this process it is neces- 
sary for our coders to scan the lists 
before they are typed to code as- 
signments, sight drafts and other 
irregularities to be identified by the 
Unitypists. 

We presently have three Model I 
Unitypers and eight Model II's, and 
it is interesting to note that our 
typists have more than doubled their 
production when using the Model 
Il. The average production on the 
Model I has been 6.5 blocks per hour 
or 4680 characters per operator as 
compared to 14.4 blocks per hour 
or 10,368 characters per operator. 
In fact, a few of our typists have 
typed as many as 160 blocks or 
115,200 characters in an eight hour 
day with a weekly average of over 
128 blocks per day. We have found 
we have two typists who are too 


For October, 1955 


BUY ACE STAPLING EQUIPMENT 
With Confidence 


ACE..the world’s finest Sta- 

pling Equipment. Whether you 
choose the PILOT, ACELINER, or 
any of the other fine models we 
make, you can buy with confidence. 
For, your ACE Stapler, ACE Staple 
Remover and ACE Staples are de- 
signed and built to work together 
to give you perfect performance 
for a lifetime! 


p ealers invariably recommend 


Ask your dealer to demonstrate 
the different ACE Models .. there’s 
one to meet every need at prices 
to fit every purse. And, they never 
fail, no matter how hard or lony 
you use thera. 


SOLD THROUGH DEALERS EXCLUSIVELY 


ACE FASTENER CORPORATION 
3415 N. ASHLAND AVE., CHICAGO 13, ILL. 


fast for the machine and sometimes 
cause trouble when it is tripped for 
carriage return. 

Although we believe the Model 
If Unityper is a great improvement 
over the Model | due to the print 
out feature, less cost, higher produc- 
tion, and easier training of operators, 
we are encountering a down time 
average of 17% for the eight ma- 
chines although some have consist 
ently given 100% production each 
week. We realize we are field testing 


ACE CLIPPER 


this equipment as we have the first 
units of this model in any quantity 

Our Univac system was received 
1955, and on Febru 
ary 5 power was first applied to 


on January 5, 


the system. The installation was 
finally completed by March 1. Since 


that time we have run the 


twenty-four hours per day for five 


System 


days per week with a computer eff 
for March and 85% 
for April. The figure for April was 
lower due to a defective AC circuit 


ciency of 92% 
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breaker. Our High Speed Printer 
was received April 1, 1955 and has 
been used to print out program test 
items and test new forms. Although 
we have not started to maintain rec- 
ords on this equipment, we feel 
reasonably certain we shall be able 
to maintain over 90% efficiency. 

It may be of interest to point out 
here that we have installed a sixty 
ton air conditioning system to cool 
the central computer, power supply, 
high speed printer, and the Univac 
area. We operate twenty-four hours 
per day utilizing the graveyard shift 
to verify the typing for 


our name 





WINS HIGHEST HONORS 


FROM THE HUNDREDS of photo 
graphic displays on exhibit at th 
Merchandise Mart and the Amet 
ican Furniture Mart in Chicago, the 
Leopold “Document Suite” won one 
of two equal awards for highest 
Class A—Production 
(mass-produced, 
factured furniture 
commercial 


honors in 
Furniture manu 
office and 
in the 
contest 


home, 
on sale today 
Hardwoods” 
promoted by the 


“Design In 
Fine Hardwoods 
\ssociation. 

For his design of an occasional 
armchair, Paul W. McCobb, New 
York City, shared top honors in 
Class A. with Charles U 
Kirkwood, Missouri. M1 


the 


Deaton, 
Deaton ts 
creator of the contemporar\ 
Leopold “Document Suite” of ver- 
satile tables, book 
cases and other office furnishings on 
which the award was based 


desks, chairs, 


The “Document Suite” is made of 


American walnut in five harmoniz 


ing finishes bringing out the warm, 
natural tones and distinctive varia 
tions of fine woods. 


96 


and address 
minor 


conversion and_ for 
We have as- 


signed one man to this shift and 


maintenance. 


will keep the equipment on even 
though we later may not have it 
scheduled for production. We be- 
lieve we shall receive better produc- 
tion by this method than by shutting 
it down each night. 

The Univac area is cooled by the 
same air conditioning unit due to the 
twenty-four hour operation whereas 
we normally run our large system 
for the entire building only eight 
hours. As a preventative measure 
we have interconnected the two svs 
tems; in the event of a breakdown 
of the sixty ton unit we can utilize 
the large three hundred ton system 
to run the computer. 

When 
costs versus savings we must realize 
that many of the initial costs such 
as conversion of data, training of per 
sonnel etc., 


giving consideration to 


are one time expendi 
tures. Our costs for the training of 
programmers, engineers, technicians, 
preparation and computer checking 
of programs, tapes and spare parts, 
preparation of test material, and in 
stallation of the equipment have to 
date totaled $188,000. This 
figure excludes salaries. We antici- 
pate the operation of our data proc 
essing department will total ap- 
proximately fifty-five to sixty people 
(excluding programmers) and will 
consist of twenty-five clerical coders ; 


over 


fifteen engineers, technicians, opera 
tors, tape handlers etc. 
Unitypists. 
an average of 


; and twenty 
In addition we figure 
ten programmers in 
our planning department for at least 
a few years. 

As previously mentioned it will 
be necessary to manually code about 
120 digits for the master item and 
the balance will be obtained from 
punched cards by means of a card 
to tape converter. In addition we 
are converting our name and address 
file by Unityping directly to tape. 

In converting these files there are 
numerous as the bal 


totals, correcting errors 


factors such 
ancing of 
as the result of purifying routines 
on the computer, computer time used 
for verification, merging the card to 
tape items together with the manu- 
ally coded items which form the 
master items, and the use of 
tabulating equipment to prepare and 
control the data to be converted. All 


new 


Bik 


ee ea ee ae ea 


of the foregoing factors are difficult 
to evaluate. 

To convert our entire master file 
(600,000 policies) to magnetic tape 
we roughly estimate our costs to be 
as follows: 


1. Establish 
dress file 
Establish master file 
3. Conversion procedures & 
programs 
Supplemental equipment & 
labor ° 
Supervision 
Establish 
files 


name and 


$71,543.00 
131,976.00 


) 
10,760.00 


4,260.00 
24,200.00 


7,850.00 
$250,589.00 


This figure does not include costs 
for maintenance of old and new files 
during conversion as these are pre 
sumed to be part of our daily opera- 
tion and not a one time conversion 


cost upon which 


our figures are 
based. 

The foregoing figures are purely 
estimates on the basis of our experi 
ence to date with the test material 
which has been coded and Unityped. 
These figures will be corrected as 
we gain actual experience in com 
puter processing. 

Once we have converted all appli 
cations under consideration, we esti 
mate a personnel savings of at least 
two hundred employees and salaries 
totaling approximately $425,000 an 
nually. This figure does not include 
the savings in punched card machine 
rental. 

It must be kept in mind when de 
termining personnel savings the ma 
jority of those to be reassigned are 
of the lower salaried group, those 
doing daily repetitive tasks, not the 
supervisory class. 

We hope to realize intangible sav 
ings which should not be ignore: 
If we were not to install a compute: 
at this time, we again would be con 
fronted with the problem of erecting 
an additional building in the very 
near future. We shall not eliminate 
the problem, but we may defer it 
for a number of years. Another in 
tangible savings not to be overlooke’| 
is the fact that even though we would 
not purchase a computer we feel the 
reviewing of our procedures will be 
worth the money spent many times 
over. 

Our estimates are considered to 
he conservative, and we, therefore, 
feel we shall be able to pay for om 
Univac system in four years or less. 
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OFFICE EQUIPMENT DIRECTORY 


Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


FILING CABINETS 
|. Card File 
2. Fibre Board 
3. Insulated 
4. Metal 
5. Micro 
142. Open Shelf Files 
6. Portable 
7. Rotary 
8. Stencil 
133. Tabulating Card 
9. Visible 
10. Wooden 


3 


FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
. Adding 
. Billing 
. Bookkeeping 


. Calculating 
109. Payroll 
19. Tabulating 


MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 


MACHINES, REPRODUCING 
25. Composing 
26. Direct Copying 
27. Duplicating 
28. Micro-filming 
29. Mimeograph Slip Sheet 
136. Typewriter, Automatic 
30. Typewriter, Electric 
31. Typewriter, Manual 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
34. Dictating 
35. Intercommunication 
139. Paper Folding 
36. Stapling and Fastening 


OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 
39. Cash Boxes 
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40. Chair Cushions 
41. Currency Trays 
42. Desk Lamps 
43. Desk Pads 

44. Desk Trays 

45. Drawer Trays 
46. Moisteners 

47. Name Plates 
48. Pen & Ink Sets 
49. Waste Baskets 


OFFICE FURNITURE 
50. Air Conditioners 
51. Bookcases 
52. Cabinets 
53. Chairs 
134. Costumers 
54. Desks 
55. Fluorescent Lighting 
108. Incandescent Lighting 
56. Matched Suites 
57. Safes 
89. Stands, Typewriter 
58. Stools 
59. Tables 
60. Wardrobes 


PAPER 
119. Card Index 
120. Duplicator 
70. Envelopes 
135. Labels 
121. Letterhead 
122. Policy 
123. Ledger 
137. Photocopying 
124. Thin (Copy) 
102. Visual Policy Jackets 


SUPPLIES, GENERAL 
68. Business Forms 
69. Duplicating Supplies 
71. Erasers (Specialized) 
72. Loose Leaf Systems 
73. Marking Devices 
75. Paper Perforators 
76. Pens 
77. Pencils 
81. Staple Removers 


SUPPLIES, TYPEWRITER 
83. Copvholders 
85. Justifier 
86. Line Indicator 
87. Pads 
88. Ribbons & Carbons 


TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 


92. Index 
94. Silencer 
95. Stands 


LOSS PREVENTION 
140. Burglary Alarms 
97. Fire Extinguishers 
63. Fire Protection Service 
98. Fire Aid Kits 
112. Floor Polish (Non-Slip) 
107. Recording Door Lock 
138. Safety Equipment 
128. Salvage Services 
125. Truck Alarm Systems 
141. Watchman's Clocks 


SERVICES 
62. Accounting System 
127. Filing Systems 
64. Office Planning 
115. Photocopying 
65. Record System 
66. Sales Incentives 


MISCELLANEOUS 
131. Accident Diagramming 
132. Advertising Blotters 
116. Advertising Specialties 
103. Birthday Cards 
130. Building Evaluation 
117. Display Material 
104. Greeting Cards 
99. Leather Goods 
114. Policy Wallets 
100. Promotional Gifts 
126. Endorse & Cancel Calculators 
101. Silencer for Dictating 
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asualty 
Cove “age 
and 


Capacity 


ASUALTY INSURANCE, being pri 
marily concerned third 


with 
party hzbility, is constantly meetirg 


new problems of coverage and 


capacity industry changes and 


as 
PTOWS 


Phese problems are magni 
fied and 


complicated by SOC lal tre nds 


which, through their pressure on 
statute law, 


and 


and more of the burden of re 


administrative and are 


placing on industry business 
more 
sponsibility for losses that formerly 


fell 


1 
these 


were allowed to lie where they 
Insurers feel the impact of 
For 
individual claims 
For another, we tind 
to offer 


a widening range of liabil 


changes in several 


thing, the 


Ways One 
COst ot 
mcreases oul 
s obliged protection 
against 
the 


in sight 


ities, limits of which are not yet 
Finally, within the known 
and accepted categories of existing 
habilitv, new products and processes 


\ll 


are daily creating new hazards 


JOSEPH H. FOREST 
Vice President 
Liberty Mutual Insurance Company 
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R OUN OD 


high 


MWsut 


this means broader coverages, 


limits, and more expensive 


alice 
he 


over the past decade is demonstrated 


rise of hability claims costs 
by the experience Of my 
1946 and 


workmen's com 


Own 


1954, the 


coll 
Between 
average Cost Of our 
pensation claims increased 
to $141, or 78%. Our 
bodily injury average cost iner 


110% 


, 
period out 


Luton lie 
ased 
from $295 to $619, o1 
the 
general liability claim cost increased 
from $85 to $178, or 110% 


ove! same average 


\s to changes in the scope of legal 


responsibility, the recent history of 


the law as applicable to products 
lability illustration. 
Within the lives of many of us, that 
180-degree 
as some would 


lhe 


14 
\ ielded, 


offers an 


law has executed a 


change of course—or, 


sav, has been stood on its head 


rule of caveat emptor has 


to the rule that 
one who sells a chattel to another 1s 


almost everywhere, 


liable for injury resulting from its 
use, provided the seller should rea 
sonably have foreseen that such an 
injury might follow. And I mav add 
that our consider manu 
facturers and merchants to be 


courts 
very 


foresighted men 


Broadened Liabilities 
seen that ha 


broadened in 


Insureds have also 
bilities 
other respects, either by statute or 
holding 


damages 


gradually 


Decisions 
liable 
waste products dumped 
} 


court deci s10n 


industrialists for 
caused by 


into streams or sewers or discharged 
the 


Professional 


into air are increasingly com 


mon men doctors, 


lawyers, architects, and accountants 


YER S’ 


TABLE 





stand 
ards of responsibility for damage 5s to 
+} 


are being held to stricter 


wse injured by their acts of 


com 


mission Or omission 


Qualitative and Quantitative 


In the case of workmen's com 


ch nye in 


pensation, 


qualitative 


concepts of lability have accom 


panied quantitative changes 


costs of previously recognized lial 


wes the causes of these 


\mong 
shifts have been changes in statutes 
1 


im 
alild 


administrative procedures, 


ind 


117) 
iil 


proved standards of living 


paradoxically—medical ady 


Increased 
} 


Statutes have 


amounts of benefits p ‘le for 


1 
Nave 


iVa 


specih 


and brought 
more classes of injuries and d 


\cts 


tion has afforded compensation for 


injuries, 
seases 
under the Liberal administra 
injuries, and classes of ailments, hav 
with 
a plant 


ing little apparent connection 
Not long ago, 


compensated for im 


employment 


worker was 


juries suffered when 


a pop bottle, 
bought outside the factory, exploded 


during lunch hour. Heart 


ire gIVINE 


ind loss of hearing 
to compensation problems tha 


become very troublesome 

Finally, improved tech 
so-called 
the 


1 
Lities 


] 
niques, as well ds 


now save lives 


“wonder drugs,” 


¥ many industrial casu who, 


only fifteen vears ago, would have 


lived but a few days after injury 


caring for and rehabili 
severely 


Che cost of 
tating these injured people, 
many of them permanently and 
totally disabled, is literal 


dous when compared wit! 


all\ 


of such cases twenty or tl 


avo 





Casualty Coverages—C 


loss have 


Meanwhile, as 
mounted, 


costs 


new chemicals, new plas 


tics, new fabrics, and new and more 


powerful mechanical devices have 


been presenting new and multiply 


ing hazards. These shifting, 
and 


continue 


puz- 
proliferating liabilities will 
to challenge 
tion and the capacity of casualty in 
surers to provide the that 
industry yrotection. 


zling, 


the imagina 


coverage 
needs for its ] 


The answer of casualty insurers to 
this problem has been the develop- 
ment of comprehensive policies de- 
signed to provide coverage 
matically as these 
liabilities emerge. 
Only last October, the casualty 
business unveiled a completely new 
workmen’s compensation — policy, 
differing fundamentally from the old 
one. Whereas the old policy gave 
coverage only with 
fined operations, 


auto- 
new hazards and 


respect to de 


empl yvees, and 
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To build more business . . . 
keep more business . . . 
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laws, and required specific endorse 
ments to provide complete coverage, 
the new one starts with complete 
coverage for all 
employees, and laws, 
and requires specific endorsements 
to change or limit the coverage. The 
new policy, in other words, is based 
on the 


comprehensive 
operatic ms, 


premise that complete cover- 
age is the rule and limited coverage, 
the exception. 


This approach per 
mits the 


provision of more solid pro 
tection in much simpler form. In 
cidentally, the new policy provides 
unlimited coverage under compensa 
tion laws. 
Some years insurers de 
veloped comprehensive general and 
automobile liability policies provid 
ing broad automatic protection that 
evolved along with the risks it 
These policies, which are 
were last 
revised in April, when minor exten 
sions of added. 


av 
ago, 


COVE red. 
constantly under review, 


coverage were 


Two Troublesome Areas 


It is a fair statement that casualty 
underwriters in general are 
to insure all legal liability 
from negligence. In my 
problems two 
first, with respect to direct 
liability of an insured in the area be 
tween clean-cut negligence and clean 
cut acts of intended harm; and 
with respect to obligations 
assumed under a contract entailing 
either an extension of the 
own legal liabilities, or the 


willing 
arising 
experience, 
coverage arise in 
areas 


second, 


insured’s 
assump- 


tion of the liabilities of third parties. 
Liabilities arising from deliberate 


which would 
to the 
of others are 
But what 
from the 
plants ? 


acts obviously cause 


damage persons or property 
clearly not insurable. 
about liabilities arising 
disposal of waste from 
\lthough this is a deliber 
ate act, its 
necessarily 
ity of 


consequences are not 
intended: the probabil- 
damage to the property of 
others may be hard to gauge. 

Or consider the liability of a 
manufacturer to his customers if he 
designs a product and makes it ex 
actly as he intended, and it neverthe- 
less fails to perform as warranted. 
Shall we call this an insurable 
hazard, or a part of the uninsurable 
risk of not knowing one’s business ? 

One very important consideration 
in this area is that of customer and 
public relations. Casualty coverages 
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are necessarily governed by strictly 
legal concepts of lability. In many 
cases, however, good business judg 
nent dictates that matters be settled 
on an without re 
gard to legal defenses that might 
win the manufacturer his case and 
lose him his customer. 


amicable basis, 


Here a com- 
promise must be reached in each in- 
stance between insurability and cus- 
tomer relations. We have found that 
high deductible coverage sometimes 
offers a good solution. 

Turning to the field of liabilities 
assumed by contract, we can say 
that underwriters are generally will- 
ing to extend coverage to include 
the defense of third parties against 
claims arising from either the policy- 
holder’s negligence, or the negligence 
of the third parties themselves. 

But when requests are made for 
blanket coverage, or for coverage on 
oral agreements—or when the pro 
posed contract goes beyond negli- 
gence, or involves operations not 
essentially related to those basically 
insured, or 
cluded under 
agreement 


liabilities 
basic 


takes in 
the 
most 


ex- 
insurance 
underwriters will 
insist on giving the proposition a 
second look. 
Casualty underwriters are cog- 
nizant of their vital role of minimiz 
ing for industry the difficulties raised 
by this complex of legal liabilities, 
and have revised and are continuing 
to revise and modernize their cov- 
erages to keep pace with develop 
ments. Considering the nature of 
the problem, I think they have done 
an outstanding job of satisfying the 
requirements of industry. 


The Capacity Problem 


With regard to capacity, few 
problems have arisen. In general, 
when the required coverage has not 
been available, the root of the dif- 
ficulty has been insurability, not 
capacity. But, having made that 
general statement, I would like to 
mention two exceptions that have 
produced more than their share of 
headaches, as respects capacity as 
well as coverage. These are aircraft 
products liability and liabilities aris- 
ing from the use of nuclear materials. 

The rapid expansion of commer- 
cial air transport, together with the 
increase in the size of aircraft, has 
enlarged the potential liability of 
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your 
face 
be red 


if a client 
were 
sued? 


Or could you look the client squarely in the eye and say: 


‘Don’t worry! You’re covered under a Zurich-American Com- 


prehensive Personal Liability Policy.” 


The CPL Policy may not pile up the most impressive premiums 


on your books, but it’s one of the most important policies for 


you to sell. 
If you don’t sell it 
account. If you do sell it 


and a client is sued 


where another agent doesn't 


you may lose his entire 


you may 


win your new-found client’s entire account. 


Let the Zurich-American field man show you how to build bigger 
and better accounts with the CPL Policy. 


LURICH- 
AMERICAN 


INSURANCE COMPANIES 


Zurich Insurance Company 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 S$. LA SALLE ST., CHICAGO 3, ILLINOIS 


aircraft manufacturers and their sup 
pliers to a point where coverage and 
capacity alike present serious prob 
lems. The concern of major aircraft 
manufacturers over this situation led 
them, in the Spring of 1952, to estab 
lish an organization named the Air 
craft Builders Counsel, to work with 
insurers to develop an adequate 
market for the kind of liability cover- 
age the manufacturers thought they 
needed. 

In addition, the sponsors of the 
A.B.C, had in mind that, by getting 


both the aircraft manu‘acturers and 
the component parts manufacturers 
into the same program, it would be 
possible to minimize substantially, if 
not to eliminate, the 
suits and have 
occurred between these two groups 


many costly 


countersuits which 
after each crash in attempts to pass 
liability from one to the other. The 
ultimate net effect of these suits is an 
economic loss, since in the final 
analysis the manufacturer of the air 
craft has to stand the full cost and 


ntinued page 7 
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FLOODS AND F 


VEN THOUGH FLOOD has been one 
FE: the oldest threats historically 
confronting human the 
insurance business has not yet been 


endeavors, 


able to devise a method of providing 
specific flood insurance coverage on 
a basis acceptable to the public and 
at the same time according to sound 


insurance principles 


Not Free From Exposure 


It would be misleading to leave 
the impression that insurance com- 
panies are presently free of exposure 
to loss from flood lo the contrary, 
loss potentials 


there flood 
of catastrophic proportions under 


are 


various forms of existing insurance 
coverages. For example, practically 
all motor vehicles are insured under 
a comprehensive coverage which in- 
cludes damage resulting from flood. 
It does not take a very heavy con- 
centration of motor vehicles to pro- 
duce an aggregate insured value of 


amount, which liability 
the insurance companies knowingly 


substantial 


and willingly assume 
Then, too, inland marine policies 
insuring merchandise in transit or 
on consignment userilly include flood 
coverage. q Uk of 
certain types 
policies which 
nels, dredges, 
ment, jewelry, furs 
personal prop 
Marine insur; 


certain 
forth 
suring yac 


; policies in- 
and equipment, 
cargo, merchandise in transit or in 
storage on piers and warehouses are 
not infrequently calleggupon to pay 
for loss or SagazD rest g from 
flood tides or high water s to be 
noted however, t¥Qhawith the ex- 
ception of policies cé%ering on 
bridges, tunnels, and fixed property 


102 


of a kindred nature, virtually all of 


these present forms of 
include 
one thing in common, 1.e., they cover 
property mobile in character and 


which presumably has a chance of 


Insurance 


which flood coverage have 


being moved out of danger when a 
tlood threatens. 

While the exposure of insurance 
companies to flood damage loss un 
der the foregoing deseribed insur 
ance policies is very considerable, 
probably the most serious flood ex 
posure insurance companies pres 
ently have is under the standard fire 
insurance policy in the event a fire 
or conflagration 
flood. 
facilities are either impaired or un 
able to function at all. Even though 
Hood might be the proximate cause 
ot the fire or conflagration, the ex 
posure to catastrophic loss under fire 


accompanies a 
At such a time fire-fighting 


insurance policies is very substantial 
For example, during the floods of 
1951 in the Kansas City 
Hoating tank of oil became ignited 
by contact with a live wire resulting 
in several fires 


area a 


being started by 


burning oil which spread over a wide 


o 


area 


Not Afraid of Catastrophes 


It would be equally misleading to 
create the ‘ > busi- 
of i ’ fearful 


scopg@pot out 

surance policies. While ¢ 
prudently possible is done to 
imize the ppobability of loss of life 
and propert¥ he Gusiness is eager 
to discharge eq ifetbly and promptly 
all just claims WHER MHfey do occur. 
For example, the November, 1950 
hurricane which swept across eleven 
states cost property insurance com- 


panies $200,000,000, an insurance 
loss second in importance only to the 
San Francisco conflagration. An- 
unfortunate occurrence, the 
Texas City explosion of 1947, cost 


other 


casualty and property insurance com- 
panies in the first $85,- 
000,000 which was met in the regu- 
lar course of The 


instance 


business very 





nature of insurance in action is sur- 
prise, the unexpected, No one could 
have foreseen the devastating effect 
of an explosion such as that which 
visited Texas City. 


Had an explosion of similar force 
‘red in New York harbor or at 
ily populated or 

of human life 


h consequent 
irance compaaes in the 
> would have 
ophic. Two hex 
northern NeW 
claims upon insurance 
s to the extent of $7,500, 
lad these planes dropped in 
congested oil storage depots not far 
distant, the property loss under fire 
insurance poljeies could have run 
into many tegg of millions of dol 
ats and t@loss of life might have 
fff more severe. The busi- 
ness of insurance is constantly ex- 
posed to such potentials and, despite 


airplanes 
resulted 


TSE} 
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the application of its best under 
writing knowledge, is beset by unique 
surprises year in and year out. How 
ever, the peril of flood presents 
peculiar problems with which the 
business of insurance to date, 
found no way to cope. 

Following the disastrous floods of 
1951, particularly the floods of May 


has, 


and 
underwriters began a re 
examination of their traditional posi- 
tion flood damage not 
only by reason of the interest in 
flood that had arisen in 
certain quarters but primarily be- 
cause 


and July in Kansas 


insurance 
respecting 
insurance 


it was deemed good business 
practice to do so. 

This subject was discussed with 
the Property Insurance Committee 
of the National Association of In- 
surance Agents in August, 1951, 
and immediately thereafter a com- 
mittee of fire eKeeatives 
Was appointed nsurance 
tives Association 


insurance 
Exec 


lem of floods and | 1M ogee in 


Notwithstanding the historicAl stti- 
the oward flood 
damage, the iderto 

its study 


business 

committe 
objectively ‘termine 
whether some means could possibly 
be developed by which flood insur- 
ance could be offered to the public 


tude of 


For October, 1955 


Missouri, 


oO 


‘ — 
at a price which the 


atford to 


; tbfic 


onable onde rwrns 


QYnie, Denied 


em, the Qpnmrit 

- engineering firm of 

hoff, Hall & Mac- 

“ork, to make a 

of floods and 

flood engineers’ re- 
port clearly demonffrate at ona 
purely theoretical | i ic flood 
insurance could be could 
be written if 


eguards. 
Recognizigg 


damage. 


cer, 
requirements of ] france @uld be 
met. Practical nsideratigis make 
it obvious thag#the fundagjéntal re 
quirements ef insurance cgfild not be 

specific tloo 


and th 


met in a 

undertaking 
therefore has reluctayfly concluded 
that specific indemyfty for 
flood cannot be p vided by insur 
ance as such. Sofne of the considera- 


Insurance 
committee 


loss by 


tions which dictated this conclusiogt 
will be discussed briefly. 


Definition of Fl 


While a ft ye defined in a 
variety of ways, g@neggty thegerm 
“flab ” 1S eer ¥ flood 
sometimes is reg rarded | condition 
when a stream ato its banks, 
bytothe damage fro e 
water 


loosely 


effects of 
from 
wave 
Ege? 
ved om 
flows, and 
difficult, 4 


nud 

would be 

ance purposes, to 
V definition of foo. 


ndation would 
of complications, 


one of whiGt that many properties 


subject to an alf§gst certain periodic 


would be off€xed for insurance 
age. If under@iters attempted 
rite specific lod insurance on 
ficl? properties, the Yavould have to 
charge stfch high ri ategyh it the effect 


would@be es floG@@ coverage to 
those@isk that need Ht & most. 


if specific flood W@surance 
e provided at a rea@pnable 
st, experience hagaindi- 
@ one would buy Gt ex- 
PTO pede Wars Whose 
< sina to the pos 
amage by flood. CAse 
the spread of risks essential 
find insurance underwritifig 
2 le ae all propertigs 
If Re Rpown to be sub 
Ay lg by flood. it 
truN@be saath each flabd 
would prod uce a @&tastrophe Iss 
compargiiygly in that #7! Bisel 
ldfttes, sean 
and othegwise 

ibject to « | 


cated 

cept those 
properties 
sibility 


can 


\ ‘a flood, 
except property Vv readily 
be removed from 

Although 
have written verage 
cegAin com > or 

icies applying on 

vy where 

m the 

the case 
ompanies 
ten 


companies 
under 


SO called 


loss is not 
occurrence of a 
with fixed prop 
generally have 

flood 
years ago several 
seriously attempted to 
write specific flood insurance only to 
learn that there was a very limited 


(Cc nued on the next paae 


not 
specific insurance 
However, some 


companies 





Flood Damage—C 


market for such coverage, that the 
peak demand for flood insurance was 
immediately a flood, and 
that property owners generally did 


not maintain their flood insurance in 


fe low ng 


force after the lapse of several flood- 


less vears. These also 


that 
thei 


companles 


with adverse selection 


inability to get a 


learned 
and pre yper 


spread of risk they were obliged to 


posure which affected property 
owners could not or would not pay. 

If flood insurance were to be un 
dertaken without unfair discrimina 
tion, it would be necessary to have 
not only a complete hydrological 
survey of each river basin and flood 
area in the country but also a de- 
tailed hydrological survey of each 
“reach” of each river and, in addi 
tion, a detailed survey and appraisal 
of each property to be insured. This 


quired to determine the exposure of 
each property to damage by flood 
and thereby to determine the appli 
cable individual rate for each prop 
erty insured. 

In certain flood areas where there 
are similar properties with similar 
flood it 
be possible to compute an 


exposures to damage by 
might 
average rate for all such properties, 
but even this average rate would not 


avoid the necessity for all of the de 


charge rates proportionate to the ex- detailed information would be re- tail described above which would be 


required for classifying individual 
properties according to their respec- 
tive exposures to damage by flood. 
PRICE i It is 
NOT THE ONLY 
IMPORTANT 


ELEMENT 





that the 
rating properties for flood insurance 


obvious expense of 
would be considerable and perhaps 
In many cases would be dispropor 
tionately prohibitive. 
One of a series y I 

to help agents combat 


direct writers Cost of Insurance 


The 


method tor 


outlined a 
maximum 
probable flood loss for an individual 
property. 


engineers have 


estimating 
True, to many people the cost of 
an article is important and often 


they overlook the fact that they 
receive only what they pay for. 


The maximum probable 
loss might or might not be equal to 
the value of the property exposed, 
depending upon the nature of the 
property, its location, and hydrologi- 
cal factors, but it would be the mini 
mum amount of insurance the prop 
A cheap article is cheap. The man who erty owner should carry in order to 


collect any loss in 


limit of his policy. 


full up to the 
buys on a price basis alone cannot expect 
to have the quality goods which cost The engineers have also outlined 
more. a method for estimating the average 
In insurance especially, if he wants annual loss for an individual prop 
someone to give him advice, to see that erty. The oe annual loss is the 
. amount which an insurer would have 
he is well taken care of in case of loss, to charge merely to pay losses, and 
to this there would have to be added 
a loading to cover expenses. Thus 
the average annual loss for an in- 


to sell him the coverages he really needs 
— he should realize that your time, Mr. 
Agent, is of value and should be paid for. 
; dividual property plus the expense 
loading would represent the pre- 
mium which an insurer would have 
to charge the property owner for 
protection equal to his estimated 
maximum probable loss. 
methods outlined by 
14 hem, the engineers computed aver- 


New HAMPSHIRE 


INSURANCE COMPANY Using the 


age annual losses for certain prop- 
These 
computations show conclusively that 


GRANITE STATE erties in several flood areas. 


FirE INSURANCE COMPANY 


flood insurance on those properties 


° é on which such coverage is most 
needed could be offered only at a 
prohibitive premium because of the 
virtually certain loss and therefore, 
for practical purposes, these prop- 


erties would be uninsurable. 


MANCHESTER, New HAMPSHIRE 
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For example, the range of aver- 
age annual loss for seventeen resi- 
dential properties surveyed at Mar 
tin’s Ferry, Ohio, was from 2.62% 
to 22.30% of the maximum probable 
loss and the over-all annual average 
for the 
11.78% 


The range of the average an 


seventeen properties Was 
of the maximum probable 
loss. 
nual loss for twenty-one commercial 
surveyed at Martin’s 
Ferry, Ohio, was from 2.40% to 
62.92% 


properties 


of the maximum probable 
loss on such properties with an over- 
all annual average loss of 20.57%. 
The range of annual average loss on 
fifty-four properties at Lowell, Mas 
sachusetts, was from .06% to 17.5% 
of maximum probable loss, and the 
over-all annual average loss for these 
fifty-four properties was 3.33 
These represent solely loss costs 
The corresponding premiums 
would have to carry, in addition, a 
proportionate share of the cost of 
operating an insurance business. 
Certainly the rates for specific flood 
insurance which are indicated by 
these examples would be prohibitive 
except possibly in the case of bust 
nesses in high tax brackets which 
could use the cost of flood insurance 
deduction for 
Even in such cases, however, where 


as a tax purposes. 
tax considerations were controlling, 
flood insurance would be purchased 
only in times of prosperity when 


business earnings were high and 
such 
would be best able to bear their own 
flood losses. 


property owners would not have this 


when normally businesses 


Of course non-business 


tax advantage, and flood insurance 
at a prohibitive cost would be cor 
respondingly less attractive to them. 


Distribution of Cost 


Equity requires that the cost of 
flood insurance should be borne by 
those whose properties are exposed 
to the peril of flood and who would 
choose to purchase specific flood in- 
surance. To attempt to distribute 
the cost of specific flood insurance 
among all insureds regardless of 
their exposure to the flood peril 
would be manifestly inequitable. It 
is idle to suppose that those prop- 
erty owners without a flood ex 
posure would willingly or voluntar 
ily bear a charge for tlood insurance 
and, of course, it would not be possi- 
ble for private insurance to impose 
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Basically, reinsurance firms are 
much alike in the services they 
render. Perhaps there are two 


major differences. Differences in 


the capabilities of management 
and in financial capacity. The 
experience of Inter-Ocean 


counselors, and their ability to 


prepare contracts carefully fitted 


to your needs, is a natural 
outgrowth of the stability of 
Inter-Ocean management— 


continuous since the company’s 


operation began in 1920. Our 


financial capacity is a matter of 


record—sufficient for your 


requirements. 


INTER-OCEAN 


REINSURANCE 


Excess of loss 
Pro-rata 
Catastrophe 


OCEAN REINSURANCE COMPANY + CEDAR RAPIDS, IOWA 


such State 


supervisory officials could not be ex 


a charge upon them. 


pected to permit a mandatory “charge 
against persons who have no flood 
exposure or who, tor 
do not wish to purchase specific 
flood insurance. 


any reason, 


In spite of the above, some have 
seriously urged that the cost of flood 
insurance be distributed as a load 
ing on extended coverage rates and 
that flood coverage be included as a 
part of extended This 
would place the companies engag- 


Son 


coverage. 


ing in such a practice at a hopeless 
competitive disadvantage with those 
not 
insurance 


otter 
While 


nationwide 


companies choosing to 


tl “ ya 


there are no 


coverage 
reliable 
statistics on annual flood losses, the 
best available records of annual 
Hood losses over a period of time, 
and these admittedly are incomplete, 
have been compiled by the United 
States Weather Bureau. According 
to these incomplete records, property 
losses from flood over the period 


ntinued on the next page) 
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Flood Damage—Continued 


1924-1949 inclusive have averaged 
more than $110,000,000 annually. 
If such losses were to be paid under 
extended coverage endorsement and 
a proper loading therefore added to 
the rate, it is estimated that present 
extended coverage rates would on an 
average have to be approximately 
doubled Obviously, this would be 
acceptable only to those property 
owners exposed to damage by flood. 


BS8¢;7,: 


Insurers who agreed to such an in- 
crease in extended coverage rates 
would expose themselves to being 
priced out of the fire and extended 
coverage market. 

Evidence that the flood loss statis- 
tics of the United States Weather 
Bureau are incomplete is found in 
estimates of average annual flood 
damage in the United States made 
by the Corps of Engineers of the 
United States Army. According to 
such estimates the average annual 
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Now is the time to sell. 


OF HOME PROTECTION 


You can build greater premium volume and better 
client relations with the Homeowners’ Policies. 


All homeowners have been looking for a package policy 
to simplify the handling of their insurance. There is a 
Homeowners’* policy for every purse—a package with 
a saving. “Not yet available in some States. 


Better service is given to your clients when you repre- 
sent our companies which keep you on top of the 
personal insurance market. The Homeowners’ policies 
offer you an occasion to survey personal accounts. 
Plan to see at least one client or prospect a day. 


Complete protection is what your clients expect of. you. 
You must keep them advised of new methods and 
safeguarded by maximum coverage at minimum cost. 
The Homeowners’ policies give you this opportunity. 
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physical damage to property in the 
United States is approximately 
$466,000,000, which would indicate, 
if such estimates are reasonably ac 
curate, that present extended cover 
age rates might have to be increased 
by as much as 400% on an average 
country-wide, if such losses were to 
be paid under extended coverage en 
dorsement and a_ proper 
therefore added to the rate. 


loading 


Even if the foregoing practical 
considerations could be brushed 
aside and particularly if it could be 
assumed that property owners with 
a flood exposure would buy flood in 
surance at the indicated rates, the 
catastrophe potential of such an un 
dertaking would be so great as to 
threaten the solvency of the entire 
property insurance business, there 
by undermining the security behind 
outstanding commitments. It is 
doubtful that the aggregate net free 
assets of all insurers would be ade- 
quate to withstand the constant 
drain of the recurrent catastrophe 
that would be 
flood insurance. 

The probable tlood 
damage in any general flood area 
may occur in any year. If a flood 
insurance undertaking were re 
stricted to a single general flood 
area, insurers would have a constant 
exposure to a catastrophe loss equal 
to the maximum probable damage 
to all insured properties in that area. 
If a flood insurance undertaking 
were extended to all flood areas in 
the United States, the maximum 


probable catastrophe loss would be 
to be less than the aggregate 


l SSCS 


inherent in 


maximum 


likely g 
maximum probable damage 
the individual flood 
major floods are 


in all 
areas since 
not expected to 
occur in all parts of the . 
the same insurers 
could certainty that the 
maximum probable flood damage in 
flood areas 
would not occur in two or more con 


antry in 
vear. Even so, 


have no 
two or more general 


secutive years. 

A study made by the engineers 
reveals that if all of the fifty-four 
properties surveved at Lowell, 
Massachusetts, were insured for the 
indicated annual premium of $127, 
584 (plus expense loading), maxi 
mum probable losses on these prop 
erties would be more than $3.800, 
OOO. Thus, if there were no inter 
vening floods, it would require al 
most thirty years to accumulate out 
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of premiums a fund equal to the 
maximum probable loss which might 
occur in any year and could occur 
several times within this thirty- 
year period, Similar catastrophe po 
tentials are found in every flood 
area. 

To the experienced insurance 
mind, the flood peril presents the 
sort of unpredictable wide 
spread devastation and destruction 
that we 


same 


associate with modern war 
damage, and the same considerations 
which prompted the business of in- 
surance to refrain from assuming 
liability for war damage to property 
on land during World War II. It 1s 
reliably estimated that the damage to 
property, incluaing crops, farm land, 
streets, roads, public 
involved in the 1951 floods 
$1,000,000 000. This 


would have been the measure of the 


sewers and 
works 


exceeded 


insurance loss had specific flood in- 
surance, as such, been generally 
available and carried on all types of 
exposed property, private and public. 

If it could be established that the 
risk of loss by flood is a proper sub- 
ject for insurance, that specific flood 
insurance could be written on a 
and that the public 
would purchase specific flood insur- 
indicated rate levels, it 1s 
that companies generally 
would desire to engage in this field. 


sound basis, 
ance at 
oby rT Mus 


Because of the virtual certainty of 
the loss, its catastrophic nature, and 
the impossibility of making this line 
of insurance self-supporting due to 
refusal of the public to purchase such 
insurance at the rates which would 
have to be charged to pay annual 
losses, companies generally could not 
prudently engage in this field of un- 
derwriting. It is our considered 
opinion that insurance against the 
peril of flood applicable to fixed 
property cannot successfully — be 
written and that any specific promise 
of indemnity for loss by flood must 
therefore be regarded as in the na- 
ture of a subsidy or relief payment, 
which are quite outside the scope of 
private business and of insurance. 
Since for the outlined 
private underwriters cannot under 
take to provide specific flood in- 
demnity as an insurance venture, it 
that 
could not 


reasons 


follows government likewise 
undertake to provide 
specific flood indemnity by means of 
insurance. 


There is no reason to 


believe that the government would 
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Things every Insurance Buyer should know—No. 73 


a “Middleman” 


“To Buy Tusurance 


We believe that the services of a carefully chosen, independent pro- 
fessional—an agent or broker—are indispensable when buying your 
property and liability protection. Here are a few reasons— 


v The insurance agent or broker usually knows his 
clients personally and is therefore in the best position 
to evaluate their individual insurance requirements, 
His services are not restricted to office hours; whenever 
you need him, and under whatever circumstances, he 


Because he is not limited to a single company, the in- 
dependent insurance agent or broker is familiar with 
the products of many companies and can select the 
company and policy that best fits your particular 


If there should ever be a difference of opinion between 
you and your insurance company, your insurance agent 
or broker represents your interests in settling the 


In our 113 years’ experience, we have found that there is no ade- 
quate substitute for a competent, independent agent or broker in 


securing insurance protection to meet your needs and in assisting 
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This advertisement appears in leading newspapers throughout the country. 


encounter fewer obstacles to such an 
undertaking than private insurers. 
However, if the Congress of the 
United States determines to provide 
specific flood indemnity by subsidy 
or otherwise, the complete facilities 
ot the insurance business would be 
available to the Government in 
carrying out such an undertaking 
should Congress and administrative 
agencies of the Federal government 
wish to make use of such facilities in 
a manner similar to their utilization 


in connection with the War Damage 
Corporation program of World War 
Il. As a long-range program, it ap 
pears that an accelerated flood con 
trol program supplemented by such 
relief payments as are necessary on 
account of flood damage would be 
more in the interest of the public 
than a program of so-called “flood 
insurance” which could not be self 
supporting. 

From a report prepared by the Insurance 


Executives Association, predecessor of the Amer 
tan Insurance Association 
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FLOOD INSURANCE 


AS WAS TO BE EXPECTED, the recent 


tremendous flood losses in the north 
eastern the 


portion of country, 


which were largely uncovered by 


insurance, have caused renewed in- 
awakened de 


mand for flood insurance 


terest in and an 


Insurance 


spokesmen feel the hazard is unin 


surable, mainly because of the in- 


evitable adverse selection of risks. 


In our present day atmosphere this 
leads naturally to 
Federal 


suggestions of 
coverage. Congressman 
Dodd of Connecticut has advocated 
a Federal Disaster Insurance Cor- 
poration to cooperate with the insur- 
ance industry in providing protec- 
tion. The Federal Housing Adminis 
tration is thinking along the same 
lines. A special committee of the 
FLH.A. is working on plans which 
include a the 


program similar to 


WHEN YOU SELL 


THE MODERN 


PEERLESS WAY 


lasted — 


thort 


Down; 


Up! 


Peerless Agents do a more efficient selling job, 
because they use Peerless’ modern, effective 
selling tools... the **ORGANIZER” (for the sale 
of Fire, Casualty and Bonding protection) and 
“SIMPLIFIER” (for the sale of Fidelity and 
Surety Bonds)...to sell clients and prospects 
more complete insurance and surety bond cover- 
ages. Nothing is left to chance or memory in 
these up-to-date selling aids that help agents sell 
more, earn more. Write for details on how 
these Peerless Sales Tools can be put to work 


for you! 


PEERLESS 
Casually Company 


KEENE, 


NEW HAMPSHIRE 





present government crop insurance 
and another patterned on the War 
Damage Insurance Corporation. 
Government reinsurance 1s 
also being considered. ‘Senator Leh 


excess 


man of New York is also preparing 
a Federal insurance plan to submit 
to Congress. His proposal would 
also broaden the operations of the 
Civil \dministration to in 
disasters not with 


Defense 
clude connected 
war 

Industry leaders met with Federal 
housing officials to try to work out 
some method of offering flood in 
surance to homeowners and industry. 
The conference was called by Ad 
ministrator Albert M. Cole who an 
after it that the answer 
would probably have to be a system 
of insurance underwritten by private 
carriers with the the 
government. The government's crop 
the War 
program were re 
viewed to determine whether they 
could be used as a pattern. 

Senators Kennedy and Saltonstall, 
both of whom represent Massachus 
etts, have prepared a Federal flood 
insurance bill for introduction in the 
next Congress. They evidently favor 


nounced 


backing ot 


insurance program and 


Risk Insurance 


a program patterned somewhat after 
the War Risk Insurance plan which 
would utilize the services of private 
insurers. 

The Board 
and the Insurance Department of 
North Carolina have asked the Fire 
Insurance Rating Bureau and indi- 
vidual companies operating in the 


Insurance Advisory 


state for recommendations as to how 
wave wash and flood damage can be 
underwritten by private carriers. 
\fter an investigation Commis 
North Carolina has 
cleared the companies of 


sioner Gold of 
charges 
that they were unethically cancel 
ling extended coverage contracts in 
exposed positions of the state. 


AERO ASSOCIATES MERGER 


\s of June 30, the Illinois corpor- 
ation of Aero Associates, Inc. has 
heen merged with the New York 
corporation of the same name. The 
New York office becomes the head 
office of all operations of the com- 
pany, which is the aviation under- 
writing manager for the Zurich In- 
surance Company and the 
Star Insurance Company, Ltd. 


Eagle 
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Casualty Coverages—from page !0! 


pass it along to the airlines operator. 

\fter nearly three years of joint 
effort, the aircraft industry and the 
insurance business developed a pro- 
gram that became effective January 
1, 1955. Its essentials are as follows: 
rit provides products liability cOov- 
erage for aircraft and any article for 
use in an aircraft including parts, 
tools, instructions, and engineering 
data. 


2. It does not include coverage for 


products other than aircraft prod- 
ucts, and that 
both will need 
products coverage pur 
chased through regular channels. 


any manutacturer 


manutactures 
standard 


types 


3. Two types of coverages are pro- 
vided: 


a. Coverage +1 provides coverage for 
hodily injuries and property damage 
caused by accident, with a limit of 
$5,000,000 per occurrence. 

b. Coverage B provides coverage 
for grounding liability: that is, loss 
of use of completed aircraft from 
revenue-producing flight operations 
if the grounding 
arises out of 


commences. or 
an occurrence during 
the policy period. The limit of liabil- 
itv for grounding coverage is also 
$5,000,000 on any one grounding, 
with a moderate coinsurance provi 
sion. 


There is no aggregate limit of liabil 
itv under either coverage. 

4. Coverage is included subject to a 
deductible of $5,000 for damage to 
the product out of which the accident 
arises, which is contrary to standard 
products lability coverage. 


5. Special exclusions embrace: 


a. loss of use of military aircraft. 

b. injury or destruction to any mili 
tary aircraft of which the product 
is a part. 

warranties in 
those implied by law. 


6. The 


and 


c, express excess of 


policy covers occurrences 
the 
world, but only indemnification is 
required outside of the United States 
and Canada. 


7. The rates per $100 of sales for 


groundings anywhere in 


this coverage are as follows: 


a. For non-military air-frames, en- 
gines and propellers—$.45. 
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b. For all other non-military parts 
$.15. 

c. For all military—both air frames 
and parts—$.05. 

In addition, there is a penalty rate 
for manufacturers of air frames, en- 
gines, or propellers who come into 
the program after January 1, 1956. 
These late insurers will have to pay, 
in addition to the rates on 
current sales, a rate of $.30 on sales 
of the first preceding year and $.15 


above 


on sales of the second preceding 
year. 
The rating basis is prospective, and 


an experience rating plan 1s to 
developed to apply 
program and also to individual risks 


overall to the 


Nuclear Materials 


This situation presents problems 
that are different in two principal 
respects from the aircraft products 
problem and the 
puzzles we have solved in the 
In the first 
general 


most. of other 
past 
place, we have 


leSs 
than is. usual 
concerning the actual hazards in 
volved; and such knowledge as we 

{Continued on the next 


knowledge 


pege) 


109 





Casualty Coverages—Continued 


ibnormal dose 
Secondly, the 
though 


have is mixed with at 
of misconception 
losse Ss, 


maximum potential 


highly improbable, are seemingly 
astronomical 
Although | have no p 
offer, | can give a report of 
that will probably be ot 
From a 


it solution to 
progress 
interest. 

and 
and 


hazards standpoint 


therefore trom ae coverage 


capacity standpoint—the — nuclear 
problem can be divided rather cleanly 
into two categories : those operations 
that involve the use of 


radioactive 


nuclear or 
that not 
as the use of 
isotopes, and those operations that 
involve the 
terials, such as the operation of 


materials 
such 


are 
fissionable, 


use of fissionable ma 


reactors. 


With respect to the first group, 


we believe that adequate coverage 
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and capacity will be made available 
through the normal channels of the 
casualty insurance This 
does not mean that the same cover 
age, or limits, or rates will apply to 
those operations that apply to other 
operations. It merely that 
existing machinery is flexible enough 


business 


means 


to enable casualty underwriters to 
satisfy the requirements of industry 
in this particular area. 

The problem of reactor coverage 
is something quite different. Spokes 
men for the embryonic nuclear power 
industry now talk of requiring limits 
of liability reaching a hundred, a 
hundred and fifty, and even two 
hundred and fifty million dollars 


Such limits are simply bevond the 
present capacity of the private insur 
ance market. To demand them, or 
even fractions of them, is, by impli 
cation, to call for a reappraisal of 
past methods of purchasing insur 
ance. In the first place, it is going 
to cost money to available 
limits of liability even approaching 
these; and 


make 
therefore some of the 
smaller operators of 
actors, particularly assumably 
going to have to strike a balance 
between what they would like to 
have and what they can afford to 
pay for 


research re 


are 


In the second place, it 
would seem desirable for the owner 
of a reactor to agree to assume the 
products lability of the component 
parts manufacturers, in order to 
avoid the pyramiding of the pre 
mium charges he would have to pay 
if each parts manufacturer felt him 
self obliged, for his own protection, 
to purchase the maximum 
available. This would represent a 
the current tendency of 
owners of plants and users of ma 


limits 
reversal of 


terials to use every strategem in the 
law books to pass liability back to 
their suppliers. 


In an effort to get some answers 
to these 
questions 


and 
respect to property 
loss, a joint committee of the insur- 
ance business has been formed. This 
committee had its first meetings with 
the Atomic Energy Commission in 
Washington on March 15 and 16, at 
which time members were supplied 
with a great deal of confidential in 
formation in order to give them the 
background necessary for evaluation 
of the situation. 


questions 
with 


ancillary 
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emember the Ditterence 


OME OF US RECALL from our early 
WJ schoolday struggles with Caesar 
that all Gaul was divided into three 
parts. But many of us today, in the 


and strain of the 
business, are apt to 


claim 
that 
liability claims are divided into two 
and distinct categories 
\utomobile liability and other liabil 
itv. For the sake of brevity, we shall 
refer to the and the 
latter as OL 


pressure 


forget 


separate 


former as Al 


Less Exposure 
This 


hability 


latter class 
claims other than automo- 


bile, and over the years has been a 


comprises all 


profitable class of business, produc- 
ing loss ratios of 35 to 45 percent 
as compared with AL ratios of 55 
But with untrained 
and unskillful claim handling this 
normal 


to 65 percent 


favorable difference can be 
completely wiped out. OL premiums 
\L, being based 
upon the legal liability of the assured 
total of which (as. will 
further appear) is considerably less 


are tar lower than 
the sum 


than in automobile liability cases 
Ol. premiums are not designed to 
cover payinents in the absence of 
liability and the rates are based upon 
available 


defenses as well as ex 


posure. Take for example the $10 
per annum premium on a compre- 
hensive personal liability 
how 


policy 
many ex gratia payments can 
you make? 

difference 
types of 


There is a world of 


between the two claims 
If the basic reasons for this differ 
ence are understood and continually 


kept in mind by staff and independent 
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adjusters, as well as supervisors, 


hundreds of thousands of dollars 
annually could be saved which other 
wise “go out of the window.” Some 
companies are so aware of this that 
they 
ments, one handling 
the other OL believe it 
will not be disputed that the average 


OL claim is 


have separate claim depart 
\L claims and 
claims. I 
worth less than its 
counterpart in the AL The 


writer has had a good deal of experi 


( lass 


ence over the years in handling and 
supervising both types of claims and 
lawsuits, and from that experience 
that the 
OL. claimant has the “laboring oar,” 
so to speak, in his efforts to 


and observation would say 


get a 
verdict from a jury in the majority 
of cases. The purpose of this brief 
essay is to endeavor to point up the 
essential differences and to indicate 
in broad outline the type of investiga 
tion and handling that is essential to 
the proper termination of OL claims. 

Consider for a moment the variety 
and complexity of the facts which 
make up OL cases. Many of them 
are unique and matters of first im- 
Never 
been a set of facts such as 1n the case 
at hand. Most AL claims on the con 
trary 


types of 


pression before has there 


eight or ten 
such as right 
collisions, car 


arise from only 
accidents, 

angle intersectional 
striking car ahead, car pulling away 
from curb, car making left turn at 
intersection in front of car coming 
in opposite direction, car crossing 
center of road striking car coming 
in opposite direction, etc., etc. OL 
claims cover every facet of human 
action, except the ownership, main- 


tenance and use of an automobile 


One of the first 
determined in the 


things to be 
initial stages 1s, 
“What is the legal significance of the 
facts?” There may be a legal defense 
or, to put it another way, perhaps the 
claimant has no 


cause of action 


and, if so, the investigation should 
be designed to produce the proper 
evidence to such defense 
and_ the 


action 


support 
investigator's course of 
There are 
many legal defenses to OL claims, 


is blueprinted 


such as lack of notice (actual or 


constructive) to the assured or his 
agent of the condition complained of 
The facts may show the plaintiff to 
have been a trespasser or licensee 
entitled to 


any degree of care in his behalf from 


only and therefore not 


the property owner, except to be 


pade 


STANLEY L. KENNEDY 
Cornwall and Kennedy 
Hartford, Connecticut 





Remember the Difference—Cont. 

warned of a dangerous condition on 
the premises if the owner knows of 
the claimant’s thereon. 
Neither may the owner willfully in- 
jure or set a trap for such trespasser 


presence 


or licensee. This, however, is the 
extent of the owner’s duty to persons 
in this category. Such 


sume the risk and take the premises 


persons as- 


as they find them so far as the law 
is concerned. 

Many a suit is won or lost in the 
early stages of the investigation and 
handling of the case. The investi- 
gator should know the law applicable 





NO. 5 


OF A SERIES 


Service does Pay 


to his case before he starts investiga- 
tion, so that he may know what to 
look for and what sort of evidence to 
assemble. If there is a potentially 
adequate defense, his investigation 
should produce the evidence to sup- 
port it. On the other hand, practi- 
cally all automobile cases turn on 
questions of fact to be determined 
by a jury. 


Coverages 


The coverages which produce the 
great bulk of OL claims are owners’, 
landlords’ and tenants’ liability, 
manufacturers’ and contractors’ lia- 





bility, comprehensive general liabil- 
ity, comprehensive personal liability, 
products liability and professional 
liability (including lawyers, doctors, 
dentists and druggists). In the first 
three listed the legal 
liability of the assured arising from 
ownership, maintenance or use of 
real property and caused by accident 
is covered, and in addition liability 
resulting from the operation of the 
assured’s business (with certain 
exclusions of the other coverages, 
such as automobile, products, etc. ). 


coverages 


The comprehensive personal lia 
bility policy covers the legal liability 
of the assured resulting from acci- 
dent by reason of the ownership, 
maintenance or use of residential 
property, not classified as business 
property, part or all of which is 
occupied by the assured. In addition, 
the personal liability of assured is 
covered, that is to say, liability 
arising from non-business activity. 
very person regularly residing on 
the premises and who is a member 


also an 
this in 
children. 


Says a Pearl-American Agent in Con- of assured’s household is 
“Shortly assured under this policy; 
after I started in business your field man cludes 


necticut. This is his story: 


assured’s minor 
explained how worthwhile leads could be 
Many Adequate Defenses 


obtained by rate analysis work. Armed 


i is »dge, I succeeded in secur- i i 
with this knowledge, I succeeded vis In endeavoring to accomplish the 


main purpose of this brief survey, I 
shall not elaborate on products or 
professional liability claims, except 
to say that many adequate defenses 
are available in both, and nuisance 
payments are the exception rather 
than the rule. 
company 


ing several ‘agent of record’ letters. One 
of these resulted in the clearing of a 

charge for an electrical defect which no 
longer existed. Naturally the resulting return premium made 
the owner, who also owned some fifty other properties, very 
happy. Two months later he rewarded me with a ‘crack’ at 
a large shopping center which he was having built. Your field 


man and I went over the plans and I succeeded in convincing For example, one 


writing lawyers’ liability 
requires, as part of the 
claim routine, the assured’s signed 
before 


my client that he should divide the building into two additional 
fire sections with a consequent premium saving of approximately 
$1,000 annually. Result to-date? A $7,000 5-year premium for 
me and a better risk for the community.” 


coverage 
consent settlement is 
made. In malpractice claims against 
physicians it is very difficult for the 
claimant to produce effective expert 


any 


Every Pearl-American Agent has at his command the facilities 
of one of the world’s greatest companies. We invite your inquiry 


testimony. Many manufacturers in 
sist that their carriers clear with 
them any proposed settlement of a 
products claim. Thus, although 
products and professional liability 
claims do not involve real estate to 
the extent of the other general 
liability lines, nevertheless they pre- 
sent many of the same features and 
should be handled in the 
general manner. 

It can be said that the principal 
difference between AL and OL 
to the difference in 
character of the property insured. 
On the one hand, we have an auto- 
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mobile, which is personal property, 
with a high-powered engine under 
the hood and which can become at 
any moment 


a highly 
instrument. 


It is ambulatory, and 
can be in Hartford, Conn. one day 
and in Cleveland, Ohio the next. 
On the other hand, we have real 
property which is fixed and station 
ary at a given location, such as a 
department store, apartment or tene 
ment house, office building, 
house or residence. 


dangerous 


ware 
In the AL case, 
the claimant will probably never see 
the assured or his car again. If a 
nuisance settlement were made, it 
would not affect the future handling 
of the risk. But real estate, having a 
detinite location, can be subject to 
future claims by repeaters or others 
who have learned of the nuisance 
settlement practice, if such there be. 

Then, when word gets around 
(and be assured that it will), these 
risks become targets for future claims 
by tenants, delivery men, neighbors, 
customers, patrons, etc. To illus 
trate: the liability carrier for a 
department store in New York City, 
doing a tremendous volume in ready- 
to-wear clothing, refused to renew 
the line because of very unfavorable 
experience. At that time the risk 
was thirty lawsuits a 
month, and the retiring carrier had 


producing 


been compromising most of them on 
Many of 
the claims were for pinpricks from 
price tags and other trivia, and as 
the store was operated on a self- 


a nuisance theory basis. 


service basis there was obviously no 
liability in connection with most of 
them. 

The new carrier had a different 
claims policy and refused to pay on 
anything except where liability was 
clearly indicated. The result! At 
the end of the first six months, the 
suit volume had dropped to fifteen 
per month, and at the end of one 
vear had dropped to six to eight per 
month. This carrier remained on the 
risk four years and made money on 
it, losing the line only because a 
broker placed it with another com- 
pany at considerably less premium 
thanks to the claims handling of the 
second carrier. 

I might stress here that another 
important point to note is the rapid- 
ity with which word gets around, 
even in a city the size of New York, 
among the legal fraternity specializ 
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Losses paid exceed Three Hundred Fifty Million Dollars 


ing in plaintiffs’ negligence work, 
regarding the 
policy ot a 
Thus, 


settlement 
particular company. 
first distinction is the 
fundamental difference in the char 
acter of the property insured 


claims 


our 


Nature of Tort 


The second respect in which the 
two types differ is in the nature of 
the tort itself. 
from the operation of an automobile 
The 
defendant or his agent had his hands 
on the wheel and was in complete 


Negligence arising 


is usually active and positive 


control of a high-powered car, and 
operated it in a manner which intet 
fered with the rights or safety of 
other people. It is true that the neg 
ligence of such a defendant could be 
an act of omission as well as commis 
sion, but in view of the potentially 
dangerous situations that can be cre 
ated on public highways it comes to 
about the same thing. The plaintiff, 
who has the tactical advantage of 
opening the case, as well as closing 
with the last word to the jury, usu 
ally paints a picture of the defendant 
as a road hog—careening down the 


ntinued 


page 





Part IIl_—General Education 


QUESTION 6. 


In his 


message, 


State of the Union 
President 
the 


make 


last 

the 
that 
amended to 


recom- 
mended Constitution be 


the voting age 
eighteen 
(a)(1) What are the principal 
qualifications for voting today, and 
(2) with respect to each qualifica- 
tion, indicate which 


authority 


governmental 
establishes the qualitica- 
tion 


(b) Submit arguments (1) for, and 


(2) against lowering the voting age 
to eighteen 

(c) It has often been said that the 
most needed electoral reforms today 
are those which would improve the 
quality of the electorate rather than 
expand the number of eligible voters. 
One device designed to improve the 
quality of the electorate is the liter- 
acy test 
and (2) 

that pass 


produc e evidence of literacy in order 


Present arguments (1) for, 
the requirement 
literacy 


against 
persons tests or 


to qualify for the privilege of voting. 


Answer 


(a)(1) and (2): Voting qualifi 
cations in the United States are de 
termined by the various states sub- 
ject to certain limitations imposed 
by the Constitution. States, on the 
one hand, are forbidden to discrimi- 
nate in their suffrage qualifications 
on account of race, color, previous 
condition of servitude, or se x while 
the U. S. Constitution, on the other 
hand, provides that those who vote 
for United States senators and rep 
resentatives shall have the 
which the various 
states require of those who vote for 
the more 
the state legislatures. 
All qualifications for voting in both 


same 
qualifications 


members of numerous 


branches of 


114 


(uestions Answers 


state elections, there 
specified by the 
various states. They are as follows: 


and 
have 


national 
fore, been 
1. Citizenship is currently required 
in all states. 

2. Age. Al: states, except Georgia, 
require that voters be at least twenty- 
one years of age. The age minimum 
in Georgia is now eighteen. 

3. Residence. All states have resi- 
dence requirements and these re- 
quirements vary from six months to 
two vears within the state; thirty 
days to a year within the county; 
and ten days to a year within the 
precinct, or district. Thirty-three 
states require one year’s residence 
within the state as a voting qualifi- 
cation. 

4. Literacy. More than a third of the 
states have literacy or educational 
tests designed to insure that persons 
who vote can read and write and 
that in some instances they possess 
the equivalent of an 
school education. 

5. Payment of taxes. A few southern 
states still impose poll taxes and 
require payment of such taxes as a 


elementary 


voting prerequisite. Such tax laws 
have also been administered at times 
in such a manner that a substantial 
portion of the population has been 
disfranchised. 
have in recent years repealed the 
poll tax legislation. 

6. Registration. In a 
registration may 
method of compiling voters’ lists but 


Some of these states 


strict 
be considered a 


sense, 


in practice it serves as voting qualifi- 
cation since persons may not vote in 
forty-six states unless they are regis- 
tered. Texas and Arkansas have poll 
tax requirements which 
much the 

serve much 


prov ide 
information and 
purpose as 


same 

the same 
registration 

(b)(1) The principal arguments 


continued from September 


for lowering the voting age to eight 
een are: 

1. Persons who are old enough to 
fight for their country old 
enough to vote. 


2. Men and women of eighteen to- 


are 


day are relatively better informed 
than older men and women of past 
generations. This is the age at which 
most men and women graduate from 
high school and with the media of 
communication we now have these 
young men and women should be 
well qualified to pass judgment on 
issues and candidates. 

3. Extension of the voting franchise 
olds 
more democratic government in that 
more of the governed are permitted 
to participate in the processes of 
government, 

4. Young men and women of eight- 
een have in many instances begun 


to eighteen-year makes for 


to assume responsibilities of operat- 
ing motor vehicles, paying taxes, and 
holding business and _ industrial 
positions. In a number of states 
women of eighteen may marry with- 
out parental consent and in almost 
all states men of 
marry without parental 
Those who carry such responsibil 


eighteen may 


consent. 


ities should have the privilege of 
voting for those who make and ad- 
minister the laws relating to these 
responsibilities. 

The principal arguments 
against lowering the voting age to 
eighteen are: 


(Zz) 


1. Young men and women of eight- 
een lack the maturity which voters 
need in this complex and highly 
technical age. 

2. As a group, men and women of 
eighteen have not had the business 
or industrial experience and have 
not borne the responsibility that 


- 


Continued on page 10) 
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C.P.C.U. Questions—from page | 14 


make for stability and sound judg- 
ment in the electorate. 

3. The extension of the voting fran 
chise to men and women of eighteen 
may lead to an enlarged electorate 
with no improvement in quality. 

4. Most young men and women of 
eighteen are still dependent upon 
their parents and they may, there- 
fore, be more susceptible to influence 
and control in the casting of their 
ballots than older persons accus- 
tomed to a greater degree of inde 
pendence. 

(c)(1) Citizens should be re 
quired to pass literacy tests in order 
to vote because: 

1. Persons are not likely to vote in- 
telligen‘ly unless they can read and 
understand widely-circulated info1 
mation about candidates and issues. 
2. Informed voters are less suscep 
tible to “boss” and “machine” con 
trol than uninformed voters and 
individuals who can pass the simple 
yet reasonable literacy tests gener- 
ally proposed are usually better in- 
formed than those who cannot pass 
such tests. 

3. The success of democracy de- 
pends in large measure upon an in- 
telligent, informed and active elec- 
torate. Literacy tests will contribute 
to the development of such an elec 
torate 

}, Literacy tests of the type gener 
ally suggested impose no unreason 
able qualifications for suffrage since 
educational opportunities up to and 
including high school have been 
brought within easy reach of almost 
all American youths, 

(2) The chief arguments against 
the requirement that persons pass 
literacy tests before being vermitted 
to vote are: 

1. There is no reliable criterion by 
which it may be determined how 
much ability an individual should 
possess in order to vote intelligently. 
2. Illiterate citizens are required to 
pay taxes and to fight for their 
country ; hence, they should be per 
mitted to vote. 

3. Literacy tests have been used to 
disfranchise certain minority groups 
in some states. 

t. With the widespread use of the 
radio and television, it has become 
less necessary that persons be able 
to read and write in order to vote 
intelligently. 
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QUESTION 7. 


The Federal Trade Commission 
has recently been investigating cet 
tain insurance advertising with the 
view to taking action, if it is “false 
and misleading.” 

(a)(1) Identify three types of cases 
which come under the jurisdiction 
of the Federal Trade Commission, 


oF 


2) describe the procedure ] 


and 
lowed by the Commission in cases 
where corporations are allegedly 
guilty of “false and misleading” ad 
vertising practices 

(b) What types ot findings or de 
cisions of the Federal Trade Com 
mission are (1) reviewable, (2) not 
reviewable by the courts ? 

(c) Outline (1) the advantages, and 
(2) the disadvantages of regulation 
yf business activities by (1) Admini 
strative Commission, (11) the Judi 


Clary 


Answer 


(a)(1) The following are 
most important types of cases v 
come under the jurisdiction of 
Kederal Trade Commission: 

1. Those involving unfair methods 
of competition in interstate con 
merce: 

2. Those involving exclusive or tie 
ing agreements in interstate com 
merce ; 

3. Those in which an enterpriser dis 
criminates in price between two 
more of his customers where the 
effect is to lessen competition in in 
terstate Commerce ; 

+. Cases involving violations of the 
Wool Products Labeling Act which 
was designed to prevent misbrand 
ing of woolen fabrics in interstate 
commerce and to insure accurate 
labeling of such products ; 

5. Those involving simulation of 
trade-marks of competitors by enter 
prisers operating in interstate com 
merce ; 

6. Those involving export combina 
tions in foreign commerce where the 
results are to restrain interstate com 
merce unlawfully ; and 

7. Those involving false and mis 
leading advertising of certain prod 
ucts sold in interstate commerce. 

(2) In case of alleged ‘false and 
misleading” advertising, an investi 


gation is made by the Bureau of 


\ntideceptive Practices of the Fed 
eral Trade Commission which first 


Continued on the next page) 
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permits accused advertisers the op 
portunity to have an informal hear 
ing. As a result of thts hearing, a 
case may be dismissed tor lack of 
substantial evidence that the law has 
been violated ; it may be settled by a 
“stipulation” in which the accused 
admits the alleged infractions and 
agrees to cease and desist from the 
illegal practices thus ending the pro 
ceeding; or a formal complaint 
against the parties involved may | 
brought to the Federal Trade Com 
mission. 

In the event a formal complaint 
is filed, the advertiser is given an 
opportunity to be heard before the 
Commission and the Commission 
may dismiss the case for lack of sub 
stantial evidence to support charges 
contained in the complaint or it may 
conclude that the advertiser is guilty 
of the illegal practices in which in 
stance a “cease and desist” order is 
issued. Where the advertiser fails 
to conform to the “cease and desist” 
order, the Commission may apply 
for a formal order from the proper 
court of appeals and may call upor 
the Department of Justice to prose 
cute offenders for acts of a criminal 
character committed by the advet 
tiser who fails to comply with a 
formal court order. Appeals from 
the decision of the Commission may 
be taken to a Circuit Court of Ap 
peals by an advertiser 

(b)(1) A Federal Circuit Court 
of Appeals will review questions of 
law or questions of fact not sup 
ported by substantial evidence if 
such questions are involved in cases 
appealed to it by a party against 
whom the Federal Trade Commis 
sion has issued a “cease and desist” 
order, 

(2) The Court of Appeals, how 
ever, will not as a rule review find 
ings of fact by the Commission if 
such findings are supported by sub 
stantial evidence. 

(c)(1)(i1) The chiet advantages 
of regulation of business activities 
by an Administrative Commission 
are: 

1. Flexibility of the procedure ; 

2. Informality of proceedings where 
intricate rules of evidence and other 
cumbersome judicial rules — are 
waived ; 

3. Members of specialized regulatory 
commissions can, and often do, be- 
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come experts in the fields where 
they operate ; 

+. In general, commission procedu 
entail less ¢ pense 

proceedings 

gants ; 

5. The Administrative 

p' SSESSES broadet powel 

vested in courts in that they 
administrative, quasi-legislative, at 
quasi-judicial authority thus f 

ing the conduct of investig: 


proceedings essential to 


and 
6 Continuity 
of overlapping 


euards 


Ave 
med1o¢ rit\ 
and qui 


a result 


Mission 

1. Commissions lack the securit 
tenure and independence accord 
judges an 

ceptible to 4 

2 Members ¢ 


3 In some mstances 
Commissions — have 
zealous in their acti 
interfered unduly in 
legitimate business 

$, Commission “ot 
command less respect than 
the courts since disobedien 
Commission orders does 
rule, constitute contem] 

5 The combination 

ol administrative, 


1 


and quasi-judicial author 
hands of Administrative 
tions has placed the accused 
untatl position In many Cases espe 
cially where the Commission has 
served both as prosecutor and judge 
The \dmunistrative Pre cedures Act, 
however, has in part corrected this 
inequity. 

(1)(i1) The principal advan 
of regulation of business activities by 
the Judiciary are 
1. Formal trial before a judicial tri 
bunal may in general conform more 
closely to due procedure than adju 
dication by an Administrative Com 
mission : 
2, Courts have full power to dispose 
a case finally and they may thus 


pade 
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C.P.C.U. Questions—Continued 


command greater respect than does 
a Commission; 

3. Judges, in general, are better 
trained for the administration of 
justice than typical 
members. 


Commission 


(2) (ii) The principal disadvan 
tages of regulation of business 
activities by the Judiciary are: 

1, The expense of litigation in the 
courts ; 

2. Judges lack the time and training 
to qualify as experts in 
specialized fields ; 


highly 


3. Dockets now heavily crowded 
would become hopelessly overloaded 
if proceedings of Administrative 


Commissions shifted to the 


were 
Judiciary ; 

+. Formality of court procedures 
and the intricacy of procedural rules 
preclude the possibility of quick, in 
formal and inexpensive disposition 
of many cases which should never 
come to formal trial; and 

5. Judicial regulation lacks the 
Hexibility provided by administra 
tive regulation. 


QUESTION 8. 


One of the most controversial 
issues to come before the Congress in 
1954 was the bill referred to as the 
“Bricker Amendment,” designed to 
curb the treaty-making powers of 
the President and Senate and the 
power of the President to make 
executive agreements. Among othe 
things, the bill would require an Act 
of Congress in order to make any 
treaty or executive agreement effec- 
tive as internal law within the coun 
try, and in addition the approval of 
each would be essential to 
treaties and executive 
agreements effective whenever they 
provide for Federal exercise of 
power reserved to the States by the 
Constitution. 


State 


make such 


(a) Explain the differences, if any, 
between treaties and executive agree- 
ments: (1) as to procedures required 
for their adoption, and (2) as to 
their legal status. 

(b) Outline the principal arguments 
against imposing the “Bricker 
Amendment” checks on the treaty- 
making power of the President and 
Senate and the power of the Presi- 
dent to consummate executive agree- 
ments. 

(c)It has been contended that un- 
less the “Bricker Amendment” or its 


nomen RNS 











equivalent is adopted treaties may be 
employed to invade the sphere of 
powers reserved to the States by the 
Constitution and to infringe indi 
vidual liberties guaranteed by the 
Bill of Rights. Explain and illus 
trate (1) how invasion of State 
powers has occurred in the past, and 
(2) how treaties might possibly be 
used in the future to infringe states’ 
rights and individual liberties 


Answer 


(a) (1 . he ? onstitution provides John Sutter struck gold at Sutter’s Mill near 
that the President shall have the Sacramento, California in 1848—just 34 years before the 
power to make treaties by and with founding of Dubuque Fire & Marine. 

But, old John S. might never have left home at all if he 
could have sold the multiple line facilities of Dubuque 
of executive agreements in the Con- | F&M. Chances are he’d have thrown away his pick and . 

OS wee i pan for the easier, surer profits of the Dubuque “‘packages. 
Stication, im praces e the aie MnEveS | é Insurance agents everywhere are finding that con- 
of two or more nations trequently F solidation of many policies in one Dubuque policy means 
less work, reduces overhead, simplifies policy writing 
and claim settlement, and that customers prefer it! 
While the President often enters into ‘ The Dubuque F&M man can help you. His experience 
; - in multiple line service can help you prospect new 

such agreements without specilic fields of profit. Write us today for details of our 
Congressional authorization, in some multiple line facilities. 


the advice and consent of the Senate. 
While there is no specific mention 


make agreements with each other to | 
which Senate consent is not required 


instances executive agreements are 


made under powers conferred by 74, = LA voces LINE FACILITIES 
Congress. The lend-lease arrange os x . <Gaaraia A a) > 
ments during World War II, for 
example, were made pursuant to an 
act of Congress. 

) 
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Dubuque, Jowa 
) Treaties are a part of the 


supreme law of the land and are on 
an equal plane with acts of Congress. 





When a treaty and an act of Con- 
gress are found to be in conflict, the 
one which went into effect the later 
takes precedence over the other un- 
less the later act or treaty provides 
otherwise. Again, the Constitution 
makes no mention of executive 
agreements and hence does not ex 
plicitly assign them a status in the 
hierarchy of law. In practice, how- 
ever, they have been held by the 


courts to have the same status as | ( COMPANY 
treaties. j 

(b) The principal arguments 

a I eB % a Hand in hand, this team of Part- 

against the “Bricker Amendment 
‘hecke are: ners 3 must remain shoulder to ASSURED 
cnecKsSs are: 
1. They will impose undue handi- shoulder for the well-being and 
caps on the President in his attempt complete satisfaction of all. 
to consummate international agree- 


: When we see this team work together cordially and efficiently, 
ments designed to promote the peace : 








and prosperity of this country ; it makes us forever mindful that we must maintain a strong 

They will weaken the position of 
the United States in the field of 
international relations since there 
will be too much uncertainty about | 


commitments male ty the Presi’ A MUOUSTON FIRE ws CASUALTY INSURANCE CO. 
3. Such checks on the treaty-mak- f—. ENERAL INSURANCE CORPORATION 
ing power as are proposed by the z 


- MAIN OFFICE . FORT WORTH, TEXAS 
(Continued on the next page) EASTERN DEPARTMENT — PHILADELPHIA PACIFIC COAST DEPARTMENT — PASADENA, CALIF 


Company and associate ourselves with quality Agents so that 
the Assured may be adequately covered at all times and receive 


consistent and efficient service. 
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Questions Supreme Court upheld the treaty 


despite the absence of any Constitu 
e unnec tional delegation of authority to the 


our persons 


national government to control wild 


game. The Court declared the treats 


ite must now 


successtully completed the Insur 
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l 
1 
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urds ma 


()-T 
\merica examina 
May and 
warded the Final Certificate of 
\lost Ot the 


earned credit 


making power to be broader that ce Institute of 


will iY 
the 


given in 


the ordinary law-making power o 


individual 
| 


ities and 


Congress and said that treaties could 
execu 


lristitute 


had 


4 P () ) )] 1 > ~ 
be made on any subject of broad na COMIPLEleT 
Hie circum : 


Or one or more 


tional interest. 
(2) since the limits ot the treat\ | the examination parts ales "I 
May of this year. 


The A, B 
nder the 


mean that 
iwreements 
plish 


the demon 


“ate making power have nowhere been 
mei defined, it is quite conceivable that and C examinations 
revised educational pro 
gram of the Institute were conducted 

May 23, 24 and 


state control VEE 


treaties might be negotiated to cove 


ting all states ht | 
Its, edt 


‘] ar matters of minority rig 
I le nationa ; ‘ : 5 ty ‘ . me 
tion, as well as others now 49 Im seventy-six 
me undei twenty-nine — states 


that 
for the Court to hold that 
matter of the tr 


. asure 
1? - ] i? = wl ] ‘ yd1T) 1 

I any; would be necessary w he first series Of eXamunations 
making nat ler the revised program was given 


May 1953, there 


examination centers and 


subject 
y execu aties negotiated were only nine 


broad national interest 
tic tlus To be conti 


( 


ersons completed During the 


last 


ot State two ea the expansion has been 


ral as S ! the 
wn 8! C.P.C.U. EXAMINATIONS inating: 1908 
enate ii af : 
Tm five examination locations 
Property and Liability Under 1954, ther 


Samination 


eotiation ot following 


January . there 


Were 


Is mugratory AMERICAN INS and 


Holland) in completers; in May 


overnt two ¢ centers 


has announced June 6, 7 and 8 % were sIXt\ 
the dates for the 1956 C.P.C.U 
\s usual, they 


nent by 
and tive 


1955 


agreed to hundred com 
la in the pro 


back and 


will be pleters: in 


ters through nters 


January 


aminations sixtv-five 


held in a number of cet and one hundred and twelve 


eters 


he two countries. The out the country 


ATTENTION 


Be your own Insurance Company! — under “Dayplan” the agent earns 


N 
7 
up to 85%, but is relieved of the necessity of providing a capital struc- 


ture for such a company. 


in the extra profits 
it. We have a plan 


Careful underwriting merits a share 
it produces and you should cash in on 
whereby you can earn up to 85% of the premium dollar 


r nL 


simply by maintaining a good loss record. 


mpanies are all rated A or A-Plus and in 
ensed in all 48 states. Com- 
plete coverage for individuals, finance factors, 
g Vendors Single 

and Credit Life 
Accident and Health are available. Catastrophe 


provided 


mbination are li 
nd dealers, includir 
Interest (Skip Insurance 
reinsurance automatically 
without additional cost 

on Auto, Mobile Home physical damage and 
Credit life Accident and Health 


write today for 
complete details on 
*‘DAYPLAN"... 


Here’s how the “DAYPLAN” works! 


lic s 
YOU write your own pol! sai ; re states where legal 
claims if you so desire an in . 
our own claim 
YOU adjust you 


1. 

2. 1 

3. YOU pay us on a monthly basis ance 20% if needed) 
4. 


a occ ank will adv 
We remit to you q (Your local B enses to your 
e 


e ratio of your loss exp 
Your commission Is ¢ 


earned premiums for 


—7-\ 21S ee Ae 2) a eeiek 


406 Beach Drive N., St. Petersburg, Fla. — Phone 5-4113 


varterly 
Jetermined by th 
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Fire Insurance—Coverage on Owner's for the full amount of the loss was towing this racer by me 
Interest and on Lessee's Interest— arrivine at this d 

Overvaluation of Lessee's Interest adopted the reasoning and language which was insured in the Blu 
Justifies Total Recoveries of more yf the trial] court Insurance Company, the 


than Agreed Amount of Loss. rhe 


ecision the Cou tow bar behind his passens 


basis of the decision was that broke, the racer veered 


the respec of an on-coming car 


the insurer knew oj 
Hunt \ 
vy of 
Supreme 
4. 
Mrs Hunt owned L resid 


1] 
leased 


tive interests of the insureds and, head-on with it, causin: 
pany therefore, must have known that the ind injuries to others 
umount of S8.000) w: an oOvel tutomobile had no oth 


valuation of the ins * the collision nor any conta 


lessees’, interests, then the Insurer, automobile which was s 
having accepted the premium for tl 
tained fire imsurat | 


larger amount, was estopped to the “hot rod” had its ow1 


it for her life to the T It was generally conce 
nsureds ol 


ELT OR Oe 
on their lessee’s interest which was aim that the actual amount of the power and was not desi 


valued at $5,000 Subsequently, — Joss should be apportioned between — narily to function as a trailet 
Mrs. Hunt, the owner of the proy the parties suffering the loss. The present case arose wl 
pip took out with the sani lhe highest South Carolina Court insurer sued the insured and 
939,000 of Insurance as owne evidently Pave considerable weight interested parties for a decl 
residence property. to tl ment as to the 


When a fire occurred the no effort to amend the valuation (of the “hot rod ar ol 


agreed that the val the insureds’ interests as lessees), (c) which provided tl 


i fact that the insurer “‘made — ju 


lg 


was SS,O00, 1 t le amount 


return any portion of the pre \ and B did not apply, 


the damage to the | mg Was miums collected therefor after full automobile is used for the 
*1 900 45 = ’ ; ; 
$1,290.4: knowledge thereot \lso the Court any trailer owned or hired | 


Phe insure r ottered ) { r 1 14] 
] 


damage, or to 


at the insurer “had placed sured and not covered by 


valuation of their (the insureds ance in the company 
the loss, $1,290.45 | ’ | | [ -ailer 
» pie ), lessees’) interest in the residence at tility Trailer provision 


sureds jointly, Or to appor 8 1 Ss .000.” ] 


“a trailer not so deseri 
amount between them as they might 

agree. However, the respective in- Automobile Liability Insurance—Defi- 
sureds each claimed the right to re. nition of "Utility Trailer"—Towed 
cover the full amount of the loss Vehicles not Enumerated as Excluded 5 a Nena aa 
-=_* . . as e . ° ene Ww not <¢ 1O =n TT HA 
Trailers, Held within Definition of 


I, " ° " or passenger trailet 
ee nt thet , Trailer. P 
and after a lal before Trial Jud: Che trial court hel 


signed for use with a 
senger automobile, 1f not 


with another type of aut: 


Mrs. Hunt, the owner, first su 


McGowan was awarded $922.67 as BJy> Rida Insw 


Lift 


mice Company v racing car was not a “trail 

her proportion of the tot Haun (Supreme Court of Tennes Exclusions (c). On apy 
Che same Court in a sepi Wt see, 1955) 276 S.W. 2d 711 intermediate appellate cou 

by the present insureds, the lessees, 


Haun, the insured, owned a “hot held the policy's use of 
also awarded the it Is the ‘or stock car racing automobile “trailer” created an 

amount of $1,290.45. the full avi which was not insured While he quiring the conclusion that 
dent was not excluded on thi 


The insurer appealed to the that the “hot rod” was a trailet 
preme Court of Soutl Carolina JOHN Vv. DINAN, P.E. Lio 


| o } | mMsured — Consulting Engineer 

claiming that the insureds were en 23 BAST cnen avennt Fennesese comet. the devisios 

titled to only the proportionate in NEW YORK I7, N. Y gia Rat ir WN oe 

ot Murray Hill 7-2955 Ow were reversed, a pecios 

Structural (Building) Examinations hearing was denied, with 

amount thereot Pre and Post Construction Surveys ner “that tha ° cyl’ “eqT 

‘ Engineering Investigations—Reports Ing that he ‘hot ro het 
The South Carolina Court. re Expert Testimony traile1 

, 4] , , Seismic Studies of Blasting-Vibration 
jected this argument and athrmed 
| 


ment in tavor of the lessees 


amount of the loss 





On further appeal to the 


terest in the total amount of the loss, 
not the full 
and therefore lability 
the policy was excluded.” 
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The Judge Says—Continued 


The 


Was 


Court in 
content to rely, 


its original opinion 
without 


prior 


oh Ge 
Ten- 
idopted the 
Web 


Dictionary. 


tended discussion, on a 


) 
nessee decision which 
definition of ‘“‘trailer 
ster’s Ih 
the 
Court 


Irom 
iternati On 
the 


ious points 


petition for rehearing 
discussed the vy; 
at length 

In rejecting the arg 
towed ve 


ument that the 
hicle We cpiuks o be an 
the Court 


determines 


automobile, not a trailer, 
“the thing 
whether not 

manner in whicl 


said, 
railer is the 
vas being used 
what it is alon 
attached to the : 

On the point of Nguity, 
Court held the p> licy language 
not 


while 
ing irgument that tl 


not when not 
1utomobile.”’ 

the 
was 
ambiguous conced 
the 
could 


bevond 


insurer 
have made the matter “cer 
tain any doubt by the use of 
held “the 
words used in the contract are self- 


evident use in 


simple words,” the Court 


and of far better 


drawing a contract than attempting 


made up 


if might be 


to mention hot. rods.’ 
wagons, and what not th 
trailers 

Phe 


yected the 


Court also specifically re 
if the “‘hot 
d to be a “trailer,” then 


argumet! 
1 


rod” was he 


it 1s covered 
office ms 


passenger trailer, as listed in 


home, display, or 


the 
and 


definition Trailer” 


in the insurance company’s manual. 
The Court said “by these mentioned 
things it does not attempt to be an 
enumeration of what trailers are ex- 
cluded but to the contrary it is a 
description, explanation and defini- 
tion of a utility trailer by saying 
what it is not.” 

The Supreme Court concluded by 
saying: ““We must keep in mind at 
all times that the insurance com 
pany herein is a paid carrier of cer- 
tain risks of the insured and set forth 
in the contract between Haun (the 
insured) and the company.” 


RULES ON “ACCIDENT” 


AFTER REARGUMENT of the case of 
Saint Paul-Mercury Indemnity 
Company v. Rutland, the United 
States Court of Appeals for the Fifth 
Circuit reversed the judgment of the 
District Court remanded the 
case to the court with the 
direction that judgment be entered 
in favor of Saint Paul-Mercury. 
The involved collision be 
tween a truck operated negligently 
by a Rutland employee and a freight 
train which was derailed by the im 
pact. 


and 
lower 


case 


Damage was caused to sixteen 
railway 

separate 
the 
ous shippers, 


belonging to fourteen 
The contents of 
which belonged 
and the 


self were also damaged. 


cars 
owners. 
cars, to numer 
roadbed it 


The 


action 





INSIDE TIPS 
ON SELLING 


MOBILE HOME 


Wp 
: rofit by 


trated experience in selling 
owners, 


home 


INSURANCE 


our experience ... highly concen- 


insurance to mobile 


We'll tell you how to work with dealers, with trailer 
park managers, with banks. We have learned a lot 
of short cuts to profitable, high volume business in 
this ever-expanding field. 


For complete information on the many advantages 
of becoming a Trailer Club agent, send us the 
coupon below. We'll send full facts in a hurry! 


Send me complet 
Trailer Club 


information on 
Insur ince 


selling 


110 
Name 


Address 


Trailer Club 


(eS 2 aw ct, 1 : 
FEDERAL SQ. BLDG., GRAND RAPIDS, MICH. 


by the railroad against Rutland was 
compromised and settled. 

Saint Paul-Mercury had issued a 
policy to Rutland which included 
automobile liability cover- 
$5,000 for “each accident,” 
for property damage liability. Rut- 
land, contending that was a 
separate accident to each owner of 
damaged by the collision, 
action to recover the full 
amount paid in settlement to the 
railroad, although that amount 
greatly exceeded the property dam- 
limitation of $5,000 for “each 
accident,” as set forth in the policy. 

The District Court upheld the in 
sured’s contention, and upon appeal 
to the Circuit Court, the decision was 
affirmed. 

Saint Paul-Mercury then peti 
tioned the Circuit Court for rehear 
and the Association of Casualty 
and Surety Companies, represented 
>. Donovan, of the firm of 

Donovan, 


general 


age of 
there 


pre yperty 
bre vught 


age 


Ing 


by James I 
Watters & appeared as 
amicus curiae supporting the peti 
tion. 

Rearguiment was granted and, as 
a result, the Circuit Court by 
a divided opinion ruled that the 
“accident,” as used in the 
intended to be con- 
rather than an 
effect. Saint Paul-Mercury’s lia 
bility for all property damage 
suffered in the accident was, there- 
limited to $5,000. 


word 
policy, was 


strued as a cause 


fore, 


INTERSTATE COMMERCE 
COMMISSION 


THE INTERSTATE COMMERCI 
MISSION has increased the insurance 
minimums it requires of 
coming under its jurisdiction. The 
bodily injury limits for property 
carriers and freight forwarders were 
increased from $10/20,000 to $25 
100,000. Bodily injury 
passenger carriers range from $25 
100,000 for buses with a seating 
capacity of no more than seven per 
$300,000 for those with a 
The prop- 
was increased 
The present 
coverage of $1/2.000 on 
cargo was not changed but additional 
studies are being made. 

The new regulations of the Inter 
state Commerce Commission become 
effective November Ist. 


COM 


\ ehicles 


limits for 


sons to 
capacity of 31 or more. 
erty damage limit 
from $5,000 to $10,000. 
minimum 
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Lifesaving course for Larry! 


@ Believe it or not, this is a high school classroom. The 
subject—Driver Education, The instructor—an English 
teacher with special driver education training. 

He’s teaching Larry more than the mere mechanics of 
driving. Larry is learning the proper mental attitude neces- 
sary for safe driving. When the course is completed, Larry’s 
chances for survival as a driver will have actually doubled! 

In an age when one out of every four fatal auto accidents 
involves a youthful driver, you would think such a proven, 
successful program would receive wide acclaim. After all, 
far more of our youngsters are crippled and killed by auto 
accidents than by polio, for instance. Yet a majority of com- 


munities are still without high school Driver Education, 


For October, 1955 


As an insurance man and civic-minded citizen, you can 
make a real contribution to the youth of our country by 
calling attention to the success of Driver Education. Make 
sure your school board, school officials, PTA and local 
Safety Council get the facts. Use your influence with key 
citizens to bring Driver Education to your high school. 
We'll help by sending you the fact-filled folder entitled 
“Teach Them To Drive.. 


pas 


.and Survive Write tonight, 


won't you? It can be a matter of life or death for many 


youngsters in your community. 


JALLSTATE 


Home Office + Skokie, Illinois A.1. Co 





The Difference 
line at 60 m.p.h., and juries are prone 
io pay too little attention to a defense 
of contributory negligence in 
should 


many 
ases where they 
In ©] 


active neg 


cases, on the contrary, no 


ligence usually 1s 


pre ven 


against the d lant 


His negli 
sence, 11 any, 1S generally passive. 
the 
down 
the 
The 


upon which he slips or falls 


the forces which precipitate 


fall 


trom 


in the 


average 
Instance, come 


own movements. 


is usually fixed and stationary. The 
defendant did not push or trip him. 
In my opinion, it is that difference 
between active and passive negli 
gence which causes the average jury 
to assess damages on a considerably 
lower scale in an OL case, 1f they 
bring in a plaintiff's verdict at all. 
During trial of a case in Brooklyn, 
ee ae 


claim was a_ highly 


Supreme Court, where the 
and 
slippery floor, defense counsel asked 


polished 


the plaintiff, “Just how slippery was 
that floor, Mrs. \hout like 


this floor here in the courtroom 2” 











On your staff, but not on your payroll 


Mutuality magazine is a “regular” in the agencies repre- 
senting Northwestern. Every month it brings a wealth of 


stimulating, informative 


material 


and profitable sales 


ideas. Helpful articles, special features and idea exchanges 
make ii valuable reading for everyone in the office. When 
you “write it in Northwestern,” you are automatically on 


the mailing list. 


Learn more about 


the 


advantages of representing 


Northwestern by getting in touch with our nearest depart- 


office. 
amie 


Ss 
one 
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ment 


* HOME 


OFFICE 


MUTUAL FIRE ASSOCIATION 


SEATTLE + WASHINGTON: 





FIRE ASSOCIATION 
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San Diego San Francisco Spokane Vancouver,Canada 
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She rephed, “Yes, just about like 
this.” The defense rested its case at 
that point, deeming no further evi 
dence to be necessary, and the jury 
brought in a verdict for the de 


fendant. 


Character of Evidence 


\nothet 


the character of the evidence. 


distinction is in 
In AL. 


the evidence 1s tluid and often 


salient 


Cases, 
ina state of flux. It involves speed, 
distances and directions, which are 
matters of the witnesses’ judgment 
and can be changed upon interroga 
tion during the trial. The net result 
of the evidence, therefore, is apt to 
be uncertain. The evidence in an OL 
case, on the other hand, is apt to be 
physical and not entirely dependent 


upon oral testimony. It can be 
“trozen” by means of photographs 


either a handrail was there or it was 
not; the nosing of the treads was in 


badly 


the picture will show 


good condition or worn, and 


the extent of 
the wear 


demonstrate it by exact measurement 


The engineer's report will 


if necessary, also whether the width 
and height of the treads and risers 
were uniform. 

lf adequate lighting is claimed, the 
photographer can take a picture of 
the scene with the same wattage 
burning and the same natural light 
conditions prevailing as at the time 
of the this 


Wl be both graphic and irrefutable 


accident, and evidence 


walt te 
In addition, the legal status of the 
witnesses is quite different. In AL 
with the exception of phy 


wit 


Cases, 
° . 1 
sicians, they are mainiy.§ lay 


. whereas in OL cases there is 


nesses 


a greater proportion of expert 


witnesses such as engineers, chem 
photographers and others who 
when properly qualified can give 
opinion evidence, in their particular 
field 
In fall-down accidents, even in 
such public places as department 
difficult to 
Many 


two 


extremely 


store -§ 1t is 
find an actual eye-witness 


times there will be one or 
witnesses who heard the fall but had 
been looking in another direction and, 
upon turning, 
1) 


saw the claimant ving 


on the floor or stairs. This verifies 


the accident, but what the investig: 

tor is looking for is statements of 
fact, over the signature of claimants 
will show as 


and witnesses, which 
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accurately as 
the 
aimant 1s 


what 
The 


who 


just 
fall. 
person 
knows what hay pened, and in a large 
percentage of 


} ssible 
claimant to 
the 


caused 
only 
these accidents even 
know. 


the claimant does not 
The victim will often say, “Well, 
it happened so tast that | don’t know 


just what did happen nor how | 
to fall.” Such a 
is usually supplemented by further 
information to the effect that claim 
ant observed no foreign substances, 


came statement 


obstructions or defects 


and 


at the scene, 
that the lighting was sufficient to 
enable With a 


such as 


him to see clearly. 


negative signed 


this, 


statement 
and the balance of the investi 
gation showing no obstructions, 
foreign substances or defects at the 
should be in a 


scene, the company 


position to present an adequate 
factual defense 

From the 
it will be 
the 


indispensable 


think 


Case 


remarks | 
an OL 


statement 1s 


above 
clear that in 
claimant's signed 
Indeed it is the crux 
of the investigation. To impress the 
unportance of this fact unon trainees, 
the writer has often put it this wav: 
\n insurance company’s assets con 


sist of just two things—cash and 
other the bank, and 
laimant’s signed statements in OT. 
the files 


without the latter, it won't be long 


collateral in 


cases in claim Because, 
the former will dwindle to a 


point which will cause the chairman 


Fore 


of the board to wonder what 1s wrong 
with the operation 


Physical Facts 


Photographs are particularly help 

too. They freeze the phvsical 
evidence and make tt 
They many 
cases to enable a superintendent or 
determine the 
probable liability or lack of it. Even 
the best of verbal descriptions many 
will not the 
true picture of the phvsical situa- 
tion involved, whereas a photograph 
Briefly, we might say that in 
general OL cases rest more on the 
phvsical facts, 


ful 
graphic to a 
necessary in 


jury are 


claims manager to 


times serve to convey 


will 


which can be frozen 
by photographs and a civil engineer’s 
analysis 
Laws with refer- 


inspection or a laboratory 
where necessary. 
ence to building codes, 
and other 


must of 


tenement 
ordinances 


be 


house codes 


applicable, course 
checked 
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COULD BE YOUR 


FAULT THAT 


BILL WENT 
DOWN 


But rented a boat—a good one. A storm came up, 


Bill turned over and went down because he had no life preserver. 


Someone had forgotten to put one in the boat. 


Will you let your business clients down because you sold fire and 


liability but no business interruption? 


Will you sell fire and 


windstorm without additional living expenses or without suggest- 


ing a homeowners policy? 


Full knowledge of coverages can save your client money and 


perhaps all his business. As his insurance agent it’s your obliga- 


tion to recommend for his protection. 


THE AGENCY SYSTEM — AN AMERICAN TRADITION 


AN FIRE 


8 


ay "Ap 


HOME OFFICE 
111 W. Fifth Street, St. Paul 2, Minn. 


EASTERN DEPT. 
90 John Street, New York 38, N. Y. 


NEW YORK SUBURBAN DEPT. 
99 John Street, New York 38, N. Y. 


PACIFIC DEPT. 
Mills Building, San Francisco 6 


Members, American Foreign 
Insurance Association, 
offering world-wide insurance facilities. 





The writer has always divided OL 
cases into two main categories. 
A. Cases to Settle 
(1) where 
shows the probable 
that 
indicated. 
(2) 


These include: 
Those investigation 
liability to be 
such prompt settlement is 
Claims where there is probably 
no lability, but which can be settled 
first for a nominal 
amount. These are well disposed of 


for a nominal sum because: 


on contact 


a) tor one reason or an 


can usually be settled 
contact ; 

(bb) it is cheaper to settle 
complete the investigation ; 
(c) if not settled they can generall 
be gotten to a jury by any 
ably good lawyer; 


(d) 


taken 


the file can be closed, 
the 


just that much more time 


reset! 


down, and adjuster 


ed 





Remember the Difference 


on the more serious claims involving 


considerably This is 


more mone 


1 


in accord with the 


ciple of speedy tert 
at the source 

B. Cases to ! 
which have little 
investigation reveals 
the assured’s 

volve substantial 11 
could not 


and 


amount their 


com 


nuisance valu 


stages 


Phe investigation should 
he completed 


it least ) 
as soon as possible, 
and should include claimant’s signed 
statement of the facts. This should 
he obtained at the first possible 
moment. Telephone can be used to 
get the essential facts from the as 
sured’s end before seeing the claim 
ant, and the signed statement from 
assured and witnesses can be secured 
the 
Claims in this category are separated 
into two sub-divisions: 


1. Non-ju SCS, 1.€ 


there an 


alter contact with claimant 


, Claims where 
adequate legal defense 


MAD? 


Still Waiting For 


“The Word” 


from the Home Office? 


You'll be 


GLAD 


to know... 


Our BRANCHES Have 
Home Office Authority 


Ves... 


ce At. 
RP 
bi % 
ST oe 


on pe pk Saar 
Re aed Te. ph 


\ 


. complete authority is vested in our 11 branch offices from NEW 


YORK to DENVER. That means authoritative decisions on underwriting 


and claim questions are immediately available at the branch office when 


you represent the AGENCY-MINDED, DECENTRALIZED .. . 





Branch Offices in 
CHICAGO 
DENVER 
DES MOINES 
GRAND RAPIDS 
INDIANAPOLIS 
KANSAS CITY 
NEW YORK CITY 
OMAHA 
SIOUX FALLS 
SPRINGFIELD, ILL. 
WASHINGTON, D.C, 











Hawheye - Sows ril y 


INSURANCE COMPANY 


Ribettinal 


INSURANCE COMPANY 


DES MOINES, IOWA 


COMPLETE MULTIPLE LINES * NATIONWIDE CLAIM SERVICE 


should result in a directed 
verdict for the defendant. [examples 
ot this are 


which 


where the state law re 
quires at least a one and one-halt 
inch ditference in elevation between 
two adjacent flagstones of a public 
sidewalk before the case can go to a 
jury on the issue of negligence ol 
the defendant, such as 1s the case in 
Pennsylvania. Or ina so-called “step 
in the dark’ case in states like New 
York, Pennsylvania or Ohio. Where 
the facts are tied down so there can 
he no issue—the step taken by the 
plaintiff in the dark is held to be 
contributory negligence as a matte: 
of law. Or some states, including 
Connecticut, have a Social Visitor 
; if the guest is at the home of 
the assured purely 


1 


rule 
for social pur 
poses and not including any business, 
he does not have the legal status of 
invitee but merely that of licensee 
he host in such case is under no 
duty to provide a reasonably sate 
premise and his only duty is to 
warn a guest of any dangerous con 
dition which is known to the assured 
but hidden from the claimant 

2. Jury cases, but where the evidence 
is so preponderantly and almost con 
clusively weighted on assured’s side 
that the 
favor and there should be 


quate 


are definitely in his 


odds 
an ade 
factual defense. 


Non-liability Cases 


Good practice in non-jury cases 
is to prepare them and force them to 
trial once suit has been filed. A firm 
position should be taken on jury 
cases (B (2) above) and maintained 
throughout the handling of the claim, 
but of course that does not mean that 
the adjuster cannot relax somewhere 
along the line, if and when it appears 
advantageous to do so in connection 
with the release of a claim in this 
category. But the point is that in the 
majority of these claims plenty of 
resistance must be offered. 

The reason is that (human nature 
being what it is) the more substantial 
the injuries and damages, the more 
difficult it is to convince the claimant 
or his attorney that there is no liabil 
itv. Many attorneys feel that such 
cases have a large nuisance value or 
a certain value as insurance against 
a mishap or adverse turn of events 
These 
claims should be allowed to “hang”’ 


during the trial of the case. 
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and “stew” and “simmer” so that 
with the passage of time they will 
mellow and ripen, and in this matur 
ing process they eventually shrink to 
their own size and satisfactory dis 
position then results. All scar cases 


1 claims for injuries resulting i a 


and 

from beauty parlor operations are in { 
this group. I can recall one such 4 God BLESS You . 
where the claimant received a perma 

nent cold wave and claimed the 

process had made her hair brittle so 

that it fell out in chunks and had 

ruined her appearance and attraction 

for the opposite sex. 


She retained counsel and he filed 
suit immediately. In discussing the 
case with him we found that he had 
properly sized up the claim, for he 
had taken a $100 retainer fee and 
was handling the case on a $100 
per diem basis. He also vouchsafed 
the revealing information that he 
actually could not settle the case for 
anything less than $10,000 becaus« 
ot chent’s instructions The case 
was reached for trial about fifteen 
months later and we had prepared 
it and were ready to try when the 


other side suddenly collapsed and OLD SUPERSTITIONS 


pleaded with us to pay $50—any 


thing to save a little face under the and what they mean 
— When someone says, “God bless you”, he is protecting you 
in a moment of great danger. For it was once widely be- 
lieved that when you sneezed, your soul could escape from 
clear from the foregoing analysis your body. 

that nuisance value payments are not 


made as extensively in OL as in AL 


Finally, I believe it appears pretty 


Although we no longer believe in such things, as an agent, 
you are in danger unless you sell .at least the protection 
of the Broad or Special Form. 


cases, and, when there are payments 
on this basis, the amounts are com 
paratively smaller. To repeat: (1) 
such payments cannot be made on 


a 
many large risks because of the — THE London & Lancashire 
advers« effect on future handling ; ‘ GROUP 
le sjonec staten t t h F 
the 1g ne | tatement or the LANCASHIRE . THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. © ORIENT INSURANCE COM- 
claimant, showing that there is GROUP y) PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. @ SAFEGUARD INSURANCE 
= COMPANY OF NEW YORK © ~—- STANDARD MARINE INSURANCE COMPANY, LTD. 
the issured, obviates the necessity (Fire Deparment) . LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


clearly no liability on the part of 


for such a payment in many cases, 


or, if made, the necessity for the 


payinent of any appreciable amount to cover the losses nother view hesitate to follow either extreme 11 
of nuisance value is that 11 not the case warranted such procedure 
Nuisance value is a loose term exist until suit 1 
and probably no two claim men pany is confronted l ex Conclusi 
re é onclusions 

would define it in the same way. If pense. Nuisance value is then agai 

every claim could be said to have increased when the case is ready fo1 \t the expense of repetition, | 
a nuisance value, regardless of liabil trial and more legal expet is in eiterate that the foregoing state 
itv or whether it was in the early, minent. The best ents and suggestions are not theory 
middle or final stages of processing, probably somewhere between tl but the result of the writer’s experi 
then payments would be made on all two extremes, depending ie ence and observations over the years 
accidents regardless of liability and angles and characteristics of ) onfirmed annually by the actual 
the premiums would not be adequate particular claim, and uld not Contir nt 


ied ne next 
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Remember the Difference—Cont. 


loss ratios. A good many claim men 


and most 


of the 


lawyers are not conscious 


distinctions which are herein 


utlined 


O Regarding the latter, it is 
not surprising 
that in 
10% ot 


laAW VETS, 


considering the fact 
towns and 
the 


F ; 
and ot 


most cities not 
trial 


a still smaller 


ove! lawyers are 


these 
percentage are competent in negli- 


gence work because this is quite a 


specialized branch of the law today. 


In discussing OL cases with lawyers 


representing claimants, I have time 


and 


toa 


again, after reducing the demand 
point within bargaining range, 


“Wait a You 


forgetting that this is not an 


sald minute are 
auto- 


mobile claim but another liability 


claim, and you have ‘the laboring 
oar.’ Your client fell as the result of 
his own movements, etc.” 

When the attorney finally realized 
the difference, he would invariably 
and substantially further reduce the 
asking figure. The adjuster should 
always be aware of this distinction 
and point it out to claimants and 
their attorneys. But he must do 
more than simply call attention to the 
difference. He must show them the 
reasons why the two types differ, 
in a simple yet forceful and convine 
ing manner. The ability to do this 
successfully is an important tool in 
the kit of an adjuster who handles 
OL claims, just as necessary as the 
clam man’s ability to explain in 
plain but effective language to the 





__ CONTRACT BONDS 














...aready-made 
market for large 
premium income 


Contract bonds are required by law on 
almost all construction contracts for federal, 
state and local governmental units, provid- 
ing a ready made market from which many 
good agents are developing large premium 
income. 


Private construction contracts, including 
industrial construction, office buildings, 
warehouses, shopping centers, public util- 
ities, and railroads represent a huge volume 
of construction work, on which few per- 


formance bonds are written. 


Aggressive agents have a big job to do in 
selling private owners on the wisdom of 
requiring surety bonds on such contracts. 
Central Surety will guarantee performance 
of the contract and payment of labor and 
material bills on private contracts. The 
owner can thus have the benefit of the 
lowest qualified competitive bid, with as- 
surance of completion at a guaranteed cost. 


Central Surety’s years of experience in the 
field, and its facilities for quick action give 
its agents an advantage in developing con- 


tract bond business. 


CENTRAL SURETY AND INSURANCE (RPORATION 





HOME 


OFFILCE—KAWNEAS 


cirty at. missouri 





claimant what liability insurance 1s, 
and what it is not. 

In short, if claim men will more 
carefully analyze, and then sift, sort 
and classify, their OL cases, they will 
the 
difference in character and value of 


become constantly aware of 
this type of claim as contrasted with 
AL They then save 
many thousands of dollars for their 


claims. can 


companies during the course of a 
single vear. 





AIRCRAFT LIABILITY 


A CONFERENCE TO AMEND the 1929 
Warsaw Convention called 
this month by Inter 
national Civil 
tion at The Hague. 
Convention 


was 
the 
Organiza 
The Warsaw 
the flight by 
foreign aircraft over the territories 
of signatory nations. 


early 


Aviation 
geverns 
1 


It presently 
sets a limit of 125,000 Poincare gold 
frances ($8,291) for the liability ot 
aircraft owners which it is proposed 
to increase to 200,000 


($13,267 ). 


franes 


RETAIL STORE FLOATER 


THE CANADIAN UNDERWRITERS’ As 
sociation has made available a com 
mercial property floater written on an 
all risk basis with specific exclusions 
(flood and earthquake are not us 
ually covered). Designed basically 
for single-location mereantile risks 
the form covers the stock, furniture 
and fixtures, tenants’ unprovements 
and salesmen’s samples of retail 
Larger lines can be written 
by special handling. A deductible 
applies to losses other than by fire, 
extended coverage perils, 


ste res, 


burglary 
and hold-up and in transit. 


DWELLING POLICY 


THE REVISED COM PREHENSIVE dwell 
recommended 
by the Interbureau Insurance Ad 
visory Group was filed in New York 
by the New York Fire Insurance 
Rating Organization, the National 
Bureau of 


ing policy program 


Underwriters 
and the Marine Insurance 
Bureau September 12 
New York is the tenth state to ap 


Casualty 
Inland 
effective 


prove the program and in addition 
it has adopted for 
California. 


been use in 
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To the agent looking for commissions 


on workmen’s compensation and liability risks — 


BITUMINOUS TAKES YOU 
OFF THE “HOT SEAT’’ 


You can write the business .... but can you place it? If you are 
on this “hot seat” in getting workmen’s compensation and liability coverage, 
get in touch with Bituminous. Because of our long experience in hazardous 
coal mine coverage, and because we have the best safety 
engineering service in the business, we can handle any (well, almost 
any) risk. You'll find that Bituminous, more often than 
not, is looking for reasons to write the risk, rather than 
reasons for avoiding or cancelling it. For greater 
production in compensation and liability, get set with Bituminous. 


Write today for the Bituminous story. 


BITUMINOUS 


CASUALTY CORPORATION 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 
Rock Island, Ullinois 


Specialists in Workmen's Compensation 








New, radio-active, automatic fire guard ! 


C-O-TWO PRE-DETECTOR SYSTEM 
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Each pre-detector head protects up to 3,600 square feet of area... harmless radio-active element utilizing ionization chamber 
principle quickly detects all forms of fire...requires only simple two-wire circuit and insignificant wall space for controls. 


This completely new and positive means of spotting fire 
is just what you've always needed and wanted . . . detects 
in the earliest stage, invisible combustion gases, visible 
smoke, slow smoldering, as well as open flame. The 
C-O-TWO Pre-Detector System is simple to install, 
extremely economical to maintain and doesn’t depend 
on thick smoke or heat for actuation. 

As many pre-detector heads as necessary can be con- 
nected together in a single circuit and up to 16 separate 
circuits or spaces handled by one system. With a single 
circuit the pre-detector heads are connected directly to 
the fire indicating cabinet, while with multiple circuits the 
pre-detector heads are first connected to one or more space 
indicating cabinets capable of visually showing by number 
“he exact location of the fire. Relays perform such functions 


as sounding alarms, closing fire doors, shutting down 
ventilation and releasing fire extinguishing systems. 

The C-O-TWO Pre-Detector System has been subjected 
to extensive testing and carries Underwriters’ Labora- 
tories, Inc. listing, as well as Factory Mutual Laboratories 
approval. Proven pilot installations have been made in 
such diversified properties as a television station, an 
electric power company network analyzer room, a rail- 
road signal tower, an airline flight training equipment 
room and the offices of an insurance company. 

Don’t take unnecessary chances any longer... the 
extensive fire protection experience of PYRENE— 
C-O-TWO over the years is at your disposal without 
obligation. Get complete facts about this new C-O-TWO 
Pre-Detector System today! 


PYRENE-- C-O-TWO 
NEWARK 1 + NEW JERSEY 
Sales and Service in the Principal Cities of United States and Canada 
COMPLETE FIRE PROTECTION 
portable fire extinguishers ... built-in fire detecting and fire extinguishing systems 


CARBON DIOXIDE DRY CHEMICAL * VAPORIZING LIQUID * SODA-ACID «© WATER * CHEMICAL FOAM * AIR FOAM 





SAUL A. SPERO, LLB. 
Chief Gem Appraiser 


Saks-34th Street CERTIFICATE OF APPRAISAL 


VY AKS-34TH AND ONE-MINUTE pho- 
WJtography are actually saving 1 lady's platimon and dianond bracelet 
: : , 3 ; n ai Is wei chine apnroxy 50 ct 
money and worry for insurance diamonds weizhing approx. 10.50 ct. 


Ss < ies T ‘se irms rr} ate 
a see maine reper yellow sold bracelet wristwatch 
wiss Movenent. 

Company 


congratulate us for the free service 
we render them and their policy 
holders who are our customers 
Here’s a true example: About | 1 lady's 14K white gold and diamond sunburst pin 
three months after my department | center diamond weighing approx. e40 cte 
appraised several jewelry items for | 36 full cut diamonds weizhing approx, 
a customer, an insurance adjuster | 1,10 ct. 
came to my office, He had the | Total 
customer's Saks-34th certificate of 
appraisal and the Polaroid Land 
Camera picture | had taken of a 
$3,100 diamond bracelet. It was re 
ported stolen, he said, and wanted 
me to verify the certificate and 
photograph. I did 
The typewritten description on the 
certificate said the bracelet contained 
245 full-cut) diamonds weighing 
about six carats, three round dia 
monds weighing approximately 60 
points, and 44 baguette diamonds 


weighing about two carats. The 


s 


mere description could have fit any 


number of bracelets but, by com 
bining it with the picture, police had 
excellent working tools 
Investigation resulted in the loca 
tion of two almost-identical bracelets 
in New York pawn shops. Insur 
ance investigators and the police 
were virtually certain one of thes« 
was the stolen bracelet. This was 





definitely established by magnifica ties sean oh ai i gues ea eet eseuieat amaate acare 


tion of the Polaroid photograph ee ee ee SEES HS OUEERAEE SOT SNCION: GF TN: ORES: 08 
: : - value, su be cons! g fer to purchase said jewelry af sad price at any t 

which showed a small series Of en $f @ guaranty that seid articles will realize the appraisal amount ef any public, private 

gravings at the bracelet’s rim. The icctbots tea aetna naib pewrsihalbetecpe ucghoa awe cecclbe april sycoclges 

: : other taxes @xsting on the date of the appraise! and is made for insurance pur 


owner reclaimed her bracelet, and 








the insurance firm saved payment of 





a substantial claim. 
Another factual illustration: T.ast 
year, a customer for whom we had 
appraised a number of items sub Jewelry Photography 
mitted an insurance claim of approni 


ntinued n the next xg 
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Jewelry Photography—Continued 
mately $20,000 for jewelry allegedly 
stolen from his apartment 

The insurance company requested 
my department to examine eighteen 
pieces ot jewelry still in the custo- 
mer’s possession. Adjustors brought 
me the Polaroid prints snapped dur- 
ing the original 
months earlier. 


appraisal several 

By using our file description and 
the pictures, we discovered that an 
$1,800 bar pin claimed as stolen by 
the insured was among the eighteen 
items the company asked us to re 
examine. However, it was not in the 
originally appraised, but 
had been converted into 


form as 
a diamond 
bracelet. The bar pin had been set 
into a_ bangle 
additional 


bracelet and 
added to the 


form 
diamonds 
ends 

To confirm the 
De- 
tails showed up bigger and we be 


findings, 
Polaroid print was enlarged. 


our 


came doubly sure this was the same 
bar pin. Adjustors revealed our dis- 
covery to the customer who then re 
called that he had the pin converted 
into a had forgotten 
during the post-robbery 
questioning. 


bracelet but 
about | it 
If it weren't for the 60 
second picture, the insurance com- 
pany would have paid out $1,800. 
Just two of many instances where 
our 


60 second has 


solved insurance problems at no cost, 


photo service 
these particular cases involved theft. 
In the first incident, the expensive 
In the 
an oversight was corrected 


item was recovered second, 


Of course, all claims are not in the 


theft category. When lost jewelry 
can’t be found or stolen jewelry can’t 
be recovered, insurance firms often 
save money by using the pictures to 
have exact replacements made rathet 
than pay full-coverage claims. 


Not Carefully Itemized 


After twenty years in the jewelry 
business, including eleven as chief 
gem appraiser for Saks-34th, I'd 
say that eighty per cent of jewelry 
appraisals made for insurance pur- 
poses today are not carefully item- 
ized. As a result, companies simply 
cannot attempt replacing, recovering 
or finding insured pieces. 

It’s high time that insurance in- 
stitutions affirmative 
They should require all jewelry ap- 
praisers not orly to write detailed 
descriptions on certificates but also 


take steps. 


to make close- up photos of the items. 
Besides saving thousands of dollars 
annually for the underwriters, these 
requisites might discourage receivers 
of stolen goods once they know that 
more accurate means of identifica- 
tion exist. 

Wouldn't such a demand take too 
much of appraisers’ time? Would 
Won't 
overhead and bookkeeping increase ? 


And, 


aren't 


this become too expensive ? 


besides, jewelry 


professional 


appraisers 
photographers ; 
do you expect them to start going to 
photography school at night ? 
These are some obvious objec 
tions, and the answer to each is an 
emphatic: “No.” Not if the Polar 
oid process is used. 
the answer by experience. 


I've learned 


Mr. Spero (right) hands customer certificate of appraisal, showing him photo that goes 
with it. Insurance firms should require all jewelry appraisers to submit photographs with 
appraisals, he says. The protection is important and a free service with the appraisal. 


Is it costly to snap a picture for 
each customer? With a large quan 
tity and business discount on film, | 
figure each Polaroid print costs us 
No need 
to purchase flash gun or flash bulbs; 


only about sixteen cents. 


all necessary lights are built in the 
copymaker. No expense for 
printing and developing. 


rush 
How about the time involved in 
this “extra” service? After the ap- 
praisal, a customer waits a 
minutes for my 
out the certificate. 


few 
secretary to type 
Even before she’s 
done | have a 60-second close-up 
print ready for the 
certificate. 


attachment to 


So the customer leaves our de- 
partment with his jewelry, the cer 
tificate and photo. He’s equipped to 
contact his broker immediately for a 


policy, doesn’t have to wait for my 


photo to arrive by mail several days 
later as would be with 
conventional photography. This on- 
the-spot 


necessary 


system prevents mix-ups 
(wrong pictures mailed to custo 
mers) and eliminates bookkeeping 
of a number system to correctly 
identify each photo and mail it to the 
right person. 

Most important of all is_ that 
there’s no doubt of a photo being 
precise in every detail. The cus- 
tomer sees it and I see it immedi- 
ately. If, perhaps, I accidentally 
over-exposed a picture, I'd know 
right away and could snap another. 

The many inquiries about and re 
quests for jewelry appraisals 
prompted Saks-34th to establish its 
present Jewelry Appraisal Service 
department in 1947, 
days, 


In those early 


when a customer brought 
jewelry for us to evaluate and sub- 
stantiate its value (mostly for insur- 
ance purposes), we supplied solely 
a certificate which bore detailed de- 
scription of the 

weight, design, etc. 


stones, quality, 
The certificate 
went into insurance company files. 
lor our file on each customer, we 
used to free-hand sketches on cards 
in addition to writing descriptions 
ot the jewelry. Sketching took a lot 
of time 


especially on designed 


items—and I can remember pencil- 
ing as many as twenty pieces of 
jewelry for one customer. 

The cards never left our files and 
whenever insurance adjustors work- 
ing on a loss or theft came to our 
office to look at them, the sketches 
served merely as helpful information 
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eiuldes. The real 


free-hand 


adjustors and | 
ized the discrepancies of 
drawing and we knew the sketches 
“would never stand up in court.” 
This original system of appraising 
was hardly adequate, especially 
current 


| was determined 


when compared to 
method. In 1951, 


to improve the 


our 


system and went to 


a camera store to discuss how my 


department could easily photograph 


| could see 


each customer's jewelry. 


how pictures would increase protec 
tion of the customer's property and 
insurance with 


shot tools for investigation or re 


provide firms sure 


placement 
Our First Attempt 


Strictly an amateur box-camera 


snapshooter around home, | 


natu 


rally listened and adhered to advice 
from the photographic store experts 
\s a result, Saks-34th invested S400 
ional 


other 


in a convent camera, various 


lenses and accessories. We 
used this camera for two weeks and 
then gave up because : 

ie too 


to opr rate and 


was difficult for amateurs 


get the best photos 


every time 


2. There was too much delay in 


obtaining prints (as much as four 
days’ wait for developing and print 
ing) and too expensive (about thirty 
cents per picture ) 

had to le 


identifi 


3. A numbering system 


maintained tor correct ‘ation 


of every print when returned by the 
photo-finisher. |: 


ach picture had to 


show a mounted different number 
individual customer 


had 


and 


assigned to an 
When the 


to look up the 


print came back, 
name, address 
make a special mailing. 

iderstandably 
returned to tl 
Meanwhile, | kept hearing more and 
about the Polaroid 
Camera, the one that 


ormt (34° X 4% ) 


discouraged, we 
ie hand-sketch method 
more Land 
provides a 
finished, drv 
after the shutter is 
But | 
the conventional 


60 seconds 
snapped was still wary from 
camera experience 
investi 
60-second 
photography came when a 
told me the Land C 
simplest he'd ever seen. I'll 
forget his “None of 
complicated stuff like 
shutter 


The convineer to at least 
gate the potential of 
relative 
amera was the 
never 
that 
and 


saving, 
f stops 
dial 
care of everything to take a picture.” 

After inquiring and seeing results 
For October, 1955 


speeds one takes 


shit bie 

Mette | i 

ahaad ers 
+. ePeiae 
{ye bta 


ith 


barat? 


Finished, glossy print of customer's jewelry is stripped from back of camera. 


certificate of appraisal, 6: 


tor mvse lt, 
model of the | 
a Polaroid ( opymaker Che 


we purchased a Speed 


liner and Camera and 
latter 
accessory 


is a compact, platformed 


which was designed to make possible 
one-minute photos of letters, teat 
sheets, small objects, ei \ 


in the photographic | 


friend 
yusiness and | 
experimented with jewelry as_ the 
subject, and we were shooting sharp, 
excellent pictures in a short time 

This what I'd 
for; | felt Saks-34th 
field of 
praisal because, in 
top-quality 


heen looking 


was 
now Was 
leader in the jewelry 

iddition to its 


could 


Insurance 


appraising, we 


service customers and 


firms with priceless aids——Polaroid 
of valuables 

In the 
snapped about four thousand excel 
lent 


prints 
last eighteen months I have 
jewelry photos which are now 
in files at insurance companies’ home 
otfices. If it weren’t for business, | 
doubt if I'd take that many pictures 


Attached to 


second photo is kept in insurance company file against claims 


in my lifetime. Every 


picture In-a 


minute is virtually a lifetime ot 


jewelry security—for our policy 


holding customers, their brokers and 


msurance ct mmMpanies 


COLLARED BY FIRE 


\ RECENTLY 
myury 


REPORTED ACCIDENTAITI 


was much more serious be 
cause the emplovee was w 
celluloid collar which caught fire 
and burned him severely about the 
neck and head. 

Celluloid, 
of a dried 
and oil 


bustible 


earing a 


roughly, is a mixture 
cotton 


non-com 


solution of gun 


and unless some 


chemical is added is ex- 
tremely combustible 
Most people have thought 


that celluloid collars and cuffs had 


disappe 


may 


‘ared but there you are. 
Safety Information 


Royal-Liverpoo!] Ins. Group 
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Behind the losses 


MATCHES TO WOODSHED 


WAS ( Smith, 


son, 


loss 
the 


playing 


insured’s nine 
with matches 
where he | 
stroyed a pair 
and two venetiat 
burned out a shel 
upright 
The loss We 

of the 
drape Ss 


insured’s 


An ad 


value of the blind 


blind company 
VYarave Was esti 


juster 


M1 


Smith grimly advised the ad 


ology was 


juster that woodshed 


in extent 
ling and 
avoided assuming at ingle other 
than 
the fire 


vertical f{ . I lays after 


in an ash-tray 
5 Never tossah 
\fter using 

then put 


s¢ cond, 
Don't 
ket Matches 


it 11 


toss 1 1nto a waste ASI 


seem out sometime aren t 


that 
make 


ut. You 


hen emptying 


is travs, 


ver the 


Ss or cCarry 


laces where 


iterials are 


closets, 


tween the chair or sofa cushions, or 
onto the carpet, or any other place 
where it could start a fire 

in bed. 

. always keep matches 


7. Never smoke 
8. Always 
out of reach of children. 


National Fire Protection Association 


TAKE IT EASY 


SPECIAL RECOGNITION in the form of a 
special citation award plaque by the Na- 
tional Safety Council, has been given to the 
California Association of Insurance Agents 
for its conduct of the state wide "Speed 
Kills! Take It Easy!’ program in June and 
high school safety-economy runs in Califor- 
nia. It is the goal of the group and its 
emphasis programs to improve the driving 
and walking habits of the public and to 
emphasize the important need to exercise 
caution when in traffic. The Association, in 
following these principles, made an out- 
standing contribution to the state's traffic 
safety movement. 


SLEEP PROTECTED 


FIRES break out 
for 


SIXTY 


PER CENT OI 


night. Desirable equipment 


every home 1s an approved 


automatic 
system in 
Such 


great value but they 


fire detection and alarm 


stalled by 


firm 


a reputable 
systems are of 


reliable or they will engen 


‘sense of security. 
-contained unit alarm devices 
in basements or other spaces remote 
from sleeping rooms may not awaken 
households. Automatic fire detectors 
should be and 
adjacent to any potential fire haz- 
stored 
bells 


other sounding devices should be lo 


located on ceilings 


ards such as _ heat 


c( muurces, 


combustibles ete. \larm or 
cated where they will be audible to 
all sleepers. All equipment must be 
properly installed and maintained. 
, othet 
equipment energizing alarms should 
| 


Transformers and electrical 
so that the blowing of 
not render 

Naturally 
system should be tested frequently, 
Fire P 


le arranged 


a branch fuse will 


system inoperative 
National 


rotection Association 


the 
the 


CHRISTMAS JOY 
[HE NATIONWIDE DISTRIBUTION otf 
flammable Christmas toys had been 
checked to a final stop last year after 
Ed 
Boston, 
the flimsy 
in an inspection of toy 


a scout for assistant fire chief 
ward N. ot 


\Massachusetts 


Montgomery 
Saw toys 
shops and 
The 
toured the cheap 
hawkers and small stands area 


thought they looked suspicious 
scout especially 
Tests 
it headquarters confirmed the high 
flammability of the toys, and Chief 
the 
\ssi Cla 


Montgomery enlisted the aid of 
National 
tion in sounding an alarm nationally. 
They 


Christmas toys, but put an early stop 


Fire Protection 


not only stopped sale of the 


to distribution of similarly flammable 
toys held in quantity for the Easter 
market. 


National Fi 


FIRE CROOKS 


IN ITS EAGERNESs to be protected 


against the ravages of fire, the pub 
defrauded by a new 


lic can be rash 


of “crooks” and “shady 


operat irs” 


who are taking advantage of the 


\merican public’s increasing aware 
ness of the personal threat of fire 
Citizens can also be persuaded to 
fire alarm and fire 
extinguishing equipment by either 
the operator the 
meaning but misguided amateur. 
The National Fire Protection As 
sociation has received an increasing 


buy ineffective 


shadv or well 


number of reports from both Canada 
and the United States on the sale of 
undependable home fire alarms and 
worthless, sometimes even danger 
ous fire extinguishers. 

In most cases these unprincipled 
salesmen are frightening people into 
buying their fraudulent wares by 
showing them horrible pictures of 
fire destruction and charred bodies 
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Pe 


AS A 


a oa 


MULL 


gets better Fl RE and BU R 


PROTECTION and 


“ADT’s Automatic Protection Service is an excellent safeguard 
for our property. We estimate that at Minneapolis our savings 
over other types of protection average $6,500 a year.” 


President 


Textile bags are a vital commodity in Minneapolis, center of the 
country’s grain and milling industry. Fulton Bag & Cotton Mills, 
of Atlanta, Ga., maintains the modern Minneapolis branch plant, 
illustrated above, to supply its products to the Twin Cities. 

Because of the importance of uninterrupted production, and to 
forestall the far-reaching effects of a serious fire, burglary or other 
emergency, the Minneapolis plant is safeguarded by a combination 
of ADT Automatic Protection Services, consisting of Central Sta- 
tion Sprinkler Supervisory and Waterflow Alarm, Burglar Alarm, 
and Heating and Industrial Process Supervisory Services. 

Mr. Elsas’ statement stressing the value of this protection is 
typical of the comments of executives from coast to coast, who 
know that ADT Automatic Services give more security than can 
be obtained by any other method . . . and at less expense. 

Whether your premises are new or old, sprinklered or un- 
sprinklered, the appropriate ADT Fire Alarm Service will detect 
fire and notify the fire department automatically. ADT Burglar 
Alarm Service will automatically summon police when burglars 
attack. ADT Heating and Industrial Process Supervision will 
automatically detect and report other abnormal conditions. 

ADT safeguards, electrically, many billions of dollars’ worth 
of tangible and intangible assets owned by 58,000 subscribers in 
1,600 communities. An ADT specialist will show you how combi- 
nations of automatic services can protect your property. 

Call our Sales Department if we are listed in your phone book; 
or write to our Executive Offices. 


2 
Controlled Companies of 
AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 
Executive Offices 
155 Sixth Avenue, New York 13, N. Y. 





DRIVER EDUCATION 
AWARDS 
MINNESOTA AND MASSACHUSETTS 
received the top-ranking awards of 
the Eighth Annual 
National High School Driver Edu- 
\ward Program for the ex 


excellence of 


cation 
tent and quality of their driver edu- 
cation programs conducted during 
the 1954-55 \wards 
of honor were earned by California, 
New York, 
and Vermont, while 


schoo] veal 


Oklahoma 
New 


Pennsylvania qualified 


Delaware, 
\rizona, 
Jersey and 
for awards of merit. Typical of the 
criteria used in ev iluating the pro 
grams were 


percentage of eligible 


students enrolled in driver courses, 








During 1954 there were 12,380 persons 
killed and 659,000 injured beause the driver 
exceeded the speed limit. This was an im- 
provement over the comparable figures of 
13,870 and 670,400 in 1953 but still repre- 
sented nearly 46% of the deaths and more 
than 43°% of the injuries suffered in auto- 
mobile accidents last year. Driving on the 
wrong side of the road, reckless driving and 
cases where the driver did not have the 
right-of-way were the next three most fatal 
activities of drivers last year accounting for 
4,970, 3,440 and 3,060 deaths respectively. 
These four faults of drivers were responsible 
for 88°/, of the automobile fatalities during 
the year. The automobile manufacturers are 
competing vigorously, each to make their 
model the safest to own and drive but as 
long as we have drivers such as the one in 
the accompanying drawing, these needless 
tragedies will continue to occur. 


Drawing and statistics “taken from the 
booklet “Misguided Missiles’ prepared by 
the Travelers Insurance Companies. 
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behind-the- 
wheel practice driving and percent- 


number of hours of 
age of high schools in which driver 
education was taught. The Associa- 
tion of Casualty and Surety Com- 


panies which sponsors the program 


that after several 


leveling off, there was 


notes years ol 
a significant 


increase in education programs. 


TRAFFIC SAFETY 


THE PRESIDENT’S 
Traffic Safety 


organizations plans an extended and 


COMMITTEE for 
with its cooperating 


more intensive program in connec 
tion with this year’s “Safe Driving 
Day.” As in 1954, December 1 has 
been designated “S-D Day” but this 
year the campaign will aim at reduc 
ing traffic accidents during a three 
week period from “S-D Day minus 
Day plus 10.” 
insurance organizations will again 


10” through “S-D 
take an active part in presenting the 
facts of traffic safety to the public. 

The three-day traffic accident toll 
over the recent Labor-day weekend 
reached 438, considerably more than 
the prediction of the National Safety 
Council. It was however less than 
the record high of 461 traffic deaths 
set in 1951. 

The Chrysler Corporation and the 
Kord Motor Company have made 
grants of $200,000 each to Cornell 
University to further automobile 
crash research with the reduction of 
frequency of injuries in automobile 
accidents as the goal. The research 
will try to determine what happens 
to occupants of vehicles at the time 
of a crash and whether there is a 
correlation between the type of in- 
juries and the design of the car. 
Medical departments of 
public health, police and traffic en- 
forcement 


societies, 
agencies in eight states 
and one city are cooperating in the 
program by submitting specific medi 
cal and accident details on all injury 
producing passenger car accidents 


56 Models Feature Safety 


The Ford Motor Company has an- 
nounced a five-part package of safety 
1956 models. They 
are the result of the company’s 
crash-injury 
and _ include: 


devices for its 


research 


deep-center 


program of 


(1) A 


Ry near rs Sn A ed 


steering wheel which slowly gives 
way under crash impact absorbing 
the energy and distributing it over 
the driver's chest (nearly 40% of all 
injured hurt on the 
steering assembly), (2) Safety door 
latches to prevent the 
undet 


drivers are 


from 
impact (a 


doot 
springing open 
passenger’s chances of escaping in 
jury in an accident are said to be 
twice as great if he remains within 
Safety seat belts 
for both the front and back seats; 
(4) the 


strument panel and sun visors (re 


the vehicle); (3) 


Crash cushioning for 
search indicates that about 38% of 
the injured front and center seat 
passengers are hurt on the instru 
ment panel) and (5) Safety 
view mirrors with a backing said to 
of glass fall 


s 


ing out when it is shattered. 


rear 


reduce the possibility 


JUNIOR NEWSPAPER 


THE JUNIOR FIRE 


paper, a year-round working tool «le 


MARSHAL news 
signed to provide fire safety edu 
cational material the 
school student, was in 
augurated by the Hartford Fire In 
surance Company this fall. 


geared for 


grammar 


Making its debut during Fire 
Week, October 9 


through 15, the four-page paper car 


Prevention 


ried articles and features on fire pre 
vention and safety to children 
throughout the school year. Besides 
the Fire Week issue, 
future issues are planned for Christ 
mas week (Holiday Safety), early 
\pril (Spring Clean-Up) and late 
Mav (Summer Safety issue). 


Prevention 


New Campaign Feature 


The publication is a new feature 
of the Junior Fire Marshal’s cam 
paign established by the Hartford 
Fire Insurance Company in 1947 to 
meet the growing interest of gram 
mar school teachers particularly, for 
fire prevention material. 

Featured in the first issue was a 
picture story of a schoolbi \ inspect 
ing his own home with the assist 
real life Marshal. 
\lso included was a new Junior Fire 
Marshal Home Report so _ that 
youngsters, inspired by the story, 
could go right to work on “fire 
proofing” their own homes 


ance of a Fire 
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No servicing headaches. 
It’s that simple! 

No specialized 

technical knowledge 
needed. You devote your 


ine tothe prouctive * os)” 1 IF YOU CAN READ THIS, 


profitable steps of making 


sles We do the vest. | aimee 0k = YOU CAN SELL 


We take all the follow-up 


work off your hands “APS Pp} .} TRUCK-BUS INSURANCE 


To help you clinch 


> 


the « losings, we offer your 
prospects 24-hour engineering 2™™ 
service, safety meetings, research 
programs, award systems, day and 
night claims service. mechanical 
inspections, highway driver-checks, 
and traffic-hazard reports. 

What else? Lower accident rates 
than the national average. 


And lower premiums. 


Who offers you all this? Markel. 
Largest company of its kind 

in the world, and specialists in the 
business for over a quarter of a 
century, Markel offers you a 

proved plan to profits in a truck-bus 
insurance field. Get the facts. 

Mail the coupon for complete details. 
Do it today. 

Tyee Look for this 


‘ s symbol of safety 
\ ‘ on America’s 


Ti ae. trucks & buses 


MARKEL SERVICE, INC., 
Richmond, Va., Dept. B-10 


Gentlemen: Yes, I am interested in selling 
this kind of coverage. Without obligation, 
send me at once all the details on Markel 
Service and the 10-Point Plan to Profits. 


MARKEL SERVICE INC. 
HOME OFFICE: Richmond, Va. 


. 

. 

: “Eliminates The Cause To Eliminate The Accident” 
e Address. aan jbbcucheiesisiensinasnaiahseavinickeats ° ; : . 

f Exclusive Underwriters for the 
. 

- 

. 


Name 


American Fidelity & Casualty Company, Inc. 
The largest stock company in the world 
eoceeosececec cece ecee eee eee specializing in motor carrier coverages. 
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monthly fire 


losses 
every month 





ESTIMATED FIRE LOSSES in the 
United States during August 
amounted to $71,103,000, according 
J : 7 ae to the National Board of Fire 
| d eas “ 8 Underwriters. This is a decrease 
; 7" of 9.0% from losses of $78,163,000 
reported for August, 1954, and an 
- ” increase of 15.4% over losses of 

th t d p } = | $61.614.000 for July 1955, 
a es c These estimated insured losses in- 
clude an allowance for uninsured 

and unreported losses. 


p a y Oo f f ' . 4 PAG 4 j | | 1953 1954 





September $68,613,000 $64,087,000 

October 68,551,000 57,068,000 

November .. 68,064,000 61,663,000 

December .. 83,440,000 83,881,000 
° foe 1954 1955 

| n : ee January .... 86,493,000 75,265,000 

February ... 78,928,000 85,046,000 

4 84,821,000 88,197,000 

77 933,000 78,632,000 

62,282,000 71,789,000 

65,533,000 70,828,000 


loss prevention! Tul Se ae 


78,163,000 71,103,000 


=> 


$892,353,000 $869,773,000 


Losses by Years 

FOR YOUR CLIENTS .. .a subscription to SAFETY MAIN- 5 $4 1949 $667,536,000 
TENANCE & PRODUCTION is o 7 692635000 1981._731°408,000 

monthly reminder of your constant 1948 711,114,000 1952 784,953,000 

interest . . . a source of tested safety 


methods and procedures which will 


speed production and cut costs. motor vehicle 


FOR YOURSELF . . SM&P is a channel of proven aids to deaths 
loss prevention . . . a means of estab- 
lishing sound safety programs in January 2.850) 


1953 1954 


plants where you have a stake. Your * cciengi : 708 pis 
own imprint and safety message can April ) 2'851 2.600 
reach your clients each month. ne a rent 
July 3,173 3,010 
Write for special discount rates. \ugust . 3,700 3,280 


Eight Months oO 22,430 
September . 
Single subscriptions: — wir : 
$4.00 a year Sipe ta 
$6.00 for two years 
Total 38,300 36,000 
Estimates provided by the National 
Safety Council 


SAFETY MAINTENANCE & PRODUCTION 


AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


sities aiihiiaieaaia accidental 
ALFR deaths 


1955 1954 Change 
"ANY, INC. ALL TYPES*. 51,100 51,300 0 
Motor Vehicle.. 19,840 19,150 +4% 
Other Public ... 9,500 9,600 1% 
Home . 15,600 16,300 4% 
Work ... 7,900 7,900 0 


75 FULTON STREET, NEW YORK 38, AL ¥. 
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Safety and 
WMaintenance Products 


and Equipment 


listed described 
classified illustrated 


in the 


BEST'S SAPRTY & 
MAINTENANCE DIRECTORY 


e COMPLETE e CONCISE 
e ACCURATE e UNBIASED 


safety and maintenance products to use... 
@ AUTHORITATIVE 


to use them... 
to use them... 
to buy them... 





ALFRED M. BEST COMPANY INC. 
75 FULTON STREET + NEW YORK 38,N. Y 
* BOSTON + CHATTANOOGA + CHICAGO + CINCINNATI + DALLAS + LOS ANGELES 





F.T.C. Jurisdiction 


paae 76 


More recent court decisions ) in- 
dicate that the states have authority 
to regulate the their 
domestic insurers even though such 


business of 


regulation may extend beyond the 


borders of the state of domicile. 
In the 


case, the court said 


Alaska Packers Association 


> Alaska Packers Association y. In 
dustrial Accident Commi 
294 U. S. 532; Osbort (1940), 
310 U. S. 53; Hoopestor ‘ ng Com 
pany v. Cullen (1943), 31 >. 10% 
Watson vy. Employers’ | | \ssur 


ance Corp. (Dec. 6, 1954 


(1935), 


“Obviously, the power of a state 
to effect legal consequences is not 
limited to within the 
state if it has control over the status 
which 
quences.” 


occurrences 


gives rise to those conse- 


Again in the Osborn case we find 
this language : 
“The 


have 


mere fact that state action may 
repercussions beyond - state 
lines is of no judicial significance so 
long as the action is not within that 
domain which the Constitution for- 
bids.” 

In Hoopeston Canning Company 


v. Cullen, which involved the valid- 








Re 


We are now writing liability, property damage, 
and physical damage on private passenger cars 
for sub-standard risks and physical damage on 
long haul! 
received already! 


SUBSTANTIAL SURCHARGES . . . MEANING 
MORE MONEY FOR YOU! 


WE WELCOME YOUR INQUIRIES 


INLAND MUTUAL INSURANCE COMPANY 
1017 SIXTH AVENUE, HUNTINGTON, WEST VIRGINIA 
Rated A+ (Excellent) by the Alfred M. Best Company, Inc. 


\ 


trucks! Approval in many states 








FORESIGHT 


{ quality essential for successful 


INSURANCE AGENTS 


The ability to look ahead . . . to anticipate clients’ needs 
make sound plans for the future. These are just a few of the accom- 
plishments of men with foresight. Insurance agents possessing this 
essential quality invariably use it to enhance their success still further 
by a wise selection of the companies they represent. 


PAN AMERICAN 


Fire & Casualty 
Company 


ee 


Insurance 
Company 





EARL W. GAMMAGE. PRE 


P.O. BOX 1662 








EARNEST GAMMAGE JR Exe a 


HOUSTON 1. TEXAS 











ity of certain provisions of the New 
York Insurance Law applicable to 
foreign reciprocals affecting busi- 
ness activities carried on outside of 
the State of New York, 
said in part: 


the court 


“In determining the power of a state 
to apply its own regulatory laws to 
insurance the 
question in earlier cases became in 


business activities, 
volved by conceptualistic discussion 
of theories of the place of contract 
ing or of preference. More recently 
it has been recognized that a state 
may have substantial interests in 
the business of ; 
people or 
these isolated factors. 


insurance of its 
property regardless ot 
This interest 
may be measured by highly realistic 
considerations such as the protection 
of the citizen insured or the protec 
tion of the state from the incident of 


loss 


“Whereas 


power to prescribe the 


here the state has full 
forms of 
contract, the terms of protection of 
the insured, and the type of re- 
serve funds needed, ‘the mere fact 
that 


cussions beyond state lines is of no 


state action may have reper 
judicial significance.’ Osborn v. Oz 
lin, supra at 62. Neither New York 
nor Illinois loses the powe) 
tect the interests of its citizens be 
these associations 
activities in both places. 
think the 


since they 


to pro 
cause carry on 

We 
regulations themselves, 
are aimed at the protec 
tion of the solvency of the recipro 
cals or at promoting the convenience 
which New York 


may do their insurance business, are 


with residents 
all within the scope of state power.” 
([-mphasis supplied ) 


Limitations Do Not Apply 


It should be obvious that the 
limitations upon the powers of the 
state to regulate interstate commerce 
intended to 
hold from the states do not apply 


which Congress with- 
to the power, as well as the right, 
state to control all of the 


activities of a domestic corporation, 


ot a 


whether within or without the state 
of its origin. It has never been held 
by any court that a state 1s barred 
from controlling the operations of a 
domestic corporation with respect to 
activities carried on by the corpora 
tion outside of the home state be 
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cause to do so the state would be 
regulating interstate 
The power of a 


commerce, 
state over its 


domestic corporations is a very 
strong one under the police power. 
Phe licensing power is particularly 
in the case of 
affected by 
such as an 


extensive 
tion clearly 
terest, 
pany. 

In the 
ploye rs’ 
Court 


a corpora- 
public in 
insurance com- 
Em- 
Supreme 
difficulty in finding 
reasons of sufficient interest in the 
of the forum to permit extra- 
territorial authority. In the major- 
ity opinion, justice Black said: 

“Some contracts, made locally, af- 
but local affairs, may 
well justify a denial to other 
alter those contracts. 
as this case illustrates, a vast 
of the business affairs of this 
Nation do not present such simple 


Watson v. 
Liability, the 
had no 


case of 


state 


fecting nothing 
states 
ot power to 
But, 
part 


local situations 
“As a 


practice 


consequence of the modern 
of conducting widespread 
business activities throughout the en 
tire United States, this Court 
in a series of cases held that more 
hold of 
part of 
and 
interests of its 
other 
transactions 


has 


states than one seize 


le cal 


multi-state 


may 
activities which are 
transactions 
to protect 
people, 


may 
regulate 


own even though 


phases of the same 


might justify regulatory legislation 


in other states. * Louisiana's 


direct action statute is not a mere 


inter-meddling in affairs beyond her 
boundaries which are no concern otf 
hers.” 

Justice Frankfurter 
Holmes in his 


cited 
concurring 
indicating a belief that a state 


Justi 
opinion 
may 
project its powers into the domain 
of another state even as to matters 
of interstate commerce if justified by 
ample interests of its own 

In commenting on this subject, it 
must be kept in mind that we are 
speculating in an unexplored area. 
The precise question as to whether 
a oh a has the 
fair acts or practices of its domestic 


right to regulate un 


insurers in commerce in other states 
in the light of the McCarran Act has 
not been decided. We feel entitled, 
however, to express an opinion 
based on indicated trends gathered 
from the recent decisions. 
\dmittedly, 
ance is affected with a public interest 


the business of insur 
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AUTOMOBILE CASUALTY 


TRADERS & GENERAL INSURANCE CO. 


DALLAS, TEXAS 
Edw. C. Hilman, President 


Next time you have a 
problem, let's put our 
heads together. T& G 
specialists can help you 
come up with the right 
answers. 


FIDELITY SURETY 











CIMARRON 
NOW! 


OPERATING IN: 


KANSAS 
OKLAHOMA 
MISSOURI 
NEBRASKA 
COLORADO 
WYOMING 
NORTH DAKOTA 


MINNESOTA 
GEORGIA 


NEW MEXICO 


MONTANA 
UTAH 


CIMARRON, 





and this interest is common to the 
peoples of all states. The 
state has an interest not only in pro- 


home 


tecting the policyholders of its own 
but it has a like 
all the pol vholders of 


state, interest in 
protecting 
its domestic insurers. The doctrine 
that the 
interest in all of its companies’ 


applied. The 


home state has a relative 
activ 
ities may be courts 
may be expected to justi extra 
territorial jurisdiction if aa state of 
has ample 
own to project its powers ito the 
In the 


in the in 


domicile interest of its 


domain of other states case 


of unfair trade practices 


SOUTH DAKOTA 


KANSAS 


the 


tn 


Multiple Line writiNG: TOWN & 


FARM FIRE & ALLIED LINES—CROP HAIL—AUTOMOBILE, 
INLAND MARINE—PUBLIC LIABILITY—BURGLARY & THEFT 


OREGON 
IDAHO 
TEXAS 
TENNESSEE 
ALABAMA 
INDIANA 


@ NEVADA 
@ FLORIDA 

® SOUTH CAROLINA 
@ KENTUCKY 

® ARIZONA 

® WASHINGTON 


Desirable Agencies Wanted In Open Territories 


Cimarron Insurance Company, 


surance business, it is submitted that 
the state of 
its own to justify 
related interest in the 
states created 
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tion and a 
situation in other 
the activities of its own 
warrant the imposition of 
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F.T.C. Jurisdiction—Continued 


domestic insurers initiated within 
the state of domicile but completed 
outside of that state, and for the 
purpose of protecting policyholders 
no matter where they reside. A 
state may have a legitimate public 
interest in controlling and regulat- 
ing the relationship of its insurer 
with the public of another state 
sufficient to support such regulation. 


If these conclusions are correct, 
the only area in which the Federal 
Trade Commission has jurisdiction 
at the present time is in those cases 
where the home state of the insurer 
does not have sufficient law to per- 
mit the regulation of its domestic 
insurers in the field of unfair meth- 
ods of competition and unfair acts 
or practices. 


PUBLIC HEALTH INSURANCE 


ISADORE S. FALK, who was formerly 
director of research and statistics of 
the Social Security Administration, 
predicted at the Northeastern Re- 


gional Conference of the American 
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Public Welfare Association that 
voluntary health insurance would in- 
creasingly reveal its “inadequacies” 
and that a tax-supported plan for 
medical care, on some governmental 
level, will probably develop within 
the next ten years. 


UNIFORM A. & H. LAW 


AT THE CLOSE OF THE 1955 legis- 
lative season, the uniform individual 
accident and health policy provisions 
model bill was law in thirty-nine 
states, Hawaii and the District of 
Columbia, according to a chart pub- 
lished by the Health and Accident 
Underwriters Conference. A one 
page reference tool, the chart covers 
major points for drafting of accident 
and health policies in accordance 
with the uniform policy provisions 
law. It outlines dates on which in- 
surance departments will require 
new policies to conform with the uni- 
form law, information about filing, 
whether home state approval is 
needed prior to foreign jurisdiction 
approval, and notes on deviations 
from the model bill. 


ee 


F.T.C, RULING 


“PROBABLE MISREPRESENTATION” 
has been found by a Federal Trade 
Commission examiner in.the first 
ruling on the merits of advertising 
by an insurance company selling 
accident and health insurance. The 
examiner denied a motion to dis- 
miss the complaint against the Na- 
tional Casualty Company. Besides 
other bases for his decision, the ex- 
aminer said actual deception need 
not be shown and that the Federal 
Trade Commission Act has as its 
concern potentialities as well. 


ADVERTISING CODE 


THE SUBCOMMITTEE OF THE Na- 
tional Association of Insurance Com- 
missioners working on a code to 
govern accident and health insurance 
advertising expects to have it in final 
form by the time of the Association’s 
mid-year meeting in December. A 
joint industry-commissioner commit- 
tee hopes to have a draft of the code 
prepared by early October. The 
Federal Trade Commission is re- 
portedly favorable to such a code. 
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All Around Town 


Prospects galore — including the 
merchants in the shopping center. They all 
need fire, liability, workmen’s compensa- 
tion, automobile, plate glass, burglary and 
business interruption insurance. 


Show THEM your merchandise now. 
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From coast to coast the people favor 
National Casualty's sound protection— 
the finest in Disability Income, Hospital- 
ization and Surgical coverages for the 
Individual, Family, Franchise or True 


Group case. 


INSURANCE AND MEDICINE 


No TWO FIELDS are more closely 
allied than insurance and medicine, 
J. Dewey Dorsett, general manager 
of the Association of Casualty and 
Surety Companies told the Durham- 
Orange County (North Carolina) 
Medical Society last month. “We 
share the common aim of seeking to 
prevent death and hurt from befall- 
ing others—you in preventive medi- 
cine and we in safety work. If, as 
unfortunately often happens, harm 
does come to them, we both try to 
lessen its impact—you again through 
your healing arts and we through 
financial recompense,” he stated. 


Mr. Dorsett added that another 
area of similarity between the two 
groups was the increasing frequency 
of the two to become targets of 
envy, misunderstanding and outright 
greed. 


“We live in an age of litigation,” 
he said. “I have no quarrel with 
legal action where there is a clear 
and legitimate case of injury to 
somebody’s person or property. But 


For October, 1955 





intmen 
ante. Write 
Address: 
Casualty 





“ ild 
Establish and bu! 
: ttractive 
eS ts in se 
today 


your own Direct Agency 


National Casualty egeney 
lect territories 


now ava 


rticulars— 
—_ National 


Michigan. 


Remember—lIt's Easiest to Sell the Best! 


some people—far too many—have 
discovered that a wrenched ligament, 
a torn jacket, dented bumper or 
injured feeling can be turned from 
a discomfort into a pot of gold. I 
would hate to estimate the number 
of cases now clogging court dockets 
that are out and out efforts to parlay 
a minor mishap 
catastrophe. 

“T suggest to you two main points: 
The first is that a physician should 
be more than casually alert to the 
perils which surround his profes- 
sional and personal status. The 
second is to follow the precept you 
have laid down for your own pro- 
fession: don’t try to be your own 
doctor. In our case, don't try to be 
your own insurance man. 

“Just as medicine is complex, so 
is insurance. And just as I would 
go to a doctor to find out about 
myself, so would I urge that you go 
to your insurance agent, not once, 
but fairly periodically to find out 
about your coverage. If he doesn’t 
know, he will do exactly what you 
would—call in a specialist to help 
him,” 


into a major 


NEWSLETTER STARTED 


THE TEXAS INSURANCE ADVISORY 
Association in cooperation with the 
Texas Association of Insurance 
Agents has started publication of a 
public relations newsletter for 
agents. The newsletter will be pub- 
lished four times a year and will in- 
clude sales tips, suggested local pub- 
lic relations activities and news of 
competition. 


BURGLARY MANUAL 
REVISIONS 


THE BURGLARY INSURANCE MAN- 
UALS of the National Bureau of Cas- 
ualty Underwriters and the Mutual 
Insurance Rating Bureau have been 
revised to liberalize the coverage 
available under the storekeepers’ 
burglary and robbery policy and to 
extend the standard coverage under 
the money and securities broad form 
policy to include coverage in a bank 
night depository safe. The revisions 
became effective generally August 
31 and become effective October 1 
in Texas. 
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VIRGIL NICKEL CHARLES ANDERSON J. ROLAND BRADSHAW MICHAEL PACELLI WARREN J. PERKINS E. R. BEAVER 
Vandalia, Ohio Baltimore, Md. Clinton, N.C. Stamford, Conn. St. Albans, Vt. Salisbury, N.C. 


What is Nationwide’s policy on competition? 


We're all for it. It keeps us on our toes...makes us keenly aware of what the public needs...what our 
policyholders want. That's why so many of the 100-plus policies in our multiple line combine up-to-date 
coverage with competitive premiums. That's why by 1955—only 29 years after we were founded by a handful 
of Ohio families—over 2,000,000 people in Eastern America have put their trust in Nationwide Insurance. 


W. Ray BARTHOLOMEW Bauce Lonasorrom WILLIAM N. PROKASY ED TARKINGTON CeciL SWANK CLARENCE J. CHRISTE 
Binghamton, N. Y. Baltimore, Md. No. Olmsted, Ohio Lynchburg, Va. Dayton, Ohio Mount Kisco, N.Y. 


Why are Nationwide’s policies competitive? 


If you answer the real-life needs of the public with realistic protection, you can’t help but be competitive. 
The whole idea behind Nationwide Insurance is to help people help themselves... through their companies. 
Our policyholders fashion their own tools for better security. The result? Policies that sell. Our completely 
modern AUTO-graphic auto policy...our famous line of lower cost A & H plans...and our remarkable 

new line of life plans are excellent examples of a “different” kind of company serving more and more 
people with better protection at less cost. . 


Agents pictured are Nationwide's leading multiple-line producers during 1954. 
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AETNA Casualty & Surety Company 
AUTOMOBILE Insurance Company 
Hartford, Connecticut 


Merger Voted On 


Special stockholders’ meetings were held September 
22 to approve the merger of the Aetna Casualty and 
Surety Company and The Automobile Insurance Com- 
pany. Both are members of the Aetna Life Affiliated 
Group. The Standard Fire Insurance Company, another 
member of the group is not involved in the merger. 
Under the merger plan it is proposed to declare a 50% 
stock dividend payable November 15 to stockholders of 
record October 14 of the Aetna Casualty and Surety. 
Thereafter stockholders of The Automobile Insurance 
will receive Aetna Casualty and Surety stock on a one- 
for-one exchange basis for their stock. The merger 
would be effective December 31, 1955 and the surviving 
company, the Aetna Casualty and Surety, would have 
capital of $14,000,000 made up of 1,400,000 shares of 
$10 par value stock. 


ALL AMERICAN HOME Lloyds 


Austin, Texas 


Control Acquired 


An interest approximating 60% of this Lloyds has 
been acquired by the American Atlas Corporation of 
Dallas. All American Home Lloyds previously had 
absorbed Central Texas Lloyds, Fort Worth. 


ALLSTATE Insurance Company 
Skokie, Illinois 


Washington Filing 


Commissioner Sullivan of the State of Washington 
again rejected a dwelling fire rate filing of this Company 
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which is 15% lower than the filing of the Washington 
Surveying and Rating Bureau. He held that the com- 
pany had not presented sufficient data to justify its lower 
rates. The commissioner recommended, instead, that the 
company write the coverage on a participating basis and 
thus return to the policyholders in the form of dividends 
any saving which the company experiences. The com- 
pany had a suit pending which it withdrew when it made 
the new filing to maintain a 20% differential below the 
Bureau’s new reduced rates. 

The company petitioned for a hearing on the com- 
missioner’s ruling and it was held September 13. 


AMERICA FORE Group 
New York, N. Y. 


Official Appointments 


The fire companies of this group have made the 
following appointments : Louis P. Jervey, vice president 
and manager of the Southern Department; Roderick 
J. Turner, a vice president ; Edgar C. Latham, John T. 
Nesbitt and Axel H. Nelson, secretaries ; John R. Jones, 
Sam F. Padgett, and George H. Porter, Jr., assistant 
secretaries; Miller A. Trammell, assistant controller 
and William I. Sauser and Hoyt G. Voyles, agency 
superintendents. 


AMERICAN ASSOCIATED Companies 


St. Louis, Missouri 


Vote On Merger 


At a special meeting on September 14, stockholders 
voted on the merger of American Automobile Insurance 
Company and its wholly owned subsidiary, American 
Automobile Fire Insurance Company, to become effec- 
tive December 31, 1955. Associated Indemnity Corpora- 
tion, another wholly owned subsidiary, will continue to 
operate as a separate corporate entity. 


147 





AMERICAN MUTUAL Liability Insurance 


Company, Boston, Massachusetts 


New Vice President 


Edward J. Norris, formerly resident vice president in 
Philadelphia, has been named vice president and man- 
ager of the sales department. 


BAY STATE Insurance Company 
Andover, Massachusetts 


New Company 


This company, located at 342 North Main Street, was 
licensed July 29 with capital of $500,000 and surplus of 
$1,500,000 realized through the sale of 20,000 shares 
of $25 par stock at $100 each. It is licensed at present 
to write reinsurance only. Financial control of the 
company is held by the Merrimack Mutual Fire Insur- 
ance Company and the Cambridge Mutval Fire Insur- 
ance Company, both of Andover. The officers of the 
new company are the same as those of the Merrimack 
Mutual. 


BUCKEYE UNION Companies 
Columbus, Ohio 


Vote Multiple Line Operations 


Stockholders of The Buckeye Union Casualty Com- 
pany and The Buckeye Union Fire Insurance Company 
voted on August 17 to amend the charters of the 
companies to permit multiple line operations. No change 
in operations contemplated at present except that each 
company will offer multiple-line contracts. The com- 
panies are licensed in eight states and write all fire and 
casualty lines except workmen’s compensation and 
accident and health. 


CASUALTY INSURANCE Company 


of Tennessee, Nashville, Tennessee 


New Company 


This company, a subsidiary of the Life and Casualty 
Insurance Company of Tennessee, located at 159 Fourth 
Avenue, N., began business July 1 with capital of 
$200,000 and surplus of $100,000. It will write inland 
marine and automobile physical damage coverages. 


CONTINENTAL CASUALTY Company 
Chicago, Illinois 


Unusual Risk Department 


This company has created an unusual risk insurance 
department under the supervision of Calvin Ewald. The 
department is the outgrowth of recently increased de- 
mands for all types of odd and out-of-the-ordinary 
insurance coverages such as for people with dangerous 
physical assignments, stop-loss insurance, flag pole 
sitters and golf course hole-in-one tournaments. 


EUREKA CASUALTY Company 
Philadelphia, Pennsylvania 


New Merchandising Plan 


After a series of conferences with representative 
groups of its agents, this company, a member of the 
Fire Association Group, has introduced in Ohio a new 
plan for writing automobile and comprehensive personal 
liability coverage at approximately 20% savings from 
rates presently charged. This plan provides for the 
premium to be paid to the company in advance of policy 
preparation at the head office. Renewals will be auto- 
matically processed, and bills for continuing coverage 
will be sent by the company to the agent, Six or 
twelve months’ policies will be written and at lower 
commissions. 
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EXCHANGE Insurance Company 
Chicago, Illinois 


Changes Name 


This company changed its name to Midland National 
Insurance Company on August 2. 


FARM BUREAU Insurance Companies 
Columbus, Ohio 


Change in Name 


Effective September 1, the names of the Farm Bureau 
Companies were changed to the Nationwide Insurance 
Companies signifying the group’s projected program of 
countrywide expansion. The changes were also neces- 
sary to prevent confusion with carriers of similar titles. 
The name of the Farm Bureau Mutual Automobile 
Insurance Company was changed to the Nationwide 
Mutual Insurance Company, the Farm Bureau Mutual 
Fire Insurance Company became the Nationwide 
Mutual Fire Insurance Company and the Farm Bureau 
Life Insurance Company, the Nationwide Life Insurance 
Company. Coincidentally with the change, the com- 
panies introduced their auto-graphic automobile policy 
with large type, illustrations and some three thousand 
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fewer words and launched a two-weeks sales contest. 
About one-half million dollars is being spent on an 
advertising campaign featuring the name changes. 


FEDERATED GUARANTY Mutual Insurance 
Company, Andalusia, Alabama 


New Mutual 


This company, located at 106 Pear Street was licensed 
August 23 with contributed funds of $30,500 raised by 
the issuance of 6% certificates. It will write miscellane- 
ous casualty lines at manual rates with the policies 
assessable for one additional premium. Officers of the 
new company are: President, C. C. Bass; vice presi- 
dents, F. J. Tipler, Jr. and E. C. Shrere; secretary, 
Bellaire Krudap and treasurer, C. C. Wallace. 


FIREMAN'S FUND Insurance Group 


San Francisco, California 


Auto Endorsement 


A new automobile death and specific disability benefits 
endorsement has been made available by this group of 
(Continued on the next page) 
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FIREMAN'S FUND—Continued 


companies throughout the eleven Western states and 
Alaska. Automobile liability policy holders may have 
any one, two or all three of the coverages . . . death- 

dismemberment, loss of sight, fractures and dislocations 
—and total disability, although only persons gainfully 
employed are eligible to buy total disability coverage. 

Premiums for Coverage A—total disability benefits— 
are $3 annually for $25 weekly indemnity, or $6 annually 
for $50 weekly indemnity. Coverage B—death benefits 
—will be written for $5,000 or $10,000 for annual 
premiums of $2 or $4 respectively. 

Coverage C consists of two parts: Dismemberment 
and loss of sight benefits up to $5,000 or $10,000, and 
fractures and dislocations benefits up to $175 or $350. 
The premium is $1 annually for the $175 and $5,000 
combination, or $2 annually for the $350 and $10,000 
combination. 


FOUNDERS' Insurance Company 


Los Angeles, California 


New Director 


Roy E. Naftzger, Jr. has been elected a director of 
the company. Mr. Naftzger owns and operates extensive 


ranching interests in Northern California and has been 


in Que Company 
AUTOMOBILE 
FIRE & EXTENDED COVERAGE 


active in the investment market and insurance brokerage 
in Los Angeles. 


GULF AMERICAN Fire and Casualty Company 
Montgomery, Alabama 


New Company 


This company, a multiple-line carrier located at 25 
South Perry Street, began business July 1 with capital 
of $214,875 and surplus of like amount. Plans call for 
raising another $500,000, divided equally between 
capital and surplus. Policies will be written through 
agents at manual rates. Officers are: President, K. E. 
Albrecht ; secretary, M. G. Waitt and J. Philip Noland, 
Jr., comptroller. 


INLAND EMPIRE Insurance Company 


Boise, Idaho 


Restrained 


On September 9 the Third District Court in Idaho 
signed an order restraining this company from transact- 
ing any business, except as may be authorized by the 
Idaho Insurance Department, and also signed an order 
for rehabilitation, subject to a hearing on September 30. 
This action was taken after an appeal by three senior 
officers of the company to the Insurance Commissioner 
and following the resignation of four directors, including 
the company president. Company records and_ its 
administrative office have been moved from Phoenix, 
Arizona, back to Salt Lake City, Utah. The withholding 
of an estimated $300,000 in agents’ balances together 
with the requirement that the company maintain in 
excess of $900,000 on deposit in several states has 
absorbed working capital. 


INTERNATIONAL SERVICE Insurance Company 
Fort Worth, Texas 


Elected Vice President 


Harry G. Hicks, formerly assistant vice president, 
has been elected a vice president. 


LUMBERMENS MUTUAL Casualty Company 
Chicago, Illinois 


Possibility of Confusion Past 


Because of possible confusion with the Lumber 
Mutual Casualty Insurance Company of New York, this 
company has previously been unable to operate in New 
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York State under its regular title. It therefore adopted 
the name (American) Lumbermens Mutual Casualty 
Company of Illinois for its New York operations. On 
July 1 of this year the Lumber Mutual Casualty changed 
its name to the New York Mutual Casualty Company. 
With this source of possible confusion eliminated the 
two companies successfully petitioned the court to vacate 
its order of thirty years ago to permit the Chicago 
carrier to operate in New York under its original title. 


MASSACHUSETTS INDEMNITY Insurance 


Company, Boston, Massachusetts 


Stock Offering 


Several principal holders of the capital stock of this 
company made arrangements to sell 60,000 shares, a 
portion of their holdings in the company, early in 
September through security underwriters headed by 
Estabrook & Co. Present capital, reflecting a 20 for 1 
stock split on August 8, consists of 300,000 shares of $5 
par value totaling $1,500,000. Surplus on June 30, 
including general voluntary reserve, was $6,293,519. 


MERCHANTS MUTUAL Casualty Company 
Buffalo, New York 


New President 


Milton L. Baier has been elected president and 
secretary succeeding Clifford L. Brown who resigned 
for reasons of health. Mr. Baier has been vice president 
in charge of the legal department of the company. 


MICHIGAN MUTUAL Liability Company 
Detroit, Michigan 


Elmers Promoted 


R. I. Elmers has been promoted to the post of vice 
president—general sales manager. 


MIDLAND CASUALTY Insurance Company 
Chicago, Illinois 


New Company 


This company, located at 141 West Jackson Boule- 
vard, was licensed August 20 with capital of $200,000 
and surplus of $100,000 less nominal organizational 

(Continued on the next page) 
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American Appraisals speed up 
loss adjustment 


The adjuster knows that figures in an American 
Appraisal report are fair to all concerned, because 
they are always based on detailed evidence and 
experienced judgment. 
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MIDLAND CASUALTY—Continued 


expenses. It was sponsored by interests affiliated with 
the Bronson Dennehy Ulseth agency and Bacon 
Whipple Company, security dealers. The company has 
filed to write workmen’s compensation and general 
liability lines at manual rates subject to a 25% judgment 
deviation up and down plus special filings. Officers are: 
President and treasurer, Roger Bronson; vice presi- 
dents, Beckwith R. Bronson and Bryan §S. Reid, Jr. and 
secretary, Frederick W. Turner, Jr. 


OLD REPUBLIC Insurance Company 


Greensburg, Pennsylvania 


Financing Completed 


This company has increased its capital from $500,000 
to $1,000,000 and added $1,500,000 to surplus by a stock 
issue which was oversubscribed. The company flans 
to broaden its underwriting to include ali fire and 
casualty lines and to enter other states. 


PUBLIC Insurance Company of America 
Indianapolis, Indiana 


New Company 


This company, located at 108 East Washington Street, 
began business August 1 with capital of $101,000 and 
surplus of $51,500. Financial control of the company, 
which is presently licensed only in Indiana and which 
will write automobile physical damage coverage, is held 
by Schloss Brothers. Officers are: President, J. Richard 
Freije; vice president, O. J. Helburn; treasurer, J. F. 
Ackerman and secretary, R. M. Williams. A majority 
of the directors are affiliated with the Indianapolis 
Morris Plan, 
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RHODE ISLAND Insurance Company 


Providence, Rhode Island 


Receiver's Report 


Thomas J. Meehan, Rhode Island director of busitiess 
regulations, in a report as receiver for this company 
stated he could not say when a second dividend will be 
made to creditors of the defunct carrier. One 10% 
dividend has already been paid and it had been hoped a 
second would be paid last spring. Mr. Meehan said the 
company’s financial condition had proved to be far 
worse than was originally believed. He indicated he 
did not expect to recover more than $1 million as a 
result of the $8 million suit pending against Stewart B. 
Hopps. 


SECURITY Insurance Company 
Huntington, West Virginia 


Extends Writings 


This company has extended its writing to the auto- 
mobile casualty field. It formerly confined itself to fire 
and allied lines and auto physical damage. 


SELECT Insurance Company 


Dallas, Texas 


New Company 


This company, located at 3015 Cedar Springs Road, 
was licensed June 2, 1955 with capital of $250,000 and 
surplus of like amount. The new company was spon- 
sored by the Gulf Insurance Company, Dallas, and has 
the same officers and directors as the parent company. 
It will write full coverage automobile under a participat- 
ing policy with an anticipated dividend of 15%. 


SOUTHWEST UNDERWRITERS Insurance 
Company, Fayetteville, Arkansas 


New Subsidiary 


This company, located at 24 North College, was 
licensed May 27, 1955 as a wholly owned subsidiary of 
the Southwest Casualty Insurance Company with capital 
of $100,000 and surplus of $50,000. It will write full 
coverage automobile contracts at a deviation of approxi- 
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mately 25% from manual rates. The officers and direc- 
tors are the same as those of the Southwest Casualty. 


SPRINGFIELD Insurance Companies 
Springfield, Massachusetts 


Executive Appointments 


Assistant vice president Herbert P. Almgren has been 
elected vice president and secretary and general counsel 
Wilfred G. Howland has been elected vice president and 
general counsel of this group of companies. In addition, 
secretary Howard G. Riley was elected assistant vice 
president ; assistant treasurer John N. Sherley elected 
assistant vice president and assistant treasurer and 
assistant secretaries Harold F, Storey, Stanwood R. 
Searles, Richard R. Rathbun and Bernhard E. Marsian 
elected secretaries. 


STANDARD RELIANCE Insurance Company 


Lincoln, Nebraska 


Official Appointments 


Jack D. Trombla has been elected executive vice 
president ; William E. Haydon, vice president in charge 
of claims ; Hubert R. Mann, secretary ; and Dora Witte, 
assistant secretary. 


TRANS-PACIFIC Insurance Company 


Phoenix, Arizona 


Receiver Appointed 


As efforts to rehabilitate this company begun pursuant 
to a voluntary rehabilitation proceeding initiated in the 
Maricopa County Superior Court on September 7, 1955 
proved unsuccessful, the Arizona Insurance Department 
applied for and secured an order of liquidation. All 
policy liability of the company was terminated as of 
September 15 and all claimants against the company 
are required to present’ their verified claims, with sup- 
porting evidence, not later than January 16, 1956 to 
G. A. Bushnell, Arizona Director of Insurance who 
was appointed receiver. 


UNDERWRITERS at Lloyd's 
London, England 


Premiums and Claims—Year 1954 


The global activities of underwriting members of 
Lloyd’s, London, are depicted by figures filed by the 
Committee of Lloyd’s with the British Board of Trade 
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FOR MORE THAN A QUARTER CENTURY 


STUART BUILDING. + SEATTLE, WASHINGTON 


covering transactions by underwriters during the year 
1954. In making an accounting of operations, the Com- 
mittee of Lloyd’s explained that (1) business under- 
written in each year is the subject of a separate account 
which is not closed until the end of the third year; (2) 
figures for the year ended 1954 include results covering 
business transacted during years 1, 2 and 3 of the 1952 
account, years 1 and 2 of the 1953 account and for one 
year under the 1954 account—the underwriting accounts 
for the years 1953 and 1954 will remain open until the 
close of 1955 and 1956 respectively; (3) a considerable 
volume of premiums will be received in the second and 
third years of the 1954 account and in the third year of 
the 1953 account—balances carried forward at the 1954 
year end on the 1953 and 1954 accounts will largely be 
disbursed in the settlement of claims in the years during 
which these accounts remain open; (4) under these 
circumstances, it will not be possible to ascertain the 
final results of the 1953 and 1954 accounts until these 
accounts are closed at the end of the third year. The 
premiums reported are less brokerage, discount, com- 
mission, returns and reinsurance. Claims, less reinsur- 
ance recoveries, include all expenses directly incurred 
in settling losses. 


ZURICH-AMERICAN Insurance Companies 
Chicago, Illinois 


New Auto Plan 


A new automobile policy for individually-owned 
private passenger cars coupled with a premium payment 
plan has been filed in forty-three states and the Dis- 
trict of Columbia by these companies. The policy con- 
tains one-third fewer words, is attractively designed to 
open in book style and is simplified with all typing con- 
fined to the declarations page which is inserted in the 
jacket to complete the policy. It is said to provide 
broader protection under all coverages (bodily injury, 
property damage, medical payments, comprehensive and 
collision) than the standard automobile policy. The 
premium may be paid in two installments; one-half at 
inception date and the remainder in six months, with no 
carrying charge in most states. 
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Aetna (Fire) Group: Howard H. Brown 
and Chandler B. Johnson, Jr., have been 
appointed educational director and assist- 
ant educational director, respectively. 

Wayne S. Sinclair has been promoted 
to the position of southern Illinois state 
agent succeeding the late W. R. Sickafus. 

Special agents appointed in Texas: Har- 
old M. Hazlewood, Houston and Charles 
A. Garrett, Jr., Amarillo. Special agent 
Thomas J. Troope has been transferred 
from Louisville, Ky., to Nashville, Tenn., 
succeeding Roy E. Barker, resigned. 

New branch office opened at 650 Main 
St., Hartford, under the supervision of 
Clifton B. Austin, fire manager; Eric F. 
Shaw, marine superintendent; and James 
B. Tanner, casualty manager. Special 
agents John C. Johnson and Charks x. 
Fraser have been added to the staff. 

Special agent John D. Furkey has been 
transferred from Newark, N. J. to Balti- 
more where he will be associated with 
state agents G. Edgar Kohlepp and Robert 
I. Tyrrell. 


A reorganization of the internal op- 
erating and administrative departments 


has been announced. All recording op- 
erations will be placed under D. F. Kirshe- 
mann who, in addition to his title of 
secretary, now assumes the title of con- 
troller. He will head up a new control- 
ler’s unit—record-making, headed by Wil- 
liam G. Thomas, supervisor; expense re- 
cording and reporting, under Joseph S. 
Morris, manager; agency accounts (com- 
bined fire and casualty), Raymond L. 
Paulman, manager; I.B.M. processing, 
Thomas W. Lennox, manager; general 
accounting, George R. Clark, manager; 
and statistical reporting, George C. Olcott, 
manager. 

Assistant secretary Ragnar E. Anderson 
is in charge of the new planning and 
methods dept., assisted by Roger W. Guile, 
manager. Under F. D. Watkins, secretary, 
is a new expense controls unit, which 
carries out the policies formulated by a 
budget and expense analysis committee, 
with Joseph T. Vincent, manager, as- 
sisting. 

The administration dept., under sec- 
retary S. S. Perry, has been streamlined 
to relieve it of any operating functions. 
Robert W. Abbe has been named super- 
visor of purchasing and printing. Harry 
W. Geerts has been promoted to super- 
visor of forms supply and shipping, while 
John G. McLaughlin continues as super- 
visor of all purchasing except printing. 
Frank W. Stickels, secretary, will give 
these depts. his special attention. Kenneth 
R. Olson has been promoted to super- 
visor to handle services (including du- 
plicating, transcribing, etc.) 

A new internal auditing unit will be 
under the direction of George E. Law- 
rence, supervisor. Payroll and cashiering 
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work will be under cashier Merrill A. 
Rosier to relieve David A. Solly, Jr., 
treasurer, and William G. Bates, financial 
secretary and assistant treasurer, in order 
that more time and attention can be 
given to the handling of investment op- 
erations. 


Agricultural & Empire State Cos.: frank 
W. Campbell, Jr., has been appointed 
state agent of the Harrisburg, Pa., area 
succeeding Stuart H. Smith, who will take 
charge of the educational program at 
the home office. 


American-Associated Cos.: Robert IW. 
Blakeslee, assistant branch manager at 
Pittsburgh, has been promoted to resi- 
dent vice president at Hartford succeed- 
ing resident vice president W. F. Wratten, 
transferred to Cincinnati. 

William F. Buysse, formerly a_ vice 
president of Tuttle, Eckels and Gelston, 
has been named fire-marine manager at 
the New York branch. Paul F. Moore 
has been named bond manager at New 
Orleans, having formerly been associated 
with the New Orleans branch of the 
Hartford Accident as bond superintend- 
ent. He succeeds Paul Liebezeit, trans- 
ferred to Chicago. Mr. Liebezeit will be 
associated with bond manager Hamilton 
McComb. 


American Casualty (Pa.): Patrick J. 
Mahoney has been appointed special rep- 
resentative for all forms of crime insur- 
ance at East Orange, N. J. Frank J. 
Burress, Jr., has been named to head 
the fidelity and surety dept. at the N. J. 
branch succeeding George A. 
Jr., transferred to the N. Y. 
manager of the bond division. 

Field representatives appointed: 
cago branch—John C. Tanis (accident 
and health), Thomas W. Jameson to 
assist agents in production of fire-allied 
lines, Robert W. Hansen to serve northern 
Illinois agents for all casualty-fire lines; 
Melvin S. Hundley, Charleston, W. Va.; 
Arthur F, O’Connor, New England dept.; 
James §S. Streat, Richmond, Va.; and 
Harold E. Scott, Nashville, Tenn. 


Peterson, 
dept. as 


Chi- 


American Hardware Mutual: New mid- 
western regional headquarters have been 
established at 612 W. 47th St., Kansas 
City. W. N. Menser continues as manager 
(formerly manager of midwest operations 
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at Minneapolis), and IW. D. Fargo becomes 
chief fire underwriter. 


American Insurance Group: Jolin R. 
Westendorf has been promoted to super 
intendent of home office records dept. 

T. Walter Keany has been appointed 
field supervisor for New England and 
James R. Smith, Jr., as special agent 
for northern California and North Sac- 
ramento Valley. 

Special agent Jim L. Hunt has 
transferred from Fargo, N. D., 
Mich., replacing Eugene B. Martineau, 
who has been named state agent in the 
Detroit service office. William 1} 
has been appointed special 
Springfield, Mass. 


been 
to Lansing, 


Gorman 
agent in 


American Mutual Liability: Newly estab- 
lished positions of general manager for 
each of the division territories: George W. 
Leeman, New England; Carlton E. Van- 
derwarker, New York; Norman Kley, Mid- 
dle Atlantic States; George H. Duffield, Jr., 
Western; and Robert B. Peake, Southern. 


American Surety: Frederick A. Carroll, 
an attorney in the legal dept., has been ap 
pointed assistant general counsel. 


Atlantic Cos.: Richard H. Bootsma has 
been appointed claims manager in Chicago 
replacing Roger E. Kellogg, who resigned 
to enter Princeton Theological Seminary. 


Ball, Inc. O. R.: Elwood H. Vogel, Jr., 
formerly vice-president, has been elected 
president of this adjusting firm located at 
1544 Hanna Building in Cleveland, Ohio. 
Mr. Vogel succeeds Oscar R. Ball, deceased 
ilvin W. Evans has been elected vice 
president and Mrs. Eva Johnson has been 
elected secretary-treasurer. 


Berkshire Mutual: Clarence B. Anderson, 
assistant secretary, has also been appointed 
chief underwriter to replace John F. Steh- 
ling, Jr., resigned. 


Boston-Old Colony Cos.: J. D. Helms 
and W. G. Sours, Jr, have been appointed 
manager and assistant manager, respec 
tively, of the multiple line branch office 
in Jackson, Miss. 


Continental Casualty: Edward J. Cuff, 
formerly manager of the Philadelphia of- 
fice of Illinois Appleton & Cox, Inc., has 
been appointed to the staff of the excess 
and surplus lines dept. 


Employers’ Group: Hans W. Barber and 
Robert L. Batchelder have been promoted 
within the New England dept—Mr. 
Batchelder from assistant regional super- 
intendent of fire in Boston to assistant 
branch manager in Springfield and Mr. 
Barber from state agent in Connecticut to 
succeed Mr. Batchelder. 


(Continued on the next page) 
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Employers Mutual of Wausau: Morgan 
M. Winsborough, underwriting manager 
at Kansas City, Mo., has been named man- 
ager of burglary, fidelity and plate glass 
underwriting at the home office succeed- 
ing the late Merle Parker. C. E. Welborn, 
Los Angeles underwriter, Mr. 
Winsborough. 


succeeds 


Excelsior: William A. Brodeur 
appointed special agent in 
and western Massachusetts 
Edward A. Mundy, resigned. 


has been 
Connecticut 
succeeding 


Fireman's Fund Group: Philip F. Kingsley 
has been named manager of the Pacific 
fire dept., succeeding Leland S. 
retired. Creation of a new position and 
realignment of Pacific dept. as follows: 


Gregory, 


O. D. Oliphant, fire agency superintendent 
in Colo., Wyo., and N. M., will be respon- 
sible for the northern California territory. 
William Dillon, fire agency superintendent 
in Ore., Mont., Utah and southern Idaho, 
succeeds Mr. Oliphant, while Thomas E. 
Kennedy has been appointed to take over 
Mr. Dillon’s territory with the exception 
of Oregon. Mr. Kennedy was formerly as- 
sistant general adjuster of the fire loss 
dept. Frank L. Donahoe, who has been 
fire agency superintendent for northern 
California and Nev., will take over the 
Oregon-Nevada_ territory. Underwriting 
in all territories involved in the change 
will continue to be handled by chief un- 
derwriter Oscar L. Crowhurst. 

I'wo service offices moved: In Dallas— 
320 Mercantile Commerce Building 
(Philip L. Pitts, manager); and in Louis- 
ville, Ky..—300 Madrid Building (George 
B. Olmstead, state agent). 
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Freedom: Robert E. Gould, formerly with 
the Pacific dept. of the St. Paul Companies, 
has been appointed superintendent of 
claims. 


General Accident: Mid-west department 
has moved to 223 West Jackson Boulevard, 
Chicago, Ill. 


Gilbert & Gilbert: This Oklahoma City 
concern has moved its offices to 1007 Cra- 
vens Building. 


Hamilton Agency, Inc. (Chicago): Vern 
F. Damarin has been appointed as vice 
president and executive assistant to M. J. 
Hamilton. 


Hartford Accident: John DeMallie has 
been promoted from special agent for 
fidelity and surety bonds in Indianapolis 
to fidelity and surety superintendent at the 
New Orleans (La.) office. 


Hawkeye-Security: Walt Hughes has 
been promoted to deputy manager of the 
claim dept. and will also supervise claims 
from Lowa, Mo., and Kansas. Herb Taylor 
has been named claims manager at Spring- 
field, Ill., succeeding Mr. Hughes. 

Les Vandever has been promoted to 
claims manager at Kansas City, Mo. 
Thomas J. Curry has been appointed field- 
man in Kansas. 


Hearthstone: Promotions to sales man- 
ager: George Heinisch (New Britain, 
Conn.) state of Arizona; Ralph R. Fowler 
(Merrimac, Mass.) state of Nevada; Rob- 
ert C. MacDowell (Baldwinsville, N. Y.) 
northern California; Paul J. Bordonaro 
(Hartford, Conn.) half of Minnesota; 
John Curran (salesman in Pa. and N. Y.) 
southern New Jersey; David B. Gold 
(Sharon, Mass.) northern New Jersey; 
Patrick T. Marcil (Waterford, N. Y.) 
Albany, N. Y.; Tony Dilanni (Dedham, 
Mass.) southeastern Connecticut; Merle 
Robinson (Newington, Conn.) northeast 
Connecticut; Burt Kramer (Hartford) 
southwest Connecticut; Robert E. Santino 
(Dorchester, Mass.) northern Massachu- 
setts replacing Robert E. Lutz appointed 
sales manager for the state of Iowa. Ed- 
ward G. Sherman, formerly a New York 
State salesman, transferred to Los Angeles. 


Home (N. Y.): Justin R. Peters, Jr.. 
marine special agent at Philadelphia, has 
been transferred to Los Angeles as marine 
manager. Lester C. Gifford, secretary in 
charge of agency record dept., has been 
transferred to the central underwriting 
division where he will assume supervision 
of the Habitational Unit, and will serve 
under the supervision of vice president- 
secretary David H. Moore. Everett C. Lit- 
teer, assistant manager of the Home In- 
demnity’s metropolitan automobile dept., 
succeeds Mr. Gifford. 


Houston Fire & Casualty: Francis L. 
Speers has been named manager of the 
Pacific Coast dept. for this company and 
the General Ins. Corp. succeeding Charles 
W. Ferguson vice president & manager, 
who has been transferred to the home of- 
fice as vice president in charge of nation- 
wide underwriting. 


Industrial Indemnity: Loran Myers, claims 
manager in Fresno, has been appointed 
claims manager of the newly established 
office in San Jose. 





K Co., J S. (Chicago): Joseph 


° . . 
E. Magnus has been raised from president 
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to chairman of the central dept. J. V. 
illen and H. G. Chapman, second vice 
presidents, were elected vice presidents of 
the central dept. E. J. Brink, Jr., who had 
been general office manager, and R. E. 
Farley, an assistant vice president, were 
made second vice presidents. Arthur 
Gottschalk, J. L. O’Rear and Midio Za- 
notti, special representatives, were elected 
assistant vice president. G. E. Alswede 
was made an assistant secretary. 


Manufacturers Casualty: Patrick Maga- 
rick, recently with National Surety as at- 
torney in charge of casualty claims, has 
been appointed secretary in charge of the 
casualty claim dept. 


Maryland Casualty: A new branch office 
has been opened in Louisville, Ky., with 
Elmer C. Schoumacher, manager of the 
Cincinnati casualty dept., as resident man- 
ager. J. H. Kotheimer, Jr., formerly man- 
ager of the Louisville claim office, is man- 
ager of the Louisville claim division. 


McCulley Adjustment Co.: This firm was 
formerly known as the McCulley-Vinson 
Claims Service. Headquarters are at 296 
Wall Street in Shreveport, Louisiana. 


Merchants Mutual Casualty: Frank M. 
Convery has been appointed special agent 
for eastern Pennsylvania, southern New 
Jersey and Delaware. 


Merrimack Mutual: Jerry Taylor has 
been appointed special agent for this com- 
pany and Cambridge Mutual Fire for 
south Texas and will be associated with 
Ken Gordon, southwestern manager. 


Mutual Boiler: A northeast district (com- 
prising the New England states, except 
southwest Conn. and an eastern strip of 
northern N. Y.) has been established at 
Waltham, Mass., with U. E. Conte as man- 
ager. Appointed to the supervisory staff 
are: Wallace F. Jones, sales manager; 
Charles E. Hoff, underwriter; Andrew 
Kalipolis, chief engineer; and William J. 
Pearce, claims adjuster. 


National of Hartford Group: Special 
agent Howard E. Buetow has been trans- 
ferred from the western Michigan field to 
the Indiana field succeeding James F. 
Decker, resigned. Special agent Richard 
L. Arnold has been transferred from the 
Minnesota field to the southern Illinois 
field succeeding special agent William R. 
Martin, who is traveling the northern 
Illinois territory. 


National Union Cos.: Robert M. Knowles 
has been promoted from assistant man- 
ager to manager at Boston. Marvin B. 
Carpenter, formerly special agent in 
northern N. J., has been appointed assist- 
ant manager in charge of casualty opera- 
tions at San Francisco. Harold J. Malcolm 
has been appointed assistant manager at 
East Orange, N. J 


New Hampshire Fire: This company and 
Granite State Fire have elected three new 
assistant secretaries: Charles E. Kuehn 
Ellis §. Perrigo and Louis B. Heaton. 


Nerth British Group: The St. Louis state 
agency office has moved to 320 North 4th 
St. J. Alfred Young, field representative 
for Central Surety (a member-company 
of the group), will supervise the office 
pending replacement of state agent Ben- 
jamin Harrison, resigned. 
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Northwest Casualty: A branch claim 
office has been opened in New Haven, 
Conn., with John N. Barclay as manager. 


Ohio Casualty: A service office has been 
opened at 3364 Fulton Ave., Sacramento, 
Cal. 


Peerless Casualty: Philip J. Savageau, 
Jr., has been appointed a special agent for 
accident and health. Leonard A. Bourneuf 
has joined as special agent in Maine for 
casualty, liability, bonding and fire lines. 
Francis C. Massin replaces Kenneth Cole- 
man as chief examiner of the fire and in- 
land marine dept. Mr. Coleman has been 
assigned as fire and inland marine special 
agent for N. H. and Vt. 


Phoenix of Hartford Group: Special 
agent James §. Dissell has been transferred 


Casualty 




















from Ohio to Kentucky. William P. Grif- 
fin has been appointed special agent in 
Md., Del. and the D. of C., augmenting the 
staff of state agent Ray J. Billingham at 
Baltimore. Special agent Robert B. Allen 
has been transferred from Rochester to 
Buffalo, N. Y. Special agent Harold F. 
Porter, Jr., formerly in Philadelphia, will 
augment the staff of state agent Raymond 
R. McOrmond, Jr., at Wilkes-Barre, Pa. 

The Nashville (Tenn.) office has moved 
to 4111 Hillsboro Road. 


Phoenix of London Group: Robert H. 
Kitchen has been promoted from special 
agent to state agent for northeastern New 
York. Walter F. Martineau, Jr., has been 
appointed special agent in Ohio under the 
direction of Boyd D. Bonar, manager of 
\kron. Paul F. Devio has been appointed 

(Continued 
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Field Appointments—Continued 


special agent in the state of New York 
under the direction of 
manager at Albany 


William 


Procter & Gamble: !!’. 7. McWhorter has 
succeeded Lowe H. Wiggers, retired, 
manager of the insurance department. 


as 


Retail Credit: New branch 
Lauderdale, Fla.—W. ]. Bloodsworth, as- 
sistant manager at Miami, is manager; 
Montgomery, Ala.—R. D. Edfeldt, assist- 
ant manager at Birmingham, is manager; 
Columbus, Ga.—C. R. Goodman, assistant 
manager at Atlanta, is the manager; and 
Lancaster, Pa.—( Y. Burger, assistant 
manager at Philadelphia, is manager. 


offices: Ft. 


Cudd & Coan, IJuc. 


Streets, 


Roane, Inc., John (Baltimore): N. W. 
Dorr, adjuster in the Winchester (Va.) 
office, has been appointed manager of the 
Lynchburg office replacing Noah Payne, 
resigned. D. F. Thomas, Washington, 
D. C., office, becomes manager in Wilming- 
ton, Del., replacing J. J. Noonan. 


Royal-Liverpool Group: Bruce L. Fergu- 
son, supervisor of casualty underwriting 
in San Antonio, has been appointed 
casualty manager at Dallas succeeding 
H. B. Holcomb, who is being transferred 
to the home office casualty underwriting 
department. 

Edgar H. Ebdon, Jr., has been appointed 
state agent in Connecticut and will be as- 
sociated with state agent Carl L. Plock. 
Carl L. West has been appointed special 
agent at Indianapolis and will assist state 
agent William R. McBride. 
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St. Paul Group: James K. Brown has 
been appointed secretary and manager of 
the automobile dept. and Thomas E. 
McDonnell as assistant secretary and as- 
sistant manager of the automobile dept. 
]. B. Carter, former manager of the auto- 
mobile dept., has been transferred to 
Atlanta, Ga., as manager of the service 
office and will continue as secretary for 
the group. 

fusten D. Brown has been appointed 
state agent for Florida replacing state 
agent W. J. Young retired. Daynor N. 
Tharalson has been transferred from the 
home office to the Ohio field as special 
agent under the supervision of state agent 
E. O. Pierce. 


Scottish Union & National: Jolin M. 
Kiniry has been appointed special agent 
in Virginia. 


Security of New Haven: James K. 
Talmage, formerly special agent in south 
ern Cal. for National of Hartford, has 
been appointed special agent in the same 
territory. 


Standard Accident: James C. Scott, man- 
ager of the bond dept. at Cleveland, has 
been transferred to Chicago in a similar 
capacity. 

The following changes are for this com 
pany and its affiliate, Planet Ins. Co.: 
James A. Dryer has been appointed an 
executive secretary. He had been serving 
as manager of the recording dept. and is 
succeeded in this post by Earl B. Behrens, 
formerly assistant manager of the dept. 
William D. Stafford has been made field 
representative at Dallas and Daniel F. 
Hurley, Jr., bond field representative at 
Buffalo. 

The Rochester office has moved to 327 
First Federal Savings Bank Building. 


Sun Insurance Office: The Salt Lake 
City, Utah, office has moved to 1055 East 
2Ist South Street. 


Traders & General: Robert F. Warner 
has been named special agent in charge of 
the Denver office. 


Travelers Cos.: Alden R. Richardson has 
been appointed branch office supervisor 
at the home office, having formerly been 
assistant office manager at the Hartford 
branch office. 


Dr. Don G. Friedman has 
pointed research asseciate 
Travelers Weather Research 


been 
in 
Center. 


ap- 
The 


Trinity Universal: Thad A. Kenny, field 
man in Indianapolis, has been named 
manager of the first Michigan office 
(Grand Rapids). 


Union Mutual of Providence: Laird- 
Hagee Company, Harrisburg general 
agency, has been appointed state repre- 
sentatives for Pennsylvania. 


Ward, Inc., James J. (New York, N. Y.): 
Vincent E. McKeon, manager of the New- 
ark (N. J.) office, has been promoted to 
the home office in New York to supervise 
the adjusters particularly in fire losses. 
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ass’n notes 


Afco Incorporated: Edward L. Denton, 
Jr., has joined this New York insurance 
premium financing organization as coun- 
sel. He was formerly associated with the 
law firm of DeForest, Elder and Mulreany. 


American Foreign Insurance Ass'n: [he 
Sao Paulo, Brazil, office has moved to the 
First National City Bank Building. 
American International Undrs. Ass'n: 
H. Geary Gardner has been elected ex 
ecutive vice president and director of 
American International Marine Agency 
of New York, Inc. He is marine vice 
president of this corporation. The board 
of directors also announced the retirement 
of Fred Maccabe, president of AIMA of 
N. Y., Inc., at the end of the year. 

A branch has been opened in Denver, 
Colo., and John M. O’Mara has been ap- 
pointed manager. He will also manage 
a new Denver branch of C. V. Starr & Co., 
California. 


Board of Fire Undrs. of the Pacific: 
The new location in San Francisco is 320 
California Street. 


Fire Ins. Rating Organization (N. J.): 
S. Gage Lewis will succeed Leon A. Wat- 
son (retired) as general manager. 


General Adjustment Bureau: Vernon H. 
Merritt, who has been serving as execu- 
tive general adjuster, departmental office, 
has assumed management of the Atlanta 
branch. He succeeds Hugh N. Lewis, re 
signed. 
Harry G. Stidham, manager of the 
Dyersburg (Tenn.) office, has been pro- 
moted to manager of the Clarksdale 
(Miss.) office succeeding John C. Kenyon, 
who will serve in direct loss adjusting 
activities only, due to ill health. 
The Rock Hill, S. C., office has 
moved to 240 East Black Street. 


been 


General Adjustment Bureau: Philip M. 
Percy has been appointed assistant man- 
ager at Boston succeeding W. G. Angell, 
resigned. Mr. Percy is succeeded as man- 
ager of the Manchester (N. H.) office 
by Arthur J. Foley, branch manager at 
Stamford, Conn. 

Leonard R. Hill has been named resi- 
dent adjuster in Anderson County. 


of Mass.: 
appointed 


Ass'n 
has been 


Insurance Brokers 
Robert H. Wood 
executive secretary. 


Mutual Fire Ins. Ass'n of New England: 
Wesley G. Angell, formerly assistant 
branch manager of the General Adjust- 
ment Bureau at Boston, has been ap- 
pointed manager of a new  service— 
claims division—which will be available 
to agents, companies and adjusters for 
advice and consultation on all matters 
having to do with losses. 


National Automobile Theft Bureau: | he 
following have been elected to member- 
ship: Eureka Casualty, Home Indemnity, 
Standard Accident and State Farm Mutual 
of Bloomington. There are now 359 
member companies. 


National Bureau of Casualty Under-.: 
The Fidelity and Guaranty Insurance Un- 


For October, 1955 


Since July 1, 1945, thousands of policies 
protecting many of the country’s leading 
lawyers and law firms have been written 
by this Company. For claim and under- 
writing know-how based on more than 
a generation of experience in malpractice 
insurance, consult 


derwriters, Inc., of Baltimore, has been 
elected to membership. ‘This brings the 
membership to 153 companies. 


Oklahoma Insurance Department: 
George R. Taylor, assistant commissioner, 
has resigned to go into the private prac- 
tice of law. 


Society of Insurance Brokers: Frederick 
M. Hohwiesner of San Francisco was 
unanimously elected president. He suc- 
ceeds Jack H. Helms, vice president of 
Johnson & Higgins of California. Mr. 
Hohwiesner is sole owner of the insurance 
brokerage firm of F. Hohwiesner & Co. 
Other officers elected were: Ist vice 
president—Phillip W. Rainey, vice presi- 
dent of Tinnemann, Bridgford & Rainey; 
2nd vice president—Everett W. Stark, 
president of Everett W. Stark & Co. 
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ASK LIABILITY LIMIT 


THE AMERICAN TRUCKING Associa- 
tions have asked the Interstate Com- 
merce Commission for a rule limit- 
ing their liability for loss or damage 
of shipments to $3 a pound unless 
there is a statement of actual value 
on the bill of lading. The truckers 
affected would be the common car- 
riers listed in the National Motor 
Freight Classification. They seek a 
charge of $.10 a pound for each $100 
of value declared over the $3 per 
pound value. 
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EDITORIALS 


Aviation Experience 

Editors’ Corner, The 

Life Insurance Stocks .. : 

Mutual Company Ager regates 

Mutual Underwriting by Lines 

Reciprocal Underwriting by Lines 
Semi-Annual Experience—Mutual Companies 
Semi-Annual Experience—Stock Companies 
Six Months Per Share Earnings 

Stock Company Groups 
Stock Underwriting by 
Underwriting by 


Lines 
Leading Classes 


Laat Ge besten ea eS 


BUYERS & LOSS CONTROL 


Bank Holdup Losses—A. W. 
Behind the Losses (monthly) 
Broker Relationship, The—David H., 
Buyers’ Round Table (monthly) 
Casualty Coverage and Capacity 
aye Safety—W. E. Gruber 

Greater Protection for 
Highway Hypnosis ... 
Jewelry Photography 
Loss Control (monthly) . 
Fire Protection Design—Mathew M. Braidech 
Ocean Marine Coverages—-W. Irving Plitt 
Risk Management—Mark R. Greene, Ph.D. 
Vitamins We See By—Better 


Jackson July 29 
. 136 


Employees—Richard N. Foulk 


Saul LL.B. 


Spero, 


LEGAL & CLAIMS 


Adjuster in Transition, The—John D. C. 
Claim Consciousness—/. Hickey Nable 


Roane 
and 

Dr. Marcus Grantham Sept. 
In the Atomic Age—Ambrose B. Kelly » 
Judge Says, The—R. M. MacArthur (monthly) 

Kansas City Floods, The—Clarence R. Conklin 

Legal Spotlight, The (monthly) 

Loss Logie (monthly) 

Not A Shot In The Dark—B. 
Remember the Difference 
State Legislation, Preserving 


. Kuechle 
Stanley L. Kennedy 
Wade 0. Martin, Jr. 


MANAGEMENT & GENERAL 


Accent on Education—John W. Nelson 
Accident & Health Developments (monthly) 
Adequacy of Workmen’s Compensation, The 
Agency Collections—Standard Service 
Automobile Insurance Marketing 

Aviation Experience 
Communication—Irving J. Maurer 

Expense Problems—Clarence H. Tookey .. 
Field and Home Office Underwriting—Fmerson Davis 

Financial Responsibility Laws—-Richard C. Wagner 

Floods and Flood Damage—American Insurance Association. Oct. 
Getting Back to Fundamentals—/J. R. Deering “ 
Great Opportunities—EZllis H. Carson .............ceeeeceees "May 2 
He Is Your Neighbor—A. Bruce Bielaski Aug. 
International Bonding Facilities—H. Marshall Frost - Sept. 
Jurisdiction of the F.T.C.—Donald Knowlton 
Look at the Record, A—Joseph H. Navarre 
New Look in Workmen’s Compensation, The 


-William Zucker July 


July 
. F. Leuschner June 
Promise for the Future, The Crafts 
Replacement Cost Insurance 

John Douglas Long, C.P.C.U., C.L.U. Tune 5 

Tomorrow’s Management—Guy Fergason Sept. : 
Town Inspection, The—Jay W. Stevens, . 
Trends and Opportunities—/J. Henry Smith 
Unfair Accounting Methods—Albert Burger 
Uses of Property Appraisals—Louis F. Koring, 


James F. 


OFFICE METHODS 


Michael R 


Fergason 


Agency Cost Control 
Around the Office—Guy 
Booklets (monthly) 
Electronics—A. C. 
Executive Compensation 
Good Manners aeeee 
Homeowners’ Policy Statistics—L. H. 
How to Control Office Work 
How to Improve Employee Communication—Guy Fergason. 
How to Improve Employee Relations—Guy Ferguson 

How to Improve Expense Control—Guy Fergason 

How to Improve Office Forms—Guy Fergason 

How to Improve Salary Administration—Guy Fergasen 
Liability Loss Reserves—F. H. Schroeder 

Management Controls—Dick Carlson 

Microfilm Saves Money—-Dolph Cramer 

Mobilizing Record Storage—Herbert Bernstein 

Modern Aids to Office Efficiency (monthly) 

Office Equipment Directory (monthly) 

Seating Requirements—Lyne 8. Metcalfe 


Notaro 

(monthly) 

Vanselow ... Se “ 99, 
John O. Tomb and Arch Patton. 


Oct. 
-Apr. 5d 


Longley-Cook 
Guy Fergason 
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DEX 


Standardization—W. R. Seaberg July 68 
Terminal-Digit Filing—Winifred Shaughnessy .............. May 61 
What You Should Know About Paper—Alven 8, Ghertner ..June 89 


SALES & EDUCATION 


American Agency System, The—John C. Weghorn 
Automobile Insurance—William B. Rearden .................-May 
Business Builders—M. H, Blackburn (monthly) 3 43 
Susiness Life Insurance—-Ernest D. Haseltine . 52 
Continuous Policies—J/ohn F. Neville ay 33 
C.P.C.U. Questions and Answers—American Institute 
Part I—Principles and Practices 
Part IIl—Principles and Practices 
Part I1I—General Education 
Future of Your Agency, The—W. Stephen Chandler 
Giants and Grasshoppers—Dr. Frank H. Beach 
He Knew His Cottons—Guy D. Doud 
How an M.D.R.T. Sells Retirement Insurance 
Is the Sun in Your Eyes?—W. J. Hynes 
Jared Also Ran—Glenn Stewart 
Keep That Sale Sold—Arden Van Dine 
New Era, A—Richard FE. Farrer 
Pleasant Voice, A—Roy E. Waite 
Quiz of the Month 
Inland Marine 
Ocean Marine 
Multi-Level Selling—Harry M. 
Partnership Sale, The—Frnest FE. Intlehouse 
Potential Unlimited—Howard Hotz 
Prolong Your Agency’s Life—Charles W. Tye 
Put a Smile on the Policv—F. Gerard Mueller 
Sales Contests—Lyne 8. Metcalfe 
Sales Slants from Other Fields (monthly) 
Selling Business Interruption—C. EF. Johnson 
Selling Parade, The—Charles B. Roth (monthly) 
Selling Tips from the Home Office (monthly) 
Small Town Agency, The—-Tom Bartlett 
Sooner, the Better, The—Kenneth J. Bidwell 
This I Believe . . .—Ben Sour 
Where There’s Life—Jra D. Keiter (monthly) 
Would You Have An Answer ?—Charles L. Lapp, 
You Can’t Always Tell—M. B. Massol 


MISCELLANEOUS 


June 114 
July 105 


103, 
June 59, 


May 103 
July 91 
Francis 7 


Ph.D. 


Best’s Stock Index 
Building Cost Index 
Company Developments 
Conventions Ahead 

Fire Losses 

Home Office and Field Appointments 
Insurance Stock Quotations 
Motor Vehicle Deaths 

New Publications 
Obituaries 

Reports on Companies 
They Said 


aeons 
Calif., Colo., 
Ww. ash., Ww yo. 
Kansas 
Texas 
Calif., Col., Fla., Ind., Kans., 
Wash., Wisc., Puerto Rico 
Ariz., Idaho, Kan., Me., Md., 
Okla., R. Utah, Wis., 
Ala., Ind., Mass., Mich., 
S. Carolina 
Ind., Mich., 
New York 
Fla., Ga., lowa, 
Tenn., W. Va. 
Construction Contract 
Extended Coverage 
New York 
Fire 
Washington 
Maine 
Okla., 
Washington 
Wisconsin 
Glass 
14 States and Puerto Rico 
Liability other than Auto 
All states except Texas 
Alaska and Puerto Rico a ....-May 131 
eee y 41 
La., New Jersey, New Yor k, Sept. 12 
Multiple Peril 
Rhode Island 
Connecticut . 
Workmen's C ompel sation 
Wisc. ; 
New j 
New Sameer, 
Minn., Pa., Vir. 
Florida, Pennsylvania, 
Compensation 
California 


Conn., Del., 


Minn., Pa., Vt., 
Mont., Neb., Nev. 


Kan., Neb., Ohio, Wis. 
Minn., Mo., N. Carolina, 


New Jersey, North Dakota, 


.Oct. 
July 


plus 


104 
104 


June 
.June 


.Mar. 
.June 
.July 


Ne . Ven 


Nor th Carolina 


Best’s Fire and Casualty News 








INSURANCE COMPANIES REPORTED UPON (FROM MAY, 1955) 


\etna Casualty & Surety Hartford 
(Merger Voted On) *t. 147 
All American Casualty Chicago 
(Executive Vice P sendent) TTT Sept. 135 
All American Home Lloyds, Austin 
(Control Acquired) Oct. 147 
Allstate Insurance Co., Skokie 
(Rate Hearing and Filing Disapproved) 
June 147 
(Broader Auto Medical Payments) 
July 123 
(Hearing Completed) July 123 
(Drops Washington Appeal) 5 
(New York Decision) 
(Reduces Auto Rates) 3: 
(Washington Filing) *t. 147 
America Fore Group, New York, N. Y. 
(New Director) ; . 1385 
(Official Appointments) *t. 147 
American Associated Companies, St. Louis 
(Vote on Merger) 
American Automobile Ins. Co., St. 
(To Write Casualty Coverages) 
American Casualty Co., Reading 
(New Accident Policies) p 
American Fire & Casualty Insurance Co., 
Orlando 
(Additional Financing) June 147 
(Elected Vice President) . 115 
American Hardware Mutual Insurance Co., 
Minneapolis 
(New Title) 
American =a Assurance Co., 
New York, ws 
(New sheeaey’ 
(Names Reinsurance Managers) . 
American Insurance Co., Newark 
(Elections) 
(Advanced) 
American Insurance Exchange, 
(To Be Reinsured) 
American Mfgers. Mutual Ins. ¢ 
(Official Appointments) 115 
American Marine and General Insurance 
Company, U. S. Branch Domesticated 
(New Vice President) Aug. 115 
(Moves Home Office) sept. 140 
American Motorists Insurance Co., Chicago 
(Dividends Increased) 
(Capital Increase) 
American Mutual Liability Insurance Co., 
soston 
(New Vice President) 
American Surety Co., New York, N. 
(Reduced Accountants Liability 
Rates) ° ° ‘ae 135 
(New Vice President) 8 135 
American Title and Insurance Co., 
Miami 
(Acquires Reliable Fire) 
Associated General Fire Company, 
(New Director) 
Associated Reciprocal Exchanges, 
Port Chester 
(Working Arrangement Consummated) 
July 123 


June 149 


June 147 
Sept. 135 


June 147 
Sept. 135 
Omaha 


Oct. 148 
Y 


Sept. 136 
Detroit 
May 139 


Atlantic Companies, New York, 
(Appointed Vice President) 

Automobile Insurance Co., Hartford 
(Merger Voted On) 


Sept. 136 
Oct. 147 


saloise Marine Insurance Co. Ltd., 
Switzerland 

(Acquires Control) June 147 
Bay State Insurance Co., Andover 

(New Company) +t. 148 
Broad Mutual Insurance Co., Philadelphia 

(New Carrier Chartered) July 123 
Buckeye Union Companies, Columbus 

(Vote Multiple Line Operations) ..Oct. 148 
Buffalo Insurance Co., Buffalo 

(New Financing) Aug. 116 


Basle, 


Camden Fire, Camden 
(Official Changes) ............se0. May 139 
Capital Insurance Co., Boston 
(New Company) July 123 
Capitol Indemnity Insurance Company, 
Indianapolis 
(New President Elected) 
Carolina Casualty Insurance 
surlington 
(Official Elections) 
Casualty Insurance Co. 
Nashville 
(New Company) 
Central Standard 
Sioux Falls 
(Merger Negotiations Terminated) 


Aug. 116 


Sept. 136 
of Tennessee, 


Oct. 148 
Insurance Co., 


Sept. 136 
Central Surety and Insurance Corp., 
<ansas City 
(Purchase Offer) 
(Purchase Consummated) 
(Nolan Chairman of the Board) Sept. 137 
Central Texas Lloyds, Fort Worth 
CO, ear July 124 
Coal Operators Casualty Co., Greensburg 
(Stock Purchased) May 139 
(New Officers) June 148 


June 148 
July 124 


For October, 1955 


Continental Casualty, Chicago 
(New Vice President) ay 139 
(To Write sub-standard A & H) June 148 
(Unusual Risk Dept.) Oct. 148 
Craftsman Insurance Co., Boston 
(100% Stock Dividend) Aug. 116 


Dallas Fire 
Dallas 
(Reinsured) 
Delta Group, Baton Rouge 
(Employees Pass Agent’s Examina 
tion) ee 137 
Disability Income Insurance 
Indianapolis 
(Non-Can Reinsurance Treaty) 
Dixie Auto Insurance Co., Inc., 
(New 


and Casualty Insurance Co., 


June 150 


.July 124 
~% 
Auto Carrier) 137 


Employers’ Group, Boston 
(Auto Death and Disability Endorsement) 
June 148 
Eureka Casualty Co., Phil: wemanaeel 
(New Merchandising Plan) an 
Exchange Insurance Co., Chicago 
(Changes Name) 


Fairview Mutual Fire 
Harrisburg 
(Suspended) Sept. 137 
Farm Bureau Insurance Cos., Gcieuibne 
(Department Store Insurance) ..May 139 
(Policy Filings Approved) ......May 139 
(Opposition to Mercha, idising Plan) 


Insurance Co., 


(New Policy Format) 
(Unsatisfied Judgment Endorsement) 
June 148 
(Premium Installment 
(Rate Changes) 
(Drive-In Claim Service) 
(Change in Name) 
Farm Bureau Mutual Auto., Columbus 
(Auto Rate Reductions) 
(Package Policies) 
Federated Guaranty 
Andalusia 
(New Mutual) Oct. 149 
Fidelity and Deposit Company of Maryland, 
Baltimore 
(Increased Dividend) July 124 
Fireman’s Fund Group, San Francisco 
(New Director) Apr. 152 
(Excess Liability Facilities) .....May 140 
(Unsatisfied Judgment Policy) ..May 140 
(Trip Insurance Policy) Aug. 116 
(Auto Endorsement) . .Oet. 149 
Firemen’s Mutual Insurance 
Providence 
(New President) ... Sept. 138 
Founders’ Insurance Co., Los Angeles 
(New Director) .. Oct. 150 
Freeport Insurance Co., Freeport 
(Purchases American Insurance Exchange) 
July 123 


System) 


Mutual Insurance 


General Fire and Casualty Co., 
New York, N. Y. 
(New Directors) 
General Guaranty 
Vinter Park 
(Capital Changes) rer 
Glens Falls Insurance Company, Glens Falls 
(New Policy) Aug. 116 
Government Employees Insurance Co., 
Washington, D. C 
(Increases Dividend Rate) Sept. 138 
Grain Dealers Mutual Insurance Co., 
Indianapolis 
(Reinsures Western 


nipadenene’s June 149 
Insurance 


July 124 


Mutual Fire) 

Sept. 142 
York 

..May 140 
Minne apolis 

.June 149 


Great American Group, 
(Executive Changes) 
Great Northern Insurance Co., 
(Vote Capital Increase) .... 
Group Health Insurance Inc., 

ew York, N. Y. 
(P repaid Doctor Bills) 
Guarantee Insurance Co. 
(Sale Consummated) sept. 138 
Guaranty Fire & Marine Insurance Co., 
Columbia 
(Placed in Receivership) July 124 
Gulf American Fire & Casualty Co., 
Montgomery 
(New Company) Oct. 150 
Gulf Group, Dallas 
(Enter Casualty 


New 


Field) May 140 

Hanover Group, New York, N. Y 
(To Enter Casualty Field) July 125 

Hardware Mutual Insurance Co. of 

Minnesota, Minneapolis 
(Changes Title) 

Hartford Group, Hartford 
(New Director) July 125 
(Auto D. & D. Coverage) ......: 7 
(Official Appointments) 

Ifome Group, New York 
(Elections) 


June 149 


Dallas 
and Casualty) 
June 150 
(Florida Business Reinsured) ....Aug. 118 
(Elected Executive Vice President) 
Sept. 135 
Independence Mutual Insurance Co., 
Camp Hill 
(Dissolved) Sept. 138 

Industrial Indemnity Co., San Francisco 
(Exchange Decision) June 150 
(New President) 7 

Inland Empire Insurance 
(Restrained) 

Insurance Co. of the South, 
(Purchase Negotiations) 
(Capital Increase) 

(Elected Vice President) . 

International Service Insurance 

Fort Worth 
Iowa Hardware Mutual Insurance Co., 
Mason City 
(Advancements) 


1 © T Insurance Company, The, 
(Reinsures Dallas Fire 


Company, 


.June 150 


Jefferson Insurance Co. of New York, N. Y 
(Moves Home Office) A 117 


LaSalle Casualty Co., 
(Stock Acquired) 
Liberty Mutual Insurance, 
(New Crime Policy) 

(New Director) 

London Assurance, The, 
(Buys Guarantee of L. 
(Stock Issue) 

London Assurance Group, 
(Official Changes) 
(Meiss Retires) ; . 139 
(Purchases Guarantee Insurances) 

Sept. 138 

London and Scottish Assurance Corporation, 

Ltd., London, England 
(U. S. Branch Domesticated) ....Aug. 115 

Lumber Mutual Casualty Insurance Co. of 

N. Y., New York 
(Changes Name) July 125 

Lumbermens Mutual Casualty Co., Chicago 
(Possibility of Confusion Past) ...Oct. 150 


Chicago 


Boston 
x tama 


London, England 


Manhattan Fire & Marine Insurance 
Co., New York, ; a 
(Meiss Retires) Sept. 139 
Marathon Insurance Company, Los Angeles 
(New Vice President) Aug. 115 
Massachusetts Indemnity Insurance Co., 

Boston 
(Stock Offering) 
Merchants Mutual Casualty 
(New President) 
Michigan Mut. Liab. Co., Detroit 
Pb a, er eee May 139 
(Elmers Promoted) ‘t. 151 
Mid-Continent Ins. Co., 
(To Write Fire Coverages) .... 
Midland Empire Insurance Co. Inc., 
Atchison 
CEACUMOGED  c ddcdcsvescccsccesvevel Sept. 139 
Midland Casualty Insurance Co., Chicago 
(New Company) . Oct. 151 
Mill Owners Mutual F Insurance Co., 
Des Moines 
(Title Changed) 
Mill Owners Mutual 
Des Moines 
(New Title) 
Mutual Benefit Health & 
Omaha 
(New Director) .-Aug. 118 


.-May 141 


July 125 
Insurance 


July 125 


Ace ide nt Assn., 


National Union Group, Pittsburgh 
(Executive Appointments) 
(New Director) July 125 
Nationwide Insurance Companies, Columbus 
(New Name) *t. 149 
New York Mutual Casualty Insurance Co., 
New York 
(New Name) 
North America 
Richmond 
(Elected President) 
North British Group 
(Buys Central Surety 
ance) July 
Northern Assurance Co., The Ltd., 
New York 
(Moves Home Office) 
Northwestern Mutual Group, 
(Executive Changes) 


June 150 


July 125 
Assurance Society, 
Sept. 139 


and Insur 


Sept. 140 
Seattle 
Sept. 140 


Old Republic Credit Life Ins. Co., 
(Offers to Buy Coal Operators 
Casualty) 

Old Republic Insurance Co., 
(Capital Increase) 

(New Executive Vice President) .Sept. 140 

Old Republic Insurance Co., Greensburg 
(Financing Completed) t. 152 

Olympic Insurance Company, Los Angeles 
(New Vice President) Aug. 118 


Chicago 
May 139 
Greensburg 

Sept. 140 
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« « « <— LIST OF ADVERTISERS > » » 


Ace Fastener Corp., Chicago, Ill EG ae 

Aetna Insurance Group, Hartford, Conn. 

Aetna Life Affiliated Cos., Hartford, Conn 

Agency Managers Ltd., New York, Y 

Allstate Insurance Co., Skokie, Il 

America Fore Insurance Group, Ne Y 

American Appraisal Co., Milwaukee, Wis. .. 

American-Associated Insurance Cos., St. 

American Casualty Co., Reading, Pa 

American Credit Indemnity Co Baltimore, ‘ 

American District Telegraph Co., New York, N. 

American Equity Insurance Group, Miami, 

American Fire & Casualty Co., Orlando, Fla. 

American Foreign Insurance Ass‘’n., New 

American Health Insurance Corp., Baltimore, 

American Home mg ince Co., New York, 

American Insurance Group, Newark, N. J. 

American International 1 nderwriters ( ‘orp., New York, 

American Reinsurance Group, New York, N Y. ..Inside 

Anchor Casualty Co., St. Paul, Minn % 

Atlantie Companies, New York, N. Y 

Bituminous Casualty Corp., Rock Island, 

Booth, Potter, Seal & Co., Phiiadelphia, 

Boston-Old Colony Group, Boston, Mass 

Burns, Inc., Frank, Seattle, Wash 

Bushnell & Co., Alexandria, La 

Canadian Fire Insurance Co, 

Celina Mutual Insurance Co., Celina, 

Central Surety & Insurance Corp., Kansas City, 

Central Underwriters, Dallas, Texas 

Cimarron Insurance Co., Cimarron 

Cobb and Co., James O., Durham, N 

Cofer and Walters, Norfolk, Va 

Commercial Standard Insnrance Co., Fort 

Commercial Union-Ocean Group, New York, 

Conover & Co., Chase, Chicago, Il 

Connecticut Mutual Life Ins. Co., Hartford, 

Continental Casualty Co., Chicago, Ill .. 

Corroon & Reynolds, Ine., New York, N 

C-O-Two Fire Equipment Co., Newark, N. . 

Cousins Co., William H., Corpus Christi, T 

Crum & Forster, New York, N. \ 

Cudd & Coan, Inc., Spartanburg, S. C 

Dale & Co., Ltd., Montreal, ¢ 

Day & Co., Earle W., St 

Diebold, Ine., Canton, Ohio 

Dimling, Henry, Los Angeles, 

Dinan, John V., New York, ‘ 

Dubuque Fire & Marine Insurance Co... 

Employers’ Group, Boston, Mass 

Employers Reinsur: ince Corp., Kansas City, 

Esterbrook Pen Co., Camden, N. J 

Fidelity and Deposit Co. of Maryland, Baltimore, 

Fire Association Insurance Group, Philadelphia, re 

Fireman's Fund Insurance Group, San Francisco, 

Firemen’s Insurance Co., Newark, J 

First Boston Corp., New York, N. Y. .. 

Foster & Son, J. E., Fort Worth, Texas 

Froggatt & Co., Inec., Joseph, New York, N. 

Fulton Fire Insurance Co., New York, N. Y. 

General Accident Fire & Life Assce Corp., Philadelphia, Pa. 

Grain Dealers Mutual Insurance Co., no ca” Ind. 
anite State Fire Insurance Co., Manchester, 

American Group, New York y 
Greene, Inc., W. W., New York, N. Y. 
Hampson & Son, Ltd., Robert, Montreal, 
Hanover Fire Insurance Co., New York, } 
Hartford Accident & Indemnity Co., Hartford, 
Hartford Fire Insurance Co,., Hartford, Conn. 
Hawkeye-Security Insurance Co,, Des Moines, 
Hoey, Ellison & Frost, Inc., New York, N. Y 
Home Insurance Co., New York, Y 
Houston Fire & Casualty Insurance Co Worth, Tex: 
Howard & Co., Ltd., Robert, Montreal, Canada 
Hunter Lyon, Ine., Miami, FI <> 
Indiana Insurance Co., Indianapolis, Ind. 

Industrial Insurance Co., Des Moines, 

Inland Mutual Insurance Co., Huntington, 

Ins. Co. of North America, Philade'phia, Pa 

Inter-Ocean Reinsurance Co., Cedar Rapids, lowa 

Kansas City Fire & Marine Ins. Co., Kansas City, | 
Kansas City Life Ins. Co., Kansas City, _Mo 

Kolob Corporation, Salt Lake City 
Leonhart & Co., Ine., Baltimore, 
Lexington Insurance Co., Boston, 
Life Insurance Investors, In« Chicas 
Lloyd-Thomas Co., Chicago, Ill 
London & Lancashire Group, Hartford, 
Loyalty Group, Newark, N 


ae Be 
Front Cover 


W innipeg 


Kansas 

c 
Worth, Texas 
N. 


Conn. 


inada 
Petersburg 


Conn. 


Iowa 


Conn. 


» > 


Lumbermens Mutual Group, Chicago, 
Manhattan Life Insurance Co, 
Manning & Sons, T. A,. Dallas, ’ 
Marbury & Co., Wm. A., Ruston, 
Markel Service, Inec., Richmond, V 
Maryland Casualty Co., Baltimore, “Md. 
Marshall & Co., A. W., Newark, N. J. 
Melling & Bevingtons, Ltd., 
Mines Press, New York, N, 
Moyer Agency, Inc., R. Kirk, New Orleans, . 

Mutual Benefit Health & Accident Ass’n., Omahe, Neb. 
National Assn. of Public Adjusters, Baltimore, Md. 
National Auto Dealers Used Car Guide Co., Washington, 
National Casualty Co., Detroit, Mich. 
Nationwide Insurance Co., Columbus, 
New Amsterdam Casualty Co., Baltimore, Md. 
New England Mutual Life Ins. Co., Boston, Mass. 
New Hampshire Fire Ins. Co., Mz inchester, N. H. 
New Zealand Ins. Co., Ltd., San F rancisco, Calif. 
North American Accident Insurance Co., Chicago, 
North American Cas. & Surety Reins. Corp., New 
Northwestern Mutual Fire Ass’n., Seattle, Wash. 
Occidental Life Insurance Co., Los Angeles, Calif. 
Oficinas de Ultramar, S. A., Havana, Cuba 

Ohio Farmers Companies, LeRoy, Ohio 

Pacific Employers Ins. Co., Los Angeles, ¢ 

Pacific National Fire Ins. Co., San Francisco, 
Pan American Fire & Casualty Ins. Co., Houston, 
Paramount Fire Ins. Co., San Francisco, Cal. 
Paull & Son, Ine., Alfred, Wheeling, W. 

Pearl American Group, New York, N 
Peerless Casualty Co., Keene, N. H. 
Pennsylvania Lumbermens Mutual Ins. 
Potomac Insurance Co., Washington, D. ¢ 
Preferred Fire Insurance Co., Topeka, Kansas 
Provident Life & Accident Insurance Co. Chattanooga, 
Prudential Insurance Co. of America, Newark, 

Pyrene Mfg. Co., Newark, N. J. 

Reecordak, Incorporated, New 
Recording & Statistical Corp., ; 
Redmond & Shaughnessy, Ltd., Montreal, Canada 
Reinsurance Agency, Ine., Chicago, 
Reinsurance Underwriters, Ine., San 
Remington Rand Ine. 
Rimmer & Co., 
Ritter General Agency, Denver, 4 
Royal Exchange Assurance Group, New 
Royal-Liverpool Insurance Group, New York, N Y. 
Royal Typewriter Co., New York, N. Y 

St. Louis Insurance Group, St. 

St. Paul Group, St. Paul, Minn. 

Schroeder Hotels, Milwaukee, Wis. 
Security-Connecticut Companies, New Haven, 
Security Mutual Casualty Co., Chicago, IN. 
Security National Insurance Co., Dallas, Texas 
Seibels, Bruce & Co., Columbia, S. C. ..Opposite Inside 
Smith-Corona, Ine., Syracuse, N. Y 
Southern Insurors, Ine., Fort 
Southwest General Insurance Co. 
Southwest General Agents, Corpus Christi, 
Springfield Group, Springfield, Mass. 

Standard of Detroit Group, Detroit, . 
Stewart, Smith (Canada) Ltd., Montreal, Canada 
Stewart, Smith (Illinois), Ine., Chicago, TH. 
Sun Insurance Office, Ltd., New York, N. Y 
Superior Insurance Co., Dallas, Texas 

Swiss National Insurance Co. Miami, 

Swiss Reinsurance Co., New York, 
Tiffany Stand Co., St. Louis, Mo. 
Traders & General Insurance Co., 
Trailer Club Insurance Ine., Grand Rapids, Mich. 
Trans-Canada Assurance Agencies, Inc., Montreal, 
Tressel & Associates, Harry S., Chicago, Ill 
Trinity Universal Insurance Co., 
Ultramar Inter-America Corp., 

United States Casualty Co. New 

United States Fidelity & Guar: anty Co., 
U. S. Underwriters, Ine., Miami, Fla. 
Utilities Insurance Co., St. Louis, Mo. 
Vale Technical Institute, Blairsville, Pa. 
Willeox & Co., Inec., Albert, New York, N. 

Wilson Co., Ltd., . E., Toronto, Canada 

Wolfe, Corcoran and Linder, New York, 

Woodward & Fondiller, Ine., New York, N. Y. 
Woodward, Ryan, Sharp and Davis, New York, N. Y. 
Worcester Mutual Fire Insurance Co., Worcester, 
Yorkshire Insurance Group, New York, N. Y. 
Zurich-American Insurance Cos., Chicago, 


Montr eal, 
} & 


Ohio 


Co., Philadelphia, 
Tenn. 


York, 
New York, N. 


France . 
(Manag rement Controls Div. 
Frank, Dallas, : 


Conn. 


Smith, rk. 
Dallas, 


Dallas, Texas 


Can. 


, « 
Baltimore, Md. 


"The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those insurance companies 
which receive our recommendation are permitted to advertise in its columns." 


Best’s Fire and Casualty News 





GOAL I! 


... and room to spare... 


In soccer, the goalposts are always 24 feet apart. To some players, 
however, the distance seems more like 24 inches; to others, there’s plenty 
of room to get the ball through. It all depends on who’s playing the game. 

The same thing applies in the business of providing insurance service 
to agents. The policies themselves are pretty much the same... the 
difference lies in performance. You'll understand that when you deal 
with Fire Association; when you benefit from the combined experience 
of numerous professionals who understand intimately the problems of 
insurance and of your local community. It’s a company which takes 
pride in prompt service, in human-needs coverage. 


Team up with Fire Association. They’ll make it a lot easier to score 
a goal. 


Frre Association 
Insurance Group 


INSURANCE COMPANIES OF PHILADELPHIA e@ FIRE ASSOCIATION 
@ RELIANCE 
@ EUREKA 


HEAD OFFICE: 401 Walnut St., Philadel- 
phia 6, Penna. Branches in Atlanta, Chicago, 
Dallas, New York, San Francisco, Toronto. 
Claims and Settling Agents throughout the world. 






































The consumer wants the most for his 


money—in vacations, housewares, wear- 


ing apparel. From insurance he expects 


more value—in protection, security, serv- 
ice. Yesterday a policy would do; today 
it takes a combination of values. North 


America furnishes the combination you 





can sell—Broader policies for the insured; 





Financial strength for dependability; 





Wider service to agents; Progressive out- 











look for a secure market. For your needs, 


under one roof—NorTH AMERICA. 


Insurance Company of North America 
NO RTH AM E RIC A CC ) MI PAN I ES Indemnity Insurance Company of North America 


Philadelphia Fire and Marine Insurance Company 
PHILADELPHIA 1, PA. 





Protect what you have © 





